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batteries. 


HE 
tery is the E 
wil Scaeal less money for “B” 
and enjoy better ones, if you always get 
the Eveready Layerbilt. [tis the best “B” 
battery we know how to build, and we 


Eveready Layerbilt. 


have been building dry batteries for 33 
years. If during all that time we had not 
continually increased our skill, added to 
our knowledge, and built better and bet- 
ter batteries, the name Eveready would 
not have the reputation it enjoys today 
among battery users. 

Inside the Eveready Layerbilt are 
unique flat cells, instead of cylindrical 
ones as in all other dry cell “B” batteries. 
The flat cells pack in the bex tightly: 
there is no waste space between them. 





The flat form gives the ac- 
tive materials larger sur- 
faces to act on each other. 
These flat cells actually pro- 
duce more current per unit 
of materials—by all our 
tests they are the most effi- 
cient dry cells made. That’s 
why the Eveready Layerbilt 
lasts longer. 

So long does it last that 
the effort of replacement 
after months of use seems 
slight indeed. During all 
those months you enjoy 
Battery Power, pure Direct 
Current, hum-free, silent, uniform, de- 
pendable. You get the best reception of 

which your receiver is capable. 
Any good battery will give you 
Battery Power; the very smallest 
Eveready will do so. But no Ever- 
eady will last as long as the Ever- 
eady Layerbilt “B” Battery No. 
486, the one that contains Ever- 
eady’s exclusive invention of the 
efficient: flat dry cell. 

NATIONAL.CARBON CO., INC. 
New York ; 


Enit of Union Carbide and Carbon Carporation 


San Francisco 


ftlustrated to the left is the eytindricat 

cell type of “B" battery construction. 

Bach cell is a anit. connected to the 

others by soldg he space be- 
tween. 


This ts the Eveready Layerbitt. the unique “AR” 

battery that contains ne waste spares 

rials between the cells; the longest lavting of 
all Evereadys. 
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Radio is better with Battery Power 





Tuesday night is Eveready Hour Night 
East of the Rockies 
9 P. M., Eastern Standard Time 


Throigh WEAF and associated N. B. €. 
stations 


On the Pacific Coast 


8 P. M., Pacific Standard Time 
Through N. B. C. Pacifie Coast network 


en _ au 
ADY 
Radio Batteries 


-they last longer 


shouldn’t miss 


This is the Eveready Layerbilt story being 


told to radio users during April in 


national magazines and newspapers 
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watch it without giving it much 
thought. Pretty soon it gets to be a 
whale of a big thing and we wish 
we had cashed in on it by having 
more vision. 


These things come along more fre- 
quently perhaps in the electrical busi- 
ness than in some others, because the 
business is young and vigorous. As 
we put our ear to the ground what 
should become evident just now? 


One thing ought to be evident at 
once. There are hundreds of thou- 
sands of miles of highways that are 
going to be lighted. The movement 
is already started. Light—quantity 
light—has thus far been confined 
mostly to the great cities. But it is 
breaking out. 


In the next five or ten years what 
will we see—ribbons, streamers of 
light spreading out and out, caress- 
ing the whole country along our 
wonderful system of highways. 


This will come about because, as 
has been conservatively estimated, it 
will double the night use of the roads. 
Congestion in daytime and glare at 
night are now the two great bug- 
bears of motor travel. Lighting the 
roads at a small percentage of their 
original cost will materially offset 
these bad elements and old man 
economic necessity will step in, and 
behold it will be done. 


How much wire will be required 
per mile? How many poles? What 
kind of brackets or fixtures? How 
about switches and accessories? What 
is the cost—the volume—the prefit? 
Have you been thinking? 
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9 ore: your salesmen loose on this specialty. Our campaign of “Signalizing” in- 
dustry is resulting in a vast volume of business on Signal Engineering Gongs. 


“Signalize’” your business by selling Signal Engineering Gongs to the enormous 
field of prospects and users awaiting you. 


There is 33-1/3% profit in it for you, and we are creating by national advertising 
and sales efforts an acceptance which will be reflected in large orders received by 
your sales force. 


Write at once for distributor's arrangements. Linen price sheets now ready. Note 
full name and address. 


We also make a complete line of Signals, Signal Systems, and Control Apparatus. 


Signal Engineering Products are the Result of eighteen years development and research “Wj 
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Forty Years of Service 





NHARLES W. 
FORBRICH, 
vice - president 


and general manager of 
the Electrical Trade 
Publishing Co., publish- 
ers of THe JoBBER’s 








A “forty year trib- 
ute” in the form of an 
acrostic scroll was sent 
by Frank L. Perry of 
Baltimore, a former as- 
sociate, and read at the 
luncheon. 








SALESMAN, rounded out 
40 years of continuous, active service in the elec- 
trical publishing business on March 21, 1928. This 
makes him the oldest electrical publisher in point 
of years of service, although not in age. The event 
was celebrated by a luncheon given by the Elec- 
trical Trade Publishing Co. at the Electric Club, 
Chicago, at which were present the members of his 
staff, together with two or three old associates of 
the early days. Howard Ehrlich, president of the 
company, presided at the luncheon and presented 
a token from the staff in commemoration of the 
occasion in the form of a handsome strap watch. 

Many of the leaders in the electrical industry 
remembered him on this occasion with telegrams of 
congratulation and best wishes for many more an- 
niversaries in the service in which he has thus far 
spent all the years of an active business life. Among 
them were: Hon. John H. Trumbull, governor of 
Connecticut and president of the Trumbull Electric 
Mfg. Co.; A. L. Salt, president, Graybar Electric 
Co.; James H. McGraw, president of the McGraw- 
Hill Co.; C. L. Peirce, Jr., manager of the elec- 
trical department, Hubbard & Co; W. N. Matthews, 
president of the W. N. Matthews Corp.; Nelson 
W. Gage, president of the Gage Publishing Co.; 
John W. Brooks, vice-president of Pass & Sey- 
mour, Inc.; Charles W. Price, chairman of the 
board of directors, International Trade Press, Inc., 
and Edgar Kobak, vice-president of the McGraw- 
Hill Co. 


Mr. Forbrich began 
his career as office boy of the “Western Electrician”’ 
on the morning of March 21, 1888. This was one 
of the first electrical journals to be published in 
the United States and among its other accomplish- 
ments called the historic meeting at which the Na- 
tional Electric Light Association was formed. He 
stayed with the “Western Electrician” for 20 years, 
or until November, 1908, when, upon the death of 
W. A. Kreidler, the principal owner, it was con- 
solidated with the “Electrical Review.” In that 
time he rose from the position of office boy to that 
of secretary-treasurer. 

After the consolidation he stayed on with the 
“Electrical Review” until January, 1920, when, 
with Mr. Ehrlich and the late Frank A. Merkel, he 
helped to organize the Electrical Trade Publishing 
Co., publishers of THe Josper’s SaALesMaNn and the 
E M F Evectricar Year Book. The latter, after 
six years, was sold and no longer appears under 
that name, although its later editions are still widely 
used and it is more or less of a monument to Mr. 
Forbrich, whose tireless efforts were largely instru- 
mental in its success. 

Mr. Forbrich was born in Austria, although he 
came to this country when a very small boy. He 
has always lived in Chicago and is still a staunch 
Chicagoan—with suburban yearnings, however. His 
greatest interest in life, outside of his family, is 
publishing a trade journal, with duck hunting, fish- 
ing and golf fighting for second place. 
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Neck and Neck 


The sale of insulated wire and insulating 
tape should run neck and neck. There 
are few if any wiring installations which 
do not require joints and to sell a length 
of wire without splicing materials is like 
selling hooks without the eyes, boxes 
without covers or bottles without corks. 


The cover, of course, should be as serv- 
iceable as the box, the eye should be as 
strong as the hook and the insulation of 
a splice should be as strong as at any 
other section of the wire. 


Okonite Tape will supply an insulation 
as strong electrically as at 
any other part of the wire 


supply a covering for this 





Company, Inc. 


FACTORIES: PASSAIC, N. J. PATERSON, N. J. 
SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 


and Manson Tape will ‘ss 


[ga * 
The Okonite Company 
The Okonite-Callender Cable 


insulation as strong mechanically as at 
any other point. 


Though more moderate in price, the 
Dundee. Tapes “A” and “B” are also 
strong, both in quality and favor, and 
your customer may favor these old 
friends. All are “members of this 
lodge”—the OKONITE family of qual- 
ity products. 
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Careers of Leading Jobbers Analyzed 


A Study of Interesting Features and Outstanding Elements 
of Success Disclosed in Ninety-Two Biographies of Jobbers 
That Have Appeared in the Series of “Men You Should Know” 


By FRANK H. BERNHARD 


Coal, poison, booze, crime, mentality, statistics 

and even business are now commonly analyzed. 
Everyone with a penchant for getting at basic facts is 
likely to develop the analysis complex. Although some 
humbug has crept into this growing analytical habit, 
especially as to what is called psychoanalysis, on the 
whole and under proper conditions it yields interesting 
and useful results. 


\ NALYSIS seems to be one of the modern fads. 


For the past 
eight years al- 
most every issue 
of Tue Jopser’s 
SatesmMan has 
included a_bio- 
graphical sketch 
of a leading job- 
ber, and this 
series of “Men 
You Should 
Know” has_ in 
this way re- 
viewed the ca- 
reers of 92 men 
who stand in the 
front rank of the 
electrical job- 
bing industry. 
These sketches 
have not only 
given the sales- 
men and all oth- 
ers connected 
with this industry a better acquaintance with the shining 
lights among the distributors, but also have inspired 
many of the younger men to look forward to seeing them- 
selves fill important executive positions in the business. 

Moreover, a study of these careers of successful busi- 
ness men in their own line has proven valuable to quite 
a few jobber’s salesmen in guiding their ambitions and 
choosing the steps best to follow in the endeavor to re- 
alize them. As a further guide it was conceived that 
there might be value in making an analytical study of all 





Reporters Often Met With Reluctance 
To Give Out Pertinent Data 


these 92 careers and publishing the summarized results 
to the end of establishing what were the most outstand- 
ing elements of success of these representative jobbers. 

In interviewing these men to get particulars for writ- 
ing up their careers, the reporters have often met with 
reluctance to give out pertinent data without which no 
biography is complete, such as date and place of birth, 
education and business training, age on entering the 
business, etc. On account of the modesty of some of 
these men, the features averaged in this analysis do not 
in several instances cover all of the 92. In all cases, 
however, the results given are entirely impersonal and 
no jobber’s experience was given greater weight than that 
of any other. 

Usually the first question in a biographical record re- 
lates to birth. On this we have fairly complete data for 
83 of the 92. Thus we have an answer to the query: 
Where did these jobbers hail from? Seventy-six were 
native-born and seven foreign-born. Of the latter, four 
came from Canada, and one each from England, Norway 
and Denmark. Our own states contributed the following 
sons: Illinois, eleven; New York, ten; Ohio, eight; 
Iowa, five; Michigan and Missouri, each four; California, 
Kentucky, Mas- 
sachusetts, New 
Jersey and Penn- 
each 
three; District 
of Columbia, 
Georgia, Indi- 


ana and Louisi- 


sylvania, 


ana, each two; 
Connecticut, 
Kan- 
sas, Maine, 
Maryland, North 
Okla- 
homa, Tennes- 
see, Utah, West 
Virginia and 
Wisconsin, each 
Going into 





Delaware, 


Carolina, 





A Large Majority Received Practical 
Electrical Training 


one. 
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the matter a little deeper, it may be said that most of 
these jobbers came from industrial regions, but at least 
16 were born and raised on a farm. 

It is of much interest to know what was the predom- 
inating kind of education these men received. Fifty-two 
of the men (or over 56 per cent of the 92) had not above 
the average formal education, this extending in many 
cases to only the elementary schools and in the others 
to not beyond the high school. Three men took exten- 
sive correspondence courses. Three studied law, two of 
these being graduated from law schools and admitted to 
practice. Six at- 
tended business 
colleges, five 
completing the 
prescribed cours- 
es. Twelve 
studied at liber- 
al arts or other 
general colleges, 
and of these 11 
were graduated. 
Sixteen attended 
recognized engi- 
neering colleges, 
but only 11 com- 
pleted the regu- 
lar four-year 
technical courses 
and received 
their bachelor’s 
degree. The 








Three Had Earlier Experience As 
Purchasing Agents 


latter men utilized this technical training either first in 
actual electrical engineering work or later in the more 
technical lines of the jobbing business. 

Of the many who had no technical college training, 
a large majority received practical electrical training 


of subsequent great value to them as jobbers. Thus 38 

were employed by electrical contractors or were them- 

selves engaged in contracting, thereby deriving a close 

acquaintance with the wiring materials and supplies the 

contractor uses and an excellent in- 

sight into his everyday trials and 

tribulations. A total of 34 men had 

experience with electrical manufac- 

turers in various positions from test 

apprentice in a large concern to 

owner of a small factory, thus learn- 

ing something of the manufacturer's 

numerous problems. 

were connected with central stations 

in a variety of capacities; four men 

were employed by telegraph com- 

panies, four by telephone com- 

panies and four by electric railways. 

Some of the men referred to in this 

paragraph had experiences with 

several of these electrical interests. 
Experience of much value in the 

purely business side of the whole- 

sale electrical trade was gained by 

12 of the men who were accountants 

in various other lines of trade prior 

to entering upon electrical jobbing. 

Three men had earlier experience as 


Twelve men 


purchasing agents which came handy later in jobbing 
Six men served with retail or wholesale hardware con. 
cerns and 11 with other mercantile establishments, ob 
taining an intensive store training of great value in sub 
sequent years. Fully 38 men had more or less experienc: 
on the road, where a salesman’s contact with the trad 
is intimate and his impressions of it are deepened and 
broadened. Seven of the men were engaged as manu 
facturers’ agents, from which they developed in a logica! 
way the much more comprehensive jobbing service. 

To have their first job with an electrical jobber was 
the experience 
of only 15 of the 
92 mien. All but 
two of these 
started at the 
bottom as a 
stockroom helper, 
delivery boy, of- 
fice boy, stenog- 
rapher, book- 
keeper or all- 
around utility 
hand; two be- 
gan as salesmen. 
Nearly every one 
of these 15 men 
has devoted his 
entire business 
life to the job- 
bing business, 
showing that it 
certainly has attractions sufficient to hold men in it. 

The lure of the business is indeed great, for it has 
drawn men from many walks of life as witness a few 
cases among these now prominent jobbers: Newsboys, 
bankers, a sailor, country school teachers, hotel managers. 
lumbermen, an archaeologist, insurance men, a mining 
engineer, surveyors, newspaper reporters, a realtor, half 
a dozen railroad men, carpenters, farmers and what not. 
These men, by intensive application to their new chosen 

calling overcame the serious handi- 
cap of lack of electrical training or 
experience. 

A question may be asked as to 
the age at which it is best to enter 
the jobbing business. No hard and 
fast rule may be given. Of the 92 
men reviewed, 76 gave some clew 
on this point. Their ages when 
joining the wholesale electrical 
trade ran all the way from 15 to 60, 
with an actual average of 26.9 
years. Of these 76 men, 58 per cent 
began jobbing between 21 and 380. 

Another question may relate to 
how long these men have remained 
in the business. On this we have 
approximate figures regarding 86 
of the men. These have been di- 
vided into eight groups according 
to the period in which they entered 
the business. Thus we find that 


(Turn to Page 66) 


One Was An Archaeologist 


Five Of Them Entered The Jobbing 
Business Before 1891 
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Airport Lighting Opportunities 


A Field Worth Developing 




















Photo by Courtesy of General Electric Co. 


Modern Airport at Madison, Wis., Lighted by 900-watt Airport Lights 


INCE the letting of contracts by the Government 

to private corporations for the transmission of air 

mail, a field has been opened up which it would pay 
the jobbers’ salesmen to investigate. Such companies as 
the National Airways and the National Air Transport 
are losing no time in properly equipping and lighting 
their properties. Municipal airports also are constantly 
springing up all over the country and these, too, are 
excellent prospects. 

During the period in which the Government operated 
the planes, bids were requested, and the quotations sub- 
mitted were so close in price that personal contact played 
a big part in determining just where the various orders 
were placed. 

Today, the situation is different. More leeway is nec- 
essarily given the various airports to purchase their re- 
quirements, and, as a consequence, salesmanship and so- 
licitation are the causes resulting in securing the busi- 
ness from these sources. 


The modern airport, first of all, requires hangars and 
offices. With the coming of passenger transportation, en- 
largements will sooner or later be necessary for the ac- 
commodation of this human freight. 

The landing field itself must be properly illuminated 
for night flying is the general practice among all com- 
panies. 

It is quite obvious to any jobber’s salesman that elec- 
trical supplies in large quantities will be required for the 
office and hangars. For the field itself, globes are neces- 
sary, condulets must be purchased, switches of various 
kinds installed. “Field Lighting Fixtures’ or “Boundary 
Markers” are an absolute requirement of a modern air- 
port and it is the jobbers’ salesmen who should secure 
this business. 


In a recent installation of the municipal airport at 
Madison, Wis., considerable thought was given to the 
problem of illumination. When the plans were finished 


they called for 17 boundary lights, (Turn to Page 68 ) 
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AKING VACUUM CLEANERS 


This Business is Staging a Come-Back 
With Electrical Jobbers. How and Why. 

















TEASPOONFUL of soda in a sour 
stomach is a corrective that is gener- 
ally found to be most effective. It 
isn’t the easiest stuff in the world to take. But it does 
the work, and good results aré almost instantly noticeable 
as will be granted. 

In merchandising, as the jobber knows it, when a line 
goes sour it is going to cause a whole lot of “heart burn” 
until somebody comes along with a dose of strong medi- 
cine which will restore the proper balance. 

In the case of selling one of the major appliances, 
vacuum cleaners, through jobbing channels, of late years 
there has been a very severe case of acidosis. The dealer 
has had to buck the house-to-house canvasser and has been 
sour on the jobber and the manufacturer and the world 
generally. The jobber has been asked to help the dealer 
in the thankless task, to put on campaigns at great ex- 
pense and then come out with his purse strings dragging 











in the mud; and he has been sour on the dealer, the manu- 
facturer, and the world generally. The manufacturer, in 
turn became sour on the dealers and jobbers. 

So then it was high time for a dose of soda. And from 
present indications strong corrective medicine is being 
introduced which is going to clear up the situation. There 
is no good reason, furthermore, why the same change 
should not eventually take place in the field of one of the 
other major appliances, washing machines. While this has 
not been a decadent business with the jobber to the same 
degree as in the case of vacuum cleaners, yet there is 
plenty of room for improvement in that line as well. 

The vacuum cleaner business is staging a “come back”’ 
with the jobber. Many will ask why, and how. It is an 
interesting story, but the fundamental cause appears to 
be that this appliance is finally emerging from the special- 
ty class into what might be termed the staple commodity 
class. As such, the woman now knows pretty much all 
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THE WOMAN IS READY 
TO GO TO THE ESTAB- 
LISHED STORE AND BUY 
A CLEANER, PROVIDED 
IT IS PRICED RIGHT. 


QO) ver-THE-COUNTER MERCHANDISE 


about it and does not need to 
be sold particularly as to its 
advantages. She is ready at 
last to go into an established 
store and buy it and have it 
sent home provided—and 
there is another big factor— 
provided it is priced right. 
This price, however, must not 
have tacked onto it the sell- 
ing cost attendant upon the 
house-to-house plan of mer- 
chandising, as in the past. If 
the dealer is going to hand it 
out over the counter as a com- 
modity, a price must be put 
upon it that is somewhere 


y 4 near in line with the ma- 


terials, labor, and distribution 
expense. 

Instinctively, and without 
any real figures to go by, the 
public seems to know when 
an article is priced approxi- 
mately right. Put the price 
very much above that line 
and you will find that you 
might as well add on yet an- 
other 15 or 20% and go out 
and by artful, high pressure 
methods seek to ram it down 
the public throat. There is 
where the jobber and _ his 
dealers did not shine, and 
therefore their sales in vac- 








uum cleaners went down and 
down—1922—$7,887,000; 1923—$8,800,000; 1924— 
$4,182,000; 1925—$3,811,000; 1926—$2,567,000. 

Then came the change. Within the last year or two 
particularly, several of the vacuum cleaner manufacturers. 
after running the gamut of house-to-house canvassers, 
dealer-to-canvasser-to-house, _jobber-to-dealer-to-canvas- 
ser-to-house, and all the other to-to-to’s they could think 
of have come back to the good, old reliable jobber-to- 
dealer-to-consumer channel—something that, they had 
known about all the time and perhaps had tried out in 
the dark ages. And it is not surprising to find that they 
are meeting with success, are rapidly increasing their 
sales, and their jobbers are happy over the results. 

What it took on the part of the manufacturers who are 
now following this method of distribution was a firm 
determination to go the limit on three points. 

First—Build a thoroughly good vacuum cleaner that 
would stay sold. 


Second—Drastically cut the price of the machine down 
to a point that would merely cover a reasonable profit 
for the manufacturer, jobber and dealer, under the sim- 
plified plan of distribution. And it was surprising what 
slashes could be made, when the canvassers, straw bosses, 
crew managers, crew managers’ conventions, pep up house 
organs and the like were all left out of the picture. 

Third—An iron-clad policy of protection for the jobber 
—a policy that would give the jobber an edge on every 
dollar’s worth of business secured. 

As stated, there are a number of vacuum cleaner manu- 
facturers who have now adopted such a policy and are 
following through on the three points above set forth. 
What is more, they are enthusiastic over the results that 
are being obtained through jobber distribution under the 
law of protection and a machine priced right. They have 
im some cases seen jobbers jump from the few dozen class 
to car load buyers in the course of a few months time. 

Furthermore, the resistance which the manufacturer 
so often finds among the jobbers in putting out a new 
idea or a new product has not been present, g°:erallv 
speaking, in this case, for the vacuum cleaner is 1..shing 
new and all the jobber had been waiting for was a policy 
that would enable him and his dealers to merchandise 
cleaners along established lines and make a reasonable 
profit. 

To show how readily the jobbers have taken to the idea, 
one manufacturer's experience may be cited, who brought 
out a vacuum cleaner about 1919. For two years they 
tried to sell it through jobbers, but took it away because 
of lack of volume. Then they sold it direct to the dealer, 
with a margin to the dealer to permit him to run a resale 
organization. A few did establish organizations, but most 
of them did not, and simply pocketed the large margin 
on a few machines. Again, insufficient volume for the 
manufacturer. Next this company tried putting out re- 
sale organizations from the factory, which in most cases 
were found to be top-heavy and unprofitable. 

These experiments brought them up to 1927. In the 
early part of that year they decided to reduce the price 
of the machine and sell it direct to the dealer. This in- 
creased sales some, but yet did not get the necessary vol- 
ume. So, in the spring, the last step in this series of 
experiments was taken. The price was cut again, a strict 
jobber policy was adopted, and they started to play ball 
on the old policy of “Tinker to Evers to Chance” with 
the following results: 

When they got the plan under way about November 1, 
1927, they had just eight jobbers on their books left over 
from the old regime. Four were doing fairly well and 
four were inactive. By December 31, they had 97 job- 
bers. By the first of March this year they had 150 and 
more are being secured. But the most comforting fact to 
them is that, at last, they are get- (Turn to page 66) 
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Purely A Slogan Campaign 


INCE the beginning of the year, THE Jos- 
BER’S SALESMAN has been advocating that 
all manufacturers who distribute through 

jobbers should use the slogan “Sold Through 
Jobbers” on all of their trade advertising and 
wherever possible on literature that is distribut- 
ed to the trade. 

The campaign has been enthusiastically en- 
dorsed by a large number of manufacturers and 
jobbers although we are advised that in certain 
quarters at least, some misunderstanding has 
arisen regarding the purport of the movement. 
Especially is this true regarding the list of man- 
ufacturers which we published in March. 

This campaign was inaugurated on the sup- 
position that the manufacturer who sells 
through the jobber is selfishly interested in his 
success and is anxious to do anything within 
his power to strengthen the jobbers’ position. 

Here is a way, then, in which a manufacturer 
‘an perform a valuable service for the jobber 
and virtually without cost to either himself or 
jobber. 

There are several hundred manufacturers 


who distribute either wholly or in part through 


the jobber. If only a portion of this number 
‘arried the slogan on all of their advertising 
directed to the dealer, the contractor, the cen- 
tral station and industrial plant and if the in- 
numerable circulars, bulletins, catalogs and 
what not addressed to this same field, carried 
somewhere the words “Sold Through Jobbers”’ 
it is easy to figure the tremendous cumulative 
ralue of this advertising. 

The campaign has thus far met with wide- 
spread success. Over 125 manufacturers have 
enthusiastically endorsed the idea and agreed to 
use the slogan. As a matter of fact, we have 
seen numerous samples of advertising copy and 
of literature that has been reprinted to carry the 
message “Sold Through Jobbers” and we know 
of a tremendous amount of additional activity 
that is already under way. 

Obviously the jobber is pleased with this 
‘ampaign as he has everything to gain and 
nothing to lose. He is keenly aware of the 
need to constantly “sell” himself to his trade. 
He appreciates full well the tremendous adver- 
tising value of the words “Sold Through Job- 
bers” greeting his customers thousands of times 
in their trade magazines and in the literature 
which is sent them by manufacturers. And job- 
bers’ salesmen appreciate how well they can 
cash in on the slogan with their trade. 


In the March issue of THE JoBBER’s SALEs- 
MAN we published a list of the manufacturers 
who had endorsed the campaign and had ad- 
vised us that they would use the slogan. 


This list was intended to show that the cam- 
paign was assured of success because of th 
large number of manufacturérs who had alread) 
agreed to use the slogan. The list has no other 
import. It was not intended to identify certain 
manufacturers as having a jobber policy, or of 
protecting or supporting the jobber in compari- 
son to those manufacturers who did not. 

Ours is purely a slogan campaign. It has 
nothing whatever to do with questions of policy 
or jobber co-operation or support. 

Some manufacturers have written us_ that 
they have had a strict jobber policy for years. 
yet they were surprised to see that ‘their name 
did not appear on our list. Let us repeat that 
this was not a list of manufacturers with a job- 
ber policy. Simply a list of manufacturers who 
had agreed to use our slogan in their adver- 
tising to the trade and had given us permission 
in writing to so state. 


Some jobbers have written that certain man- 
ufacturers whose names they find on our list 
do not have a “Simon Pure” jobber policy. 
Again we say that insofar as this campaign is 
concerned, we are not trying to establish stand- 
ards for a manufacturer’s jobber policy, or to 
differentiate between manufacturers with a pol- 
icy and those without. We are only interested 
in showing how many manufacturers are going 
to use the slogan and thereby give the jobber 
some valuable advertising, regardless of how 
strict or how lax their jobber policy may be. 

Of course it is assumed that the manufac- 
turers who endorse our campaign and write us 
that they will use the slogan, sell through job- 
bers. But we are making no effort to check 
this, as the campaign is not confined to manu- 
facturers who advertise in THE JOBBER’S SALES- 
MAN and therefore must have a jobber policy. 
If a manufacturer who does not sell through 
the jobber, is so foolish as to use the slogan. 
we do not think that there should be any ob- 
jection as it helps rather than hurts the jobber. 

THE JOBBER’s SALESMAN believes that there 
is much to be gained and nothing to be lost by 
the use of the slogan on the part of manufac- 
turers who are interested in the success of the 
jobber and we shall continue to vigorously ad- 
vocate its use wherever and whenever possible. 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 


siderable amount of time and effort endeavoring 
to secure a prospective piece of business only to 
fail to secure an order, not because his competitor obtains 
the business, but because the prospective buyer does not 
purchase. For instance, the salesman may believe a 
certain dealer to be an excellent prospect for a quan- 
tity of percolators, toasters and waffle irons for his holi- 
day trade and may spend several hours making contact 
with the buyer only to find him heavily stocked with 
goods carried over from the last season. Or he may 
spend considerable time laying out a new 
lighting installation for an industrial plant 
only to have the management finally de- 
cide to go along indefinitely with their 
present equipment. Such instances are 
bound to happen to every aggressive sales- 
man who runs down all leads which appear 
to be worth while. They must be consid- 
ered as part of the selling game but even 
so they cut down the salesman’s efficiency 
because time so spent 
is not directly produc- 
tive. 
On the other hand, 
every new building 


QO FTENTIMES a jobber’s salesman spends a con- 








Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 
XII. FOLLOWING LARGE CONSTRUCTION JOBS. 












touch with 


follow individually new buildings unless their cost runs 
well into six figures, while in a country or suburban ter- 
ritory he may be able to follow all new construction jobs 
down to as low as $20,000. 

How can the wide-awake salesman obtain informa- 
tion on the new buildings to be erected in his territory? 
In many ways. The real estate sections of newspapers 
are a fertile field. Then there are commercial organiza- 
tions, such as The F. W. Dodge Corporation, who make 
a business of issuing reports on new building projects. 
In some localities there are trade newspapers, such as 
“The Commercial Record” in Connecticut, 
issued in the interests of realtors and the 
building trades which give the latest con- 
struction news. And by keeping eyes and 
ears open it is possible to pick up this news 
from many random sources. 

If a construction job is not followed 
until after the foundations are in and the 
electrical contractor is ready to purchase 
material and start his work it will fre- 
quently be found that 
the particular makes 
of conduit, 
switches, etc., handled 


by the 


wire, 


salesman’s 


which is erected re- Architect house have not been 
ite Immediately to 
quires quantities of see that his Lines are included in the speci- 





electrical supplies and 
lighting fixtures. This 
material must be pur- 
chased and some job- 
ber’s salesman is go- 
ing to get the business. 

Of course it is im- 
possible to follow each 
individual building, 
but all large construc- 
tion jobs require 
enough electrical ma- 
terial to warrant indi- 
vidual attention. Just 
how large the job 
must be before the 
salesman can afford to 


allowed in the 
Specifications 
(i) 


igently Co-operate with 





fications and that the 
architects will 
permit substitution. In 
such cases the sales- 
man is obviously out 
of the running as far 
as that particular job 
is concerned. There- 
fore, whenever possi- 
ble, a projected 
building should be 
followed with the 
architect before the 
electrical specifications 
are written and an ef- 
fort made to have the 
makes of material 





not 














devote his time to it 





{ ANO SELL THE 








handled by the sales- 
man’s house included 








depends upon the size 
and character of his 
territory. In a large 
metropolitan territory 
it may be physically 
impossible for him to 





= 


This Diagram Represents the Logical Steps To Be Taken By Any 
Jobber’s Salesman In Connection With Contracts For Wiring In Large 
Buildings, In the Endeavor to Get His Own Line of Materials Specified, 
and Eventually Sold Through the Contractor. 


in them. Most archi- 
tects keep away from 
““flat’’ specifications, 
that is, those specify- 
ing one make exclu- 
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sively. Many list several makes and allow the contractor 
to choose from among them, but do not permit the sub- 
stitution of other makes not mentioned. Still other archi- 
tects include an “or equal” clause which practically 
allows the substitution of any standard make. It would 
appear that the general tendency of the better architects 
is toward the second of these methods. 

Assuming that plans and specifications have been com- 
pleted and that the salesman’s makes of materials have 
been included in the specifications, it then becomes 
necessary to keep in close touch with the architect or 
general contractor in order to learn the name of the suc- 
cessful electrical bidder as soon as this sub-contract is 
awarded. If the electrical contractors who bid on the 
job are known to the salesman it is advisable to keep in 
close touch with them also as it may be possible to learn 
the name of the successful bidder sooner from this source. 

Every effort should be made to see a copy of the elec- 
trical specifications, read them over carefully, and make 
notes of all the electrical materials specified. Many 
unsuspected items may be discovered in this way. 

If the salesman has sufficient knowledge of building 
construction to know at what stage in the erection of the 
building the electrical contractor will purchase and in- 
stall the various electrical items it will help him to 
solicit this business at the proper time. 

Frequently the electrical contractor is called upon to 
install temporary wiring almost as soon as the job is 


started. Such wiring is for lighting and for the elec- 
trically operated tools and machines of the other build- 
ing trades and usually requires wire, weatherproof 
sockets, tape, solder, portable cord, fuse blocks, etc., and 
a temporary service connection. 

Conduit, conduit fittings and outlet boxes are usually 
the first electrical materials to be installed on the job 
It may be several months later before the wire is pulled 
in, panel boards installed, local switches and receptacles 
put in place and the permanent service connected. And 
not until the building is practically completed will the 
switch plates and other finishing materials be installed 
and the lighting fixtures hung. 

The items included in the electrical specifications of 
a large church which has recently been completed will 
illustrate the value of a study of the specifications be- 
fore the electrical work is started. In addition to the 
usual items of conduit, wire and cable, panels, switches, 
receptacles, etc., these specifications included lead cable, 
concrete boxes, gang switch boxes, floor boxes, bakelite 
plates, exit lights, reflectors for cove lighting, show case 
seflectors, motor starting switches, momentary contact 
switches, and compensators. Similarly for an institu- 
tional building, nurses’ call stations, door alarm switches 
and annunciators were specified. And a new college 
building required a large number of conduit fittings for 
wiring book stacks, floor receptacles, fan hangers, tele- 
phone outlets and cabinets and (Turn to Page 68 ) 

















HE “Mechanical Man” constructed by R. J. Wenseley of 
the East Pittsburgh laboratories of the Westinghouse 
Company constitutes a news feature that broke a few weeks 
ago with an astonishing amount of comment in the press 
throughout the country. Frankenstein’s monster is recalled to 


mind by this modern achievement of Wenseley which has shown 
uncanny ability to carry out its master’s orders given to it 
over the telephone. It unveils pictures, starts and stops electri- 
cal appliances and performs other stunts, controlled wholly by 
the voice over the telephone —Photograms. 
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Know Your Air 


A Proper Understanding of the Fundamental Principles of Air Move- 
ment Enables the Salesman to Cope With Almost Any Situation 


By ANDREW G. OREAR 
Mfg. Pacific Coast Dist., Ilg Electric Ventilating Co. 


attempted to point out the great sales possibilities 
offered in this field. 

We are told that the four steps involved in most sales 
are creating desire, solving the customer’s problem, pro- 
moting the sale and assisting the customer to buy, and 
finally, assuring satisfaction with the purchase. 

The demand for electric ventilation is largely being 
promoted by extensive national 


|: A PREVIOUS article on ventilation the writer 


Ventilation business can be secured by direct sales 
methods, dealer store displays, and direct mail advertis- 
ing by the dealer. After the customer has been given a 
proper layout and the dealer has sold the job and has 
made a satisfactory installation, the fourth requirement 
will usually be met and the customer will be a potential 
salesman for good ventilation. 

In order to better realize that ventilation is actually 
a mechanical science with 
nothing seriously mysterious 





advertising carried on by some 
ventilation equipment manu- 


about it, it will be interesting 


facturers. The jobber and the 
dealer undoubtedly have im- 
portant work in promoting 
interest and carrying out the 
second step by interesting the 
customer in ventilation suffi- 
ciently to request recommenda- 
tions best suited to his use, 
contemplate the expenditure 
of sufficient money to make a 
satisfactory job, and purchase 
the equipment. 

With an interested customer, 
it is an open question as to 
how much technical informa- 
tion is necessary for the sales- 
man to successfully close a 
sale with the prospect, where 
he is called on to recommend 
the equipment to be_ used. 
Some salesmen dislike going 
into technical matters or at- 
tempting to master engineering 
information. Technical infor- 
mation, if used as a basis of 
sales arguments, is not very 
desirable, but if used to form 





[? IS HOPED that the ma- 
terial of this article, while not 
exactly selling information on 
ventilating fans, will be of inter- 
est to those men selling electric 
ventilation, as a basis of simple 
information on which each indi- 
vidual salesman can enlarge to 
suit his own requirements. ‘The 
ventilation process as handled 
by propeller fans is in no man- 
ner complicated and a little 
horse sense will permit the aver- 
age dealer to correctly deter- 
mine a customer’s requirements 
and sell proper equipment, as- 
suring satisfactory results. Ven- 
tilation is a wide field and there 
is no limit to possibilities for 
those devoting themselves to the 
solving of ventilation problems. 
—KEditor’s Note. 








to some to explain just what 
air actually is and how it is 
handled in ventilation. 
Airn—It’s MECHANICAL 

PROPERTIES 

Air is a mechanical gas, be- 
ing classed as a fluid, and fol- 
lows the natural physical laws 
of all fluids. It has weight, vol- 
ume, is expandable and com- 
pressable, and subject to move- 
ment. Air volume is measured 
in terms of cubic feet. Its 
rate of flow is measured in 
Cubic Feet Per Minute and 
speed of movement is Feet Per 
Minute Velocity, at a point of 
measurement. 

Air movement can be con- 
sidered either as free air move- 
ment or movement in closed 
ducts or controlled areas (plen- 
um chambers). We will con- 
sider the problem of handling 
free air after discussing the 
movement of air in ducts. 

The flow of air in a duct or 


the back ground and foundation of the salesman’s know- 
ledge, it is quite essential in selling ventilating equip- 
ment. 

We will all agree, however, that if we are to sell me- 
chanical equipment for moving air, it is important that 
we know something of the fundamental characteristics 
of air and the equipment to be used. The salesman can 
determine by his own experience and necessity the 
amount of information desired for his requirements. 

The salesman equipped with a reasonable amount of 
knowledge on ventilation is in a much better position 
to explain his proposition to the customer, to answer 
questions, and build up confidence in his own ability to 
cope with almost any situation that may arise, due to 
his general understanding of the business at hand. 


pipe is under the influence of three distinct pressures ; 
namely, velocity, static, and dynamic or total pressures. 

The velocity head or pressure (V. P.) is defined as 
that pressure which is required to create the velocity of 
flow. That is, the pressure or head required to accelerate 
the air from a state of rest to the final velocity attained. 

The static head or pressure (S. P.), also termed the 
frictional or resistance pressure or maintained resistance, 
is that pressure required to overcome the resistance of- 
ferred to the flow. This, in reality, is the pressure tending 
to expand the pipe as would be measured by the ordinary 
pressure gauge. 

The dynamic head or pressure (D. P.), also termed 
the total or impact pressure, is the sum of pressures re- 
quired to overcome the resistance to flow and create the 
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velocity of discharge of the air through the duct. 

In generating and transmitting electricity we deal 
with voltage, or pressure, amperes, rate of flow, and 
watts, the measure of power. Static pressure (S. P.) is 
the force corresponding to voltage in electric circuits. 
Velocity pressure (V. P.) corresponds to the amperes. 
Total pressure (T. P.) corresponds to watts in the total 
measure of power, being the product of the volts and 
amperes. 

Friction in pipes or air circuits has a similar effect 
on the factor of flow as does resistance in an electric 
circuit. While, theoretically, there might be a slight 
difference in the laws governing air and electricity, it 
is sufficiently correct, for point of illustration. In other 
words, a pipe of large cross section will permit a greater 
flow of air than in one of correspondingly smaller sec- 
tion, with the same forces present, the same as a large 
cross section conductor will permit a greater flow of elec- 
tricity than one of smaller section, with the same factors 
considered. 

MecuanicaL Movement Or Air 

Air compressors cause air to move by pushing a piston 
directly against the air in a cylinder, statically. Propel- 
ler type ventilating fans and certain types of blowers 
cause air to move by impacting the air dynamically. 

The blades or spokes of a propeller fan wheel are 
set at an angle, have an area in contact with a cylinder 
of air, and move in a manner to thrust the air forward, 
causing it to continuously flow in a definite direction. 
The propeller fan, for most part, creates a velocity flow 
of air with comparatively small static pressure being 
built up. Some static pressure is present due to the iner- 
tia of the air in motion when once caused to attain a 
velocity flow and maintain the flow. 

Motor propeller fans should be used wherever air is 
to be moved, either free delivery or against a low resist- 
ance. We should not recommend the use of propeller 
fans on duct systems where the resistance is more than 
14, in. water gauge static pressure. The following table 


shows the ratio between the delivery of free air marked. 


100% and that obtained at various resistances indicated 


by static pressures. (Measured by inches of water 
gauge). The ratio is given in percentage and as th 
static pressure increases the air delivery decreases and 
the power increases. 


AIR POWEL 


100% 
110% 
120% 
140% 

It is obvious that it would be better to use a blower 
when the resistance is greater than 14 in. If a propeller 
fan is operated against too great a resistance the motor 
will be overloaded and likely burn out. As the resistance 
increases either ahead or behind the propeller, the fore 
necessary to overcome the resistance or the power applied 
increases. 

In multi-vane or squirrel cage type of blowers, some 
times called a centrifugal type of fan, there are tw» 
forces present. 

First: The centrifugal force, due to the rotation of 
the air within the wheel. 

Second: The kinetic energy, due to the velocity of 
the air leaving the periphery of the fan wheel. 

The kinetic energy or velocity of the air as it leaves 
the periphery of the wheel must be largely converted into 
a potential energy in the form of static pressure, before 
being of service. This conversion from kinetic energy 
to static pressure is usually aecomplished in the expand- 
ing scroll formation of the fan housing and an additional 
conversion may be obtained by equipping the discharge 
of the blower with a diverging duct. 

When the flow of air through a fan wheel is partial], 
obstructed the centrifugal effect in the rotor produces 
a compression, corresponding to the centrifugal force 
which is known as static pressure. The static pressure 
is the potential energy developed by a fan and is the 
energy available for doing useful work in overcoming 
the frictional resistance of the system, as has been stated. 

Some might consider all of the foregoing as rather 
technical for electrical salesmen, but it is no more com- 
plicated than foot candles, lumens, angle of reflection, 
and a few other terms well (Turn to Page 70) 

















T LAST we have with us 

the jobber’s salesman trav- 
eling by airplane. This picture 
was taken just before Jay L. 
Fitch, branch manager at 
Mason City, Ia. for Julius 
Andrae & Sons Co. and Harry 
Bayly, general sales manager 
for the Interstate Power Co. 
of Dubuque, Ia., started on a 
trip over the Interstate Power 
Co’s. southern Minnesota ter- 
ritory. The Iowa roads were 
in their usual spring shape, so 
they rolled the old machine out 
and made the trip without 
worrying about mud. It was 
Mr. Bayly’s first trip in the 
air and he is now thinking of 
getting a plane to cover his 
territory. Fitch is shown at 
the right and Bayly at the 
left. 
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In Between 


Men Who Are Able to Produce the Superlative 
Without Effort Appear At Extremely Rare Intervals 


By DR. FRANK CRANE 


OHN McCORMACK recently objected to 
advertisements that billed him as “the 
greatest tenor in the world.” “I am not the 

oreatest tenor in the world,” he said. “I object 
to the title. There is no ‘greatest tenor’ today. 
The greatest tenor is dead and the next one has 
not arrived.” This is the state of the world 
most of the time. It is 
“in between.” One ex- 


before he got back, they were all burned up. 
The implied moral is that in a crisis the genius 
rather than the plodder is needed. 

There is no doubt that some men, by merely 
troubling themselves to be born, have accom- 
plished things others have labored for in vain. 
This unequal distribution of natural ability 
would cause the rest of 
us to despair were it 





ceptional man has gone 
and the new genius has 
not arrived. The big 
gaps “in between” are 
the places where ordi- 
nary men have a 
chance. 

One of Dunsany’s 
tales purports to tell 
the true story of the 
race between the hare 
and the tortoise. All 
the people laughed at 
the tortoise and all the 
people shouted to the 
hare:’ “Rest a while. 
You have the race 
cinched.” So the hare 
lay down and when he 
woke up he saw the 
tortoise near the end of 
the course. In a few 
minutes he covered the 
ground that had taken 
the turtle an hour to 
traverse, but he was too 





not for the fact that 
most of the time we are 
“in between” where 
hard work, determina- 
tion and will power 
play so large a part. 
Government is carried 
on most of the time by 
men who are not ex- 
ceptional. Arts are 
upheld in the main by 
those who labor and do 
their best but are not 
geniuses. Men who are 
able to produce the su- 
perlative without effort 
appear at extremely 
rare intervals. 

When the sun sets, 
the stars appear: and 
when genius dies, the 
worth of ordinary men 
who work their hardest 
is noted. Like the stars 
of varying magnitude, 
they shine during 








late. The tortoise won. 

The reason we have 
not heard this version before, says Dunsany, is 
that soon afterwards a great forest fire broke 
out and all the animals met to decide whom to 
send over the mountain for aid. They decided 
to send the tortoise as he had won the race. But 


periods “in between.” 
With genius, the sun 
shines briefly and gloriously at great intervals 
and the time of the stars is of long dura- 
tion. 


Copyright, 1928, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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MEN YOU SHOULD KNOW 


Joseph E. Sager 


T IS ELEVEN o'clock at night, early in December 
] of 1917. Ina bleak and dreary office at 16 Columbia 
St., Boston, such a one as might have been occupied 
by Scrooge in Dickens’ famous Christmas Carol, sat a 
tired young man of about 27. All day he had been spar- 
ring with bankers trying to cajole them into loaning him 
enough money to make one last attempt to put the dying 
business of James W. Poole 


President 
Sager Electrical Supply Co. 


self in the evening so his men can have their checks on 
time. 

Time means nothing to Sager. Though he doesn’t work 
15 or 16 hours a day any more he is always on the job. 
a bundle of nervous energy here, there and everywhere 
at apparently the same time. He has no private office 
and no desk. “Too nervous,” he says, but his desire to 
keep an “eagle” eye on every 
phase and department of the 





Inc., back on its feet. 

He had succeeded, for the 
bank had loaned him several 
thousand dollars though it had 
been done only after a lot of 
fancy pleading on the part of 
this embryo executive. Now, 
however, as he was closing up 
he was wondering how he was 
going to make $32.00 a week, 
furnish a Merry Christmas for 
a wife and two babies and buy 
a home which, also, had been 
acquired with a down payment 
of $300.00 of borrowed money. 
He had been on the job since 
six o'clock that morning and it 
was becoming difficult to re- 
main awake let alone think at 
all. 

Ten years have gone by and 
it is now December of 1927. 
The scene changes to a beauti- 
ful suburban residence in Ded- 
ham, Mass. A big black Lin- 
coln limousine stands at the 
curb in front of the house when 
suddenly the door opens and 


goes at it with 





Impulse Plus 


OE SAGER is a man of im- 
pulse, but not the kind that 
acts upon impulse after impulse 
and fails to light anywhere. He 
gets a sudden and uncontrollable 
urge to do something and he 


pears to some like haste. 
back of each move, is a very 
definite and extensive amount of 
planning and clear thinking. Al- 
though he owns a large and 
prosperous business, and is “on 
the job” in every sense he has 
no private office and no desk in 
the whole institution. A bundle 
of nervous energy, he is here 
and there and everywhere ap- 
parently at the same time. 


business is more likely to be 
the real reason. 

He is the most ubiquitous 
person we have ever met. Our 
interview with Joseph Sager 
might have been like one with 
Lindbergh we were so contin- 
ually on the hop. In spite of 
the fact that he has made 
money and lots of it, success 
has, in no way, changed “Joe” 
Sager as he is still known 
throughout New England. Be- 
ing without an office our inter- 
view started out in the ware- 
house with a carton of waffle 
irons as a chair and a crate of 
toasters for a writing desk. 
From there on it was catch- 
as-catch-can all over the place. 
including the handsomely ap- 
pointed display room on 
Franklin Street, half a block 
away. 

Born of Swedish parents in 
Roxbury, Mass., on December 
30, 1888, Joseph E. Sager is a 


speed that ap- 
But 








out dashes this young executive 

of a paragraph ago. He is 

Joseph E. Sager, president and sole owner of the Sager 
Electrical Supply Co., 201 Congress St., Boston, Mass., 
formerly the down-at-the-heels James W. Poole Co. 

Sager’s office is no longer the dismal hole-in-the-wall 
at 16 Columbia St. Time has moved rapidly on and 
Sager with it. The main office and warehouse of the 
company bearing his name is a four story building at 
201 Congress St., and there are seven branch offices and 
warehouses located at advantageous points throughout 
New England. 

It is Saturday and although the last day of the month 
and New Years Eve, we find Sager hard at work with 
pencil and paper figuring—not how he’s going to keep 
this business alive—but the monthly and yearly bonuses 
his branch and department managers have earned. It 
has always been his policy to pay the monthly commis- 
sions over salaries on the first day of the month and as 
he is the only one in the company who knows how the 
amount of the commissions is computed, he does it him- 


decided success financially in 
the electrical supply jobbing 
business at just 89 years of age, all of which proves, he 
says, that a Swede can make money. When 14 years of 
age, Sager left school to make his way in the world with 
but a grammar school education behind him. 

His first job was errand boy for the Electric Gas 
Lighting Co., manufacturers of electric gas lighting sup- 
plies, now the Sampson Electric Co. From here he went 
to Edwin C. Lewis, Inc., where he spent about three 
years doing general clerical work. From Edwin C. Lewis 
he went to James W. Poole, Inc., which connection was 
the beginning of his success and the third and last job 
he has ever held. Though the Sager Electrical Supply 
Co. is but 10 years old, its parent, James W. Poole, Inc., 
was founded in 1887 as a small manufacturer of speak- 
ing tubes. . 

Early seeing the boundless possibilities in the electrical 
field, Mr. Poole began to add electrical items. In 1909, 
Mr. Sager came with the company as a salesman cover- 


ing all of New England. In 1912 (Turn to Page 100) 
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Joseph E. Sager 


President, Sager Electrical Supply Co., Boston, Mass. 





18 TH E JOBBER’SMAJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Scientists have developed a device which is ex- 
pected to be a boon to doctors over the world. It 
is a magnetic pencil so small and compact that a 
physician can carry it in his instrument case, for 
removing iron or steel particles imbedded in the skin 
or flesh. The device was perfected by Dr. R. C. 
Hartsough, of the Chicago Western Electric physical 
laboratory, by using cobalt steel in pro- 
ducing a magnet two and one-half times 
as powerful as one of tungsten steel and 
yet no bigger than an ordinary lead 
pencil. Dr. R. M. Kelly, of the Haw- 
thorne Works Hospital staff, showing 
how the magic pencil can be used to ex- 
tract metallic slivers from the hand. 

Elizabeth Louise Alexander is the pa- 
tient.— Underwood. 


Prof. John T, Norton is shown placing a photographic 
plate in position to photograph by X-ray through an 
aluminum crank case casting to find if there is a de- 
fect. It is a recent discovery and it is expected that 
all fly wheels, turbines, carwheels, shafting and other 
pieces of dangerous machinery will be X-rayed for 
defects. ‘This will lessen the chance of an accident. 
Professor Norton, of the Massachusetts Institute of 
‘Technology, is seen working on his recent discovery.- 
Keystone. 


The new Post Office tube railway of 
London is now open, over an area of six 
and one-half miles from Whitechapel to 
Paddington. Parcels and mail bags are 
loaded on the cars at the G. P. O. at 
Mount Pleasant and are conveyed through 
the tubes in small driverless cars at a 
speed of 35 miles an hour. The cars 
carry a daily load of 23,000 bags.—Her- 





Professor Arthur C. Hardy (left) and Frederick W 
Cunningham (right) of the Massachusetts Institute of 
Technology, who developed the new colorimeter, which 
measures color accurately, and cannot be color-blind as 
the human eye can. Prof. Hardy is shown reading the 
color record of an apple (at right, by the motor), The 
lamp (center) gives an illumination 50 times more intense 

than full sunlight. On both sides of the 
lamp are water filters, which prevent the 
intense light from burning the sample 
under test. To the left of the lamp is a 
block of magnesium carbonate, the whit- 
est substance known, used as a basis for 
color comparison.—Underwood. 
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The Light That Saves 
Your Eyes From Strain 


Clear white light—without 
glare—without shadow—this 
Let Jerry is true “Eye Comfort” lighting! 


Help You! - aS : ; 
oie ti Indirect lighting is the ideal illum- 


our chiefen- ination for offices, schools, banks, 
gineer, is 

ec ciaee es Oe ony other place where close 
help you put eye work is necessary. 

that lighting 


job across. The light is evenly distributed over 
Write te him 


personally! the entire room by a powerful 
X-RAY reflector that entirely con- 
ceals the brilliant light source. 


Sell Eye Comfort Luminaires! 


The No. 4801 is Our Engineering Service will help you. 


boxed as shown and 
ready for shipment. CURTIS LIGHTING, Inc. 
1119 West Jackson Boulevard 
; CHICAGO 


31 West Forty-Sixth Street 
New York 
3113 West Sixth Street 
Los Angeles 


Finish 
Wasunet 
Above is the famous No. 4801 unit that is so 
popular for office and school use. This fixture 
uses either a 500-watt or 200-watt Mazda lamp. 
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Scientifically 
Designed [rea 





svete vera va vacanatgiat 





PEIRCE -. 
190 Wireholde 


The Peirce “190” Wireholder, one of the most popular wireholders in use 
today, has been designed on scientific principles, namely, metal in tension 
and porcelain in compression, each developing its greatest strength. It is 
equipped with a No. 1602 Insulator which is secured to the bracket by a com- 
plete band of metal. 

A brass cotter pin interlocks the Insulator with the metal band. This 
feature eliminates the falling wire hazard should the Insulator become broken. 

An advantage of this Wireholder over other types of brackets is that it is 
not affected by temperature changes, or by the difference in the co-efficient of 
expansion of its various parts. 

Safe for 1500 pounds dead load strain. 

Convince yourself of the merits of this type of house bracket. Write 
us for a sample of the Peirce “190.” 


There is a big demand for “190” Wireholders—Are you getting your 
share of the business? 


Easy 


to install 


a few 
turns 


Tighten 
~ with 
screw-driver 


ul | 
] Tie in 


Lneé 


Through 
Jobbers 


Hubbard and COMPANY 





PITTSBURGH ” OAKLAND, CAL. CHICAGO 
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TRICO 
RENEWABLE 
FUSES 


, wr " an of a. ode, 3°" of “CLEAR-TOP” 
“KANTARK” van Fares JOU sat god® “edMarior og, Ue gat?” PLUG FUSES 


NON.- 
RENEWABLE 
FUSES 


A Jobber stays year on 
year when PROFITS — 
SERVICE—TURNOVER are 

satisfactory. 
Baitinger is one of TRICO’S JOBBER MAIN- 
STAYS. And if facts are symbols of satisfaction, this 

letter hammers facts with every sentence. 

Any Jobber, or Jobber Salesman, desiring further information, or samples 


of TRICO products, Write us TODAY! 
TRICO FUSE MFG. CO. ---- Milwaukee, Wis. 





BETTER QUALITY -— MORE SALES — SATISFACTORY PROFIT 
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A Standard 
Fireless Cooker 
Model 


Electric ranges with built-in fireless cooker 
are exclusive with Standard. The cooker 
is a wonderful selling feature, affording un- 
usual efficiency of operation. The Standard 
catalogue fully describes this model (No. 
555), as well as other fireless cooker styles, 
campaign ranges, shelf and wall-type ranges, 
heavy-duty ranges, hot-plates, urns, heaters, 
etc. Write for a copy—it is full of inter- 
esting and useful information for any job- 
ber’s salesman. 


STANDARD 


in 
w 


The name “Standard” bespeaks the quality of 
the merchandise that Standard produces. 7 It 
gives you, as a jobber’s salesman, the assurance 
that you can sell Standard electric cooking de- 
vices with confidence, for “Standard quality is 
never questioned.” Standards are made by the 
oldest exclusive manufacturers of electric ranges. 


w 


Name and in Quality 


w® 


Every Standard is definitely designed for a par- 
ticular purpose—and the entire line covers every 
cooking requirement. Here is a real line to 
work with, in a fast-growing field—and a real 
policy of cooperation to support your best sell- 
ing efforts. Let us tell you all about it. Your 
request will bring interesting information. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


Standarw 


ELECTRIC RANGES 


“Standard quality is never questioned” 
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Prof. William M. Marston, of the Department of Psychology of 
Columbia University, is making a series of experiments with the hope 
of ascertaining whether blondes or brunettes show greater emotional 
responsiveness. He attaches to each of his subjects a sphygmo- 
nometer, which registers systolic blood pressure and its corresponding 
nervous reaction, and a pneumograph, which records frequency and 
volume of respiration. Then he has her look at several hundred feet 
of screen love scenes depicted by Greta Garbo and John Gilbert, 
clipped from various films. The reactions tell the story. 

In the bottom picture Professor Marston is shown with Rose Galla- 
gher, a blonde actress, and Patsy O’Day, also an actress and bru- 
nette; the two young women are undergoing the sphygmonometer 
and pneumograph tests.—Underwood. 

Below, he has invaded the Embassy Theatre with instruments and 
assistants to test the delicate question of whether blondes or bru- 
nettes get the biggest thrill out of amorous situations. Beryl Halley 
is the blond and Peggy Udell the brunette. The brunette turned 
out to be higher keyed.—Keystone. 


\ © 


The Kohler Mfg. Co. has built a special model 
equipped with mirror and two glass plates to show just 
how jets of water thoroughly wash dishes in an electric 
dish washing sink. 
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The shade of the late Dr. Graham Bell would have 
been delighted if it could have heard the feeble 
sound produced by a model of the original Bell in- 
strument roared forth a thousand times magnified 
from the latest power amplifier developed by the 
Bell Laboratories. Sergius P. Grace who conducted 
the demonstration is shown with the instruments.- 
Underwood. 








A revolving beacon of 480,000,000 candle power, which will 
be placed in service nightly hereafter as a guide to air mail 
and private airplanes, has been put into operation atop the 
Hotel St. George, Brooklyn, N. Y. The light, built by the 
Sperry Co., of Brooklyn, is the most powerful ever operated 
outside of the government service. It throws a beam which 
may be seen 50 miles away under the best atmospheric con- 
ditions, and even in the New York atmosphere can pick out 
a cloud five miles in the air.—Herbert. 


Edmund Meisel, well known composer, with the 
new electrical orchestra machine which he has in- 
vented. With the turn of a hand, he produces 
the entire musical volume of an orchestra for 
the stage or as accompaniment for films.—Un- 
derwood. 


Romance of 
Industry — 
Night view of 
the Central 
Illinois Light 
Co. plant near 
Peoria. — 
Underwood. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES*# 





MARKET 
Feb. 15 to 


COMMODITY 


Mar. 15 





PRICES 
General 
Trend 





MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 
Trend 


MARKET 
Feb. 15 to 


PRICES 
General 


Mar. 15 Trend 




















Transformers, insulators, distribution equip- 











Motors and control apparatus 





Safety switches 





Wiring devices 





Conduit and fittings 


























Commercial lighting units 








Residential lighting units 


























Flashlights and batteries 





Telephone equipment 
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Storage batteries 
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ALL 22 LINES COMBINED 


CENTRAL STATES 





WESTERN STATES 





| Fair 


| Poor 


Good | Fair | Poor 


Good | Fair | Poor 





Feb. 15—Mar. 15, 1928 18% | 





| 
52% | 30% 


| 
29% 


| 
17% | 55% | 28% 





| 
} 


Jan. 15-—Feb. 15, 1928 28% | 





15% | 


27% 


22% | 49% | 
| 


22% | 50% | 28% 


34% | 45% | 21% 





| 


'eb. 15—Mar. 15, 1927 20% | 


| 
51% | 


| | 





28% 


20% | 48% | 32% 





| 
20% | 48% | 32% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
'Vestern States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


/klahoma and Texas; Central States all between. 
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Editorial 





On Confidence 


HERE is no trait so necessary in the 

make-up of a man as confidence. To 

satisfy yourself that this is true, review 
in your mind the prominent men about 
whom you read, the successful men whom 
you know—they all have it. 

In no kind of business life is it, however, 
so important as in the make-up of a salesman. 
Here it is of paramount value. The success 
ful salesman not only believes in himself but 
also in his ability to secure business. There 
is no room for self-depreciation, no space for 
the inferiority complex. He believes himself 
to be every inch a man and shows in his at- 
titude towards his customers and his pros 
pects that he is present because of a service 
he has to render and present, more partic- 
ularly, simply because he has a right to be 
there. 

Behind this confidence there is, first of all, 
a knowledge of the industry in which he is 
engaged, a bird’s-eye viewpoint on its prob- 
lems, a microscopic viewpoint on the solu- 
tions to these problems. He knows his busi- 
ness as he knows his products, for without 
that knowledge, his confidence merely be- 
comes so much bluster. 

The good salesman is instilled with the 
confidence that he has a good proposition 
offered by a good house. The favorable 
words he has to say about his company are 
in themselves convincing arguments in favor 
of both. 

His manner is such as to make it perfectly 
obvious to his prospect that a need exists 
for the product he is selling—he would not 
be handling it if such were not the case. 

With that kind of manner it is only a step 
to making his customer sense the value in 
what he has to offer—not only in a positive 
fashion but in a negative as well—in the 
fact that he is led to believe a mistake would 
be made in “turning down” the offer made. 

He demonstrates so well the goods he 
has to sell that he secures the full confidence 
of his customer. He is ever on the alert to 
establish a man-tomanrrelationship which 
always results in that frank conversation so 
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necessary in sound, productive salesmanship. 
His confidence leads him to know when 
the sale is made—he advises how to buy the 
goods to the best advantage, and closes by 
asking for the order as though it were ex- 
pected in that confident manner which in- 
dicates it is a foregone conclusion. 
Confidence is the greatest asset you can 
acquire. If you do not have it either get it 
or—well there is no “or’—just get it! 
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What's In 
A Name 


EFERENCE to dictionaries, encyclo- 
R pedias and reference works provides 
us with several definitions of the 
term “jobber.” Variously, he is one who 
“does anything by the job or does small 
jobs”; “buys goods in bulk from the pro- 
ducer and sells them to retail dealers or con- 
sumers—a small trader or salesman—a 
middleman”; “one who turns public work 
to his own or his own friends’ advantage, 
hence one who performs low or dirty work 
in office or politics,” and so on. 

Compare these definitions with the fol: 
lowing definition of a wholesaler—“One 
who sells by wholesale—a wholesale mer 
chant.” 

Members of the wholesale branch of the 
electrical industry have always borne the 
name of jobber, although none have ever been 
heard to voice any liking for it and quite a 
few have expressed a dislike for the term. 
Therefore the Electrical Supply Jobbers As 
sociation, through its executive secretary, 
E. Donald Tolles, is going to find out 
whether this name is agreeable to its mem- 
bership. A card has been sent to all members 
asking for their opinions on the subject 
and to ascertain if they think that it is now 
time to shake off this name, as has been done 
in other industries, and adopt one that 
creates a better impression in the minds of 
public and trade. 

Since a change in name for the members 
of the industry, if generally accepted, would 
naturally lead to a change in the name of the 
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national organization, the results of this 
postal card vote will be awaited with great 
interest and will no doubt lead to considera- 
tion at the June meeting of the advisability 
of changing the name of the association to 
the National Electrical Wholesale Associa- 


tion. 


Jobbers Sales 
In 1927 


BOUT the middle of March a report 

blank was sent from this office to all 

electrical jobbers wherein they were 
to enter their 1927 sales in 40 key products. 
They were also requested to enter their total 
1927 sales in all lines. 

It is hoped that every jobber will consider 
it a duty to his industry to fill in this report 
and return it to us at the earliest date pos 
sible. 

This is the sixth year that THe Josser’s 
SALESMAN has carried on this important 
work, each succeeding year with greater co 
operation on the part of the jobbers and con- 
sequently a greater degree of accuracy in 
the final results obtained. 

No one else in this industry attempts to 
collect this information for the industry as 
a whole. Therefore the annual statistics 
compiled by this magazine as to the amount 
of business done by electrical jobbers are 
extremely valuable. 

Many of you who read this may remember 
that the report blank referred to is still on 
the desk not filled in. Now is the time to 
get it out and do the best job you can in 
filling it in. Please bear in mind that if your 
records are not so kept that you can fill in 
sales figures for every one of the 40 prod- 
ucts, fill in as many as you can. And above 
all, do not overlook the line where “total 
sales of all products” is to be set down. No 
matter what his method of record keeping 
may be, every jobber must know what his 
total sales for 1927 were. 

Please co-operate in this matter to the 
best of your ability. 
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A Stitch 
In Time 
OT LONG ago a radio owner went 


into a hardware store and bought a 

package of solder to fix his set. Al 
though the literature in the package specifi- 
cally warned the purchaser not to use it on 
a radio, the dealer insisted that it was all 
right for the purpose. So the man took a 
chance. However, the solder contained an 
acid flux, and the acid got into his trans- 
formers and did damage in that way and 
others to the tune of fifty dollars. When 
the damage was done the purchaser went 
back to the dealer and complained, but the 
dealer still protested that the solder was all 
right for radio and that the warning was all 
bunk; that too when he carried a real radio 
solder put out by this same manufacturer 
which would have done the work without 
damaging the set. 

It is painfully evident from the above in- 
stance and hundreds of others that come up 
every day that the average dealer is sorely 
in need of education. The manufacturers 
of electrical products realize this but, when 
a dealer will not read their printed messages, 
it is next to impossible for them to prevent 
“bone-head” stuff such as the case just cited. 

It seems, then, that the jobber’s salesman, 
who is the only man in a position to reach 
the dealer and give him personal instruc 
tions, is under heavy responsibility. Not only 
must he sell, but he must teach and teach and 
then teach some more. It is in the constant 
education of the dealer that the jobber’s 
salesman will find the greatest opportunity 
for constructive work. To the degree that 
he becomes a walking encyclopedia of prac- 
tical knowledge concerning electrical devices 
and products, with insistent warning here 
and suggestion there among his dealer fol 
lowing, in that same degree he becomes a 
successful jobber salesman. As a stitch in 
time saves nine, so will careful personal train- 
ing of the dealer save much grief. 
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Progress of the Slogan 
Campaign 


“Sold Through Jobbers” is Taking Hold of the 
Industry, Concrete Evidence Shown in the 
Advertisements and Literature Now Coming Out 


No jobber should remain indifferent to the publicity 
that his industry is now beginning to obtain through the 
use of the slogan—‘“Sold Through Jobbers.” This move- 
ment was really started with the February issue of Tue 
Jopper’s SALESMAN, just two months before the appear- 
ance of this issue. Yet, in dozens of cases, actual print- 
ing of the slogan has been started. This is only a small 
beginning for it takes time for anything of this sort to 
get under way. 

Trade paper advertisements naturally came in first, 
for in weekly or monthly publications it is easy for the 
manufacturer to start the work almost at once. The cat- 
alogs, booklets and circulars are naturally slower, because 
the manufacturers get these out at less frequent intervals. 
In such cases the use of the slogan must wait until the 
next printing of such literature. But even these 
are beginning to come from the presses and a 
great many more are promised within the next 
few weeks or months. 

But the way the program is beginning to work 
out is illustrated by the reproduction on this 
page of signature lines from a few of the trade 
paper advertisements and circulars that have 
You will be interested in 

There are 20 odd repro- 





thus far appeared. 
this tangible evidence. 
duced. 


Taking a very conservative average circulation 


This is Some of the Con- 
crete Evidence that the ‘Sold 
Through Jobbers’’ Campaign 
is Taking Hold. The Few 
Printings of the Slogan Shown 
Here Represent Several Hun- 
dred Thousand Impressions. 


of 10,000 for trade papers and 20,000 for catalogs ai 
circulars, and bearing in mind that an advertiser frequeni- 
ly places the same advertisement in half a dozen publi 
cations, the little group of reproductions shown repre 
sents at least 500,000 impressions that were struck off in 
March and circulated into all parts of the country among 
your dealer, industrial, and central station customers and 
prospects. By a few months from now it would be im- 


possible to reproduce, as we have done here, the samples 
from the more than 140 manufacturers now co-operating. 
if we were to use several pages of this magazine. 

The list of manufacturers which follows simply indi- 
cates those manufacturers who have to date expressed an 
intention to use the slogan frequently throughout this 
It in no wise is a complete list of 


year and thereafter. 
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Industrial Plants Need 


Fresh Air 
.-Sell Buffalo BREEZO! 


| every Industrial Plant there are one or 


two departments where ventilation is 

neglected. In these departments skilled 
employes are slowed up, labor turnover is 
high, and sometimes the quality of the prod- 
uct is impaired. In addition, the health of 
the employes is often affected. 


Here is a field which represents year- 
round prospects for “Buffalo Breezo” Fans. 
Point out to every industrial engineer in 
your territory the necessity for proper ven- 
tilation, and sell them “Buffalo Breezo” on 
the basis of low first cost, low operating cost, 


and long life. 


Get every contractor-dealer 


in your territory to work on “Sold Through Jobbers”’ 
this class of prospect. 


Point out to them that it Buffalo Forge Company 


means not only the profitable 


sale of a “Buffalo Breezo” Fan, 201 Mortimer St. Buffalo, N. Y. 
but also the profitable installa- 


tion job as well! 


BUFFALO BREEZO 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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manufacturers having a jobber policy. 
Neither does it in any sense represent 
a complete list of “fair” manufactur- 
ers, and it is not to be construed as 


inferring in any way that manufac- 
turers not appearing thereon are “un- 
fair” toward: jobbers. It is exactly 
what it purports to be—a list of man- 





ufacturers who are co-operating in 
the use of the slogan. This point 
dwelt upon at greater length on pag. 
10 of this issue. 


List of Manufacturers Co-operating in the Use 


of the Slogan, “Sold Through Jobbers” 


This List Is Not to Be Construed As Indicating ALL Manufacturers 
With a Jobber Policy or as a List of ALL Manufacturers “Fair” to 
Jobbers. It Only Shows Those Who to Date Have Pledged Them- 


ABolite Reflector Co., The, Cleveland, O. 
Adapti Co., The, Cleveland, O. 

Adler Mfg. Co., Louisville, Ky. 

A. G. Mfg. Co., Seattle, Wash. 
American Circular Loom Co., New York. 
American Flyer Mfg. Co., Chicago, Ill. 
Appleton Elec. Co., Chicago, Il. 
Appleton Rubber Co., Franklin, Mass. 
Armstrong Mfg. Co., Bridgeport, Conn. 
Arrow Elec. Co., The, Hartford, Conn. 
Audiola Radio Co., Chicago, IIL. 

Austin Co., The M. B., Chicago, Il. 
Birtman Electric Co., Chicago. 

Black & Decker Mfg. Co., Towson, Md. 
Bonnell Elec. Mfg. Co., New York, N. Y. 
Bremmer Tully Mfg. Co., Chicago, IIl. 
Bryant Elec. Co., The, Bridgeport, Conn. 
Buffalo Forge Co., Buffalo, N. Y. 
Central Flatiron Mfg. Co., Johnson City, 


Ae & 

Chase-Shawmut Co., The, Newburyport, 
Mass. 

Chicago-Jefferson Fuse & Elec. Co., Chi- 
cago, Ill. 


Chicago Solder Co., Chicago, IIL. 

Cleartone Radio Co., The, Cincinnati, O. 

Clements Mfg. Co., Chicago, Il. 

Cleveland Wrought Products Co., Cleve- 
land, O. 

Columbia Metal Hose Works, Long Is- 
land City, N. Y. 

Columbus Handle & Tool Corp., Colum- 
bus, Ind. 

Consolidated Lamp & Glass Co., Coraopo- 
lis, Pa. 

Consolidated Radio Corp., 
Mich. 

Couch Co., Inc., S. H., Norfolk Downs, 
Mass. 

Curtis Lighting, Inc., Chicago, Ill. 

Cutler-Hammer Mfg. Co., Milwaukee, Wis. 

Day-Fan Elec. Co., Dayton, O. 

Delta Elec. Co., Marion, Ind. 

Diehl Mfg. Co., Elizabethport, N. J. 

Dossert & Co., New York, N. Y. 

Eastern Tube & Tool Co., Inc., Brooklyn. 

Elkhart Rubber Works, Elkhart, Ind. 

Ericson Mfg. Co., The, Cleveland, O. 

Erie Malleable Iron Co., Erie, Pa. 

Excel Elec. Co., Muncie, Ind. 

Federal Radio Corp., Buffalo, N. Y. 

Federal Steel Products Co., Newark. 

Fralick & Co., S. R., Chicago, Ill. 

Frost, Herbert H., Elkhart, Ind. 

Fullman Mfg. Co., Latrobe, Pa. 

Garland Mfg. Co., Pittsburgh, Pa. 

General Appliance Corp., San Francis- 
co, Calif. 

Gillette-Vibber Co., 
Conn. { 

Gillinder Bros., Inc., Port Jervis, N. Y. 

Gleason-Tiebout Glass Co., Brooklyn. 


Ann Arbor, 


The, New London, 


selves to Use The Slogan. 


Gray & Danielson Mfg. Co., Remler Divi- 
sion, San Francisco, Calif. 

Guth Co., The Edwin F., St. Louis, Mo. 

Hamilton Beach Mfg. Co., Racine, Wis. 

Hankscraft Co., Madison, Wis. 

Haring Switch Plate Co., Philadelphia. 

Hart & Hegeman Mfg. Co., Hartford, 
Conn. 

Hatheway & Co., New York, N. Y. 

Hemingray Glass Co., Muncie, Ind. 

Holfast Rubber Co., The, Atlanta, Ga. 

Holyoke Co., Inc., The, New York, N. Y. 

Horton Mfg. Co., Ft. Wayne, Ind. 

Hubbard & Co., Pittsburgh, Pa. 

Hubbell, Inc., Harvey, Bridgeport, Conn. 

Hygrade Lamp Co., Salem, Mass. 

Ilg Elec. Ventilating Co., Chicago. 

Illinois Elec. Porcelain Co., Macomb, Il. 

Indiana Rubber & Insulated Wire Co., 
The, Jonesboro, Ind. 


Inland Glass Co., Chicago. 
International Resistance Co., Philadel- 
phia, Pa. 


Ivanhoe Division, Miller Co., Cleveland. 

ey oy Connector Co., Hackensack, 

Johnson Fan & Blower Co., Chicago, Ill. 

Kayline Co., The, Cleveland, O. 

Killark Elec. Mfg. Co., St. Louis, Mo. 

Kirkman Engineering Corp., New York. 

Klieg] Bros., New York, N. Y. 

Lenk Mfg. Co., The, Boston, Mass. 

Liberty Gauge & Instrument Co., The, 
Cleveland, O. 

Majestic Elec. Appliance Co., Philadel- 
phia, Pa. 

Master Elec. Co., The, Dayton, O. 

McGill Mfg. Co., Valparaiso, Ind. 

McKay Co., New York, N. Y. 

Metal Specialties Mfg. Co., Chicago. 

Metal Ware Corp., Chicago, Ill. 

Metropolitan Device Corp., Brooklyn. 

a Metal Products Co., Muncie, 
nd. 

Multi Electrical Mfg. Co., Chicago, Ill. 

Muter Co., Leslie F., Chicago, IIL. 

National Carbon Co., Inc., New York. 

— Metal Molding Co., Pittsburgh, 
a. 

Noma Elec. Corp., New York, N. Y. 

Palmer Elec. & Mfg. Co., The, Cambridge, 
Mass. 

Pass & Seymour, Inc., Syracuse, N. Y. 

Paulding, Inc., John I., New Bedford, 
Mass. 

Plainville Elec’l Products Co., The, Plain- 
ville, Conn. 

Plymouth Rubber Co., Inc., Canton, Mass. 

Porcelain Products, Inc., Findlay, O. 

Propp Co., The M., New York, N. Y. 

rT Ins. Wire Co., Providence, 


Quadrangle Mfg. Co., Chicago, Ill. 

Reflector & Illuminating Co., Chicago, 1/! 

Reiser, A. W., Toledo, O. 

Reliance Automatic Lighting Co., Racine. 
Wis. 

Reynolds Spring Co., Jackson, Mich. 

Richards & Co., George, Chicago, IIl. 

Roach Appleton Mfg. Co., Chicago. 

Rockford Metal Specialty Co., Rockford, 
Ill. 

Rodale Mfg. Co., New York, N. Y. 

Rollaway Motor Co., The, Toledo, O. 

Royal Elec. Co., Chelsea Sta., Boston. 
Mass. 

Rutenber Elec. Co., Marion, Ind. 

Sears, Henry D., Boston, Mass. 

Security Elec. Mfg. Co., Chicago, IIl. 

Sherman Mfg. Co., H. B., Battle Creek. 
Mich. 

Signal Elec. Mfg. Co., Menominee, Mich 

Signal Engineering & Mfg. Co. New 
York, N. Y. 

Stanley & Paterson, Inc., New York. 

Star Expansion Bolt Co., New York. 

Steel City Elec. Co., Pittsburgh, Pa. 

Steelduct Co., Youngstown, O. 

Sterling Mfg. Co., Cleveland. 

Sun-Ray Lighting Products, Inc, New 
York, N. Y. 

Superior Insulating Tape Co., St. Louis. 
Mo. ¢ 

Temple, Inc., Chicago, IIl. 

Timberlake & Sons, J. B., Jackson, Mich 

Toledo Pipe Threading Machine Co., The. 
Toledo, O. 

Tower Mfg. Corp., Boston, Mass. 

Triangle Conduit Co. Inc., Brooklyn. 
) ee 


Trumbull Elec. Mfg. Co., The, Plainville. 
Conn. 
Tubular Woven Fabric Co., Pawtucket. 


Tyrman Elec. Corp., Chicago, Ill. 

United Metal Box Co., Inc., Long Island 
City, N. Y. 

Universal Metal Box & Products Co., Inc. 
Newark, N. J. 

Utilo Mfg. Co., Inc., Lancaster, Pa. 

Valley Elec. Co., St. Louis, Mo. 

Waage Elec. Co., Chicago, Ill. 

Wahle Co., Albert, Brooklyn, N. Y. 

Wakefield Brass Co., The F. W., Vermil 
ion, O. 

Waters Genter Co., Minneapolis, Minn. 

Watlow Elec. Mfg. Co., St. Louis, Mo. 

Wheeler Reflector Co., Boston, Mass. 

Wirt Co., Germantown, Philadelphia, Pa 

Wood Elec. Co., Inc., C. D., New York. 
NN. Es 5 

Wrigley Co., The Thomas, Chicago, Ill. 

Yaxley Mfg. Co., Chicago, Ill 

Youngstown Sheet & Tube Co., Youngs 
town, O. 
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Urge Your Contractor Friends to 
Try KWIKON “No BOLT” Fixture Studs 


KWIKON ‘‘NO BOLT” fixture studs hold fixtures rigid and straight. 
They leave more wiring space in the box. Best of all they 
are installed six times faster than any other type of stud. 


Urge your contractor friends to try Kwikon “No Bolts” once and you will find you have 
made a steady customer for your house. Contractors will want to continue saving the 
time that just one test will show can be saved. Kwikon “No Bolt” fixture studs fasten 
easily and quickly into the outlet box. There are no small bolts to insert-—no small nuts 
to start—no bolts to drop. All that is necessary for installing is to insert the threaded stem 
through the center knockout, from the back of the box, as shown in the illustration. After 
the stud is inserted, one spin of the nut on the stud fastens the stud with possibly more 
rigidity than any other method. 

Tell your contractor friends to write us for a sample or better let us send samples at 
your request. 


S. R. FRALICK & COMPANY 


15 South Clinton Street , Chicago, Ill., U.S.A, 
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One sure way 


HE number of calls you can make is limited. But as to 
the size of orders—the way you make those calls counts 
—the sky is the limit.” 

And for writing bigger orders, the first essential is put 
ting most of your effort on those customers who can and 
will buy in profitable quantities. 

There are plenty of such prospects for Union Renewable 
Fuses and Gem Powerlet Malleable Conduit Fittings. 





















45,000 factories use electric motors totalling from 100 h.p. t 
Bb ep i aS per plant to several thousand h.p. Besides, there are thou 
Jaton Beside aeceaath alter sands of large hotels, office buildings, etc—all large buyers r 
inates little parts which may get lost and of fuses and conduit fittings. 
assures speedy renewals. , ‘ ; 
Because they are big users, these potential customers of 
? T 
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UNION Renewable ——— 


withstand more blowouts 












Unions are made in knife blade in perfect alignment—always. 
and ferrule types. Both types Knife blade type is scientif- 
are of simple design, permitting ically vented, by an exclusive 
speedy renewals—remarkably method, to release the pressure 
strong—to withstand repeated generated when the link blows. 
blowouts. Brassendsare secure’ Vents are in fibre shell—not in 
ly fastened to the fibre case, the end caps. Union casings 
and the renewable link is held withstand more blowouts. 
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Ito boost sales---- 


yours look first to quality, dependability, and long-run sav- a 
ings—the very reasons why they are easily interested in the ~ Wee i 
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Union-Gem Line. ] 
Union Renewable Fuses have the strength, the design ee 
essential for withstanding more blowouts. Thus they save  } tee, / 


the price of a new fuse more times. s— | 
Gem Malleable Powerlets are rust-proof, make screw type 
joints which are waterproof, thus assuring maximum elec- 
trical efhciency and long life. 
Prepare to boost sales this sure way by writing for com- 
plete literature for use in selling the big-user market. 


You need these three helps 


Catalog No. 32 gives complete information on Union 
Renewable Fuses, and Catalog No. P-32 on Gem 
Powerlets. The Fuse Selection Chart tells at a glance 
the exact fuse for protecting any piece of equipment. 

Write for these helps for yourself—see that each 
customer has them. 


<3? 


Chicago-Jefferson Fuse & Electric Co. 


Successors to 


CHICAGO FUSE MFG. CO. 


1519 West 15th Street 
CHICAGO, ILL. 


The UNION-GEM Line 


is sold through Jobbers 


GEM Powerlets 


outlast the building or machine 


Gem Powerlets are the original 
conduit fittings cast from malle- 
able iron. Heavily galvanized, 
they are rustproof. 

Cast in one piece Gem Power- 
lets have no seams, welds, or 
inserts and because of the 
toughness of malleable iron 
they won't crack. 


Hubs are threaded accurately, 
guaranteeing waterproof joints 
and elimination of high resist- 
ance points in the conduit run 
Powerlets are easily, quickly 
installed because they provide 
plenty of room for wiring, lie 
flat, and the assembling screws 
don’t drop out and get lost. 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘“‘What’s the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Excelsior Springs Meeting 

The regular spring meeting of the 
Missouri Valley Club will be held at 
Excelsior Springs, Mo., April 19 and 
20, at the Elms Hotel, as usual. 

The committee has arranged a pro- 
gram that will be both interesting and 
instructive. Information regarding 
the program will be furnished at a 
later date. 

Inasmuch as the busy season at the 
Hotel commences about the 15th of 
April, it is suggested that reservations 
be made early. The rates are as fol- 
lows: For two persons, $17.00, with 
lavatory and toilet. For two persons, 
$18.00, with bath. 

As usual, there will be a fine as- 
sortment of golf prizes for both job- 
bers and manufacturers. 

S. H. Simonsen of the Illinois Elec- 
tric Co., 312 West Madison St., Chi- 
cago, is chairman of the committee. 








With the resignation of Frank S. Hager- 
man as sales manager of the Electric Ap- 
pliance Co., Chicago, there was introduced 
a new method of handling sales. James 
A. Ehrhardt, shown on the left, has been 
appointed manager of electrical supply 
sales, while Walter L. Borroughs, on the 
right, is now manager of electrical special- 
ty sales. Both men are well qualified to 
fill their new positions. Mr. Ehrhardt has 
many years of jobbing experience, and was 
formerly city sales manager. Mr. Bur- 
roughs was formerly manager of the en- 
gineering sales department. 


Manhattan of Chicago Burns 

The warehouse and offices of the 
Manhattan Electrical Supply Co., 114 
S. Wells St., Chicago, were totally 
destroyed by fire on the evening of 
March 13. Smoke was discovered in 
the basement shortly after 5 P. M., 
and within a few minutes the entire 
building was in flames. How rapidly 
it spread is indicated by the fact that 
the men present at the time even lost 
their overcoats. 

One of the heroes of the fire was 
“Joe” Corrigan, a young office boy 
who got records into the safe and 
“grabbed” the outgoing mail as he 
fled. 

The loss on all stock was complete, 
but the company, through the fast 
work of A. J. McGivern, local mana- 
ger, was functioning the following 
day at 205 W. Monroe St. 

Permanent quarters have now been 
secured, the company being located at 
108-114 W. Illinois St., where a com- 
plete stock is on hand and every fa- 
cility available to give better service 


than ever before to the trade. 
* * * 


Rogers Makes Report 
to E. S. J. A. 

A survey of the jobbing industry 
was recently presented to the execu- 
tive committee of the Electrical Sup- 
ply Jobbers Association, by G. P. 
Rogers, in accordance with an ar- 
rangement made with him last No- 
vember. 

The chairman of the executive com- 
mittee voiced the expression of the 
committee in complimenting Mr. 
Rogers on his very comprehensive 
report. The committee also passed 
a vote of thanks in appreciation of 
Mr. Rogers’ work. 

The survey was discussed at length 
by the executive committee and has 
been referred to the chairman, execu- 
tive secretary and appropriate com- 
mittees of the Association for further 
detailed consideration and report. 


Mr. Rogers, having completed this 
survey as agreed, stated his full sery 
ices would not be available to th 
E. S. J. A. for some time to come 
as he had decided to continue his con 
nection with the Artistic Lighting 
Equipment Association, as its manag- 
ing director, and that he could not 
undertake to assume also the duties 
as managing director of the Electrical 
Supply Jobbers Association. The 
executive committee decided that 
prominent and active members of the 
association designated from time to 
time by the chairman, could carry out 
various proposed plans for the benefit 
of the Association and of the industry. 








A. S. Graham, general manager of thc 
Tri-State Elec. Co., has been elected presi 
dent of the Sioux Falls Rotary Club, also 
vice-president of the Sioux Falls, S. D.. 
Chamber of Commerce. Mr. Graham be 
fore entering the jobbing business was in 
the public utility field, having been man 
ager of the gas and electric plants at 
Hammond, Ind., and Sioux Falls, S. D 
In business, civic and social affairs, Allan 
Graham is one of the best known men 
in South Dakota, always ready and will 
ing to give his time and energy for the 
good of his own business as well as for 
the general good of Sioux Falls. 
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OLASTER EARS 


OPTIONAL 


on S60] TUMBLER 


For lack of these handy Plaster Ears you may 
have missed hearing some Switch-orders, because: 
Plaster Ears save the wireman’s time in fitting switches 

to the plaster level. 


They enable him to seat the switch firmly against the 
wall, even when switch box is askew. 


Plaster Ears save ‘‘building up’’ to the switch with 
washers, when the wall box is set too deep 


And the switch sets in perfect alignment with face of 
wall, so operating lever won't bind on the wall plate. 








In writing orders, specify Plaster Ears by adding the letter “G”’ 
after the switch Catalogue Number — thus: “Tumbler Switch 
8601-G.” The “‘ears’’ are optional but we think you'll hear 
more Switch-orders for having them. 


No. 860/ 
The Switch with the 
Balanced Movement 


SWITCHES and PLATES 


THE HART & HEGEMAN MFG. CoO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE!IB90 
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There is Always a Sale 


for Signals i 


When you stop to think of it, is there anything in your many forms of visual signaling and for relaying telephone call: 
looseleaf catalog for which there is so much of an oppor- Then look at the market: Shops, factories; schools, and 
tunity for sale as a high-grade electric signal? colleges; railroad systems for terminals, warehouses and 
Benjamin Industrial Howlers are unusually well suited for a bridges; municipalities for fire, police and traffic alarms 
wide range of installations. A sharp, clear, penetrating note, There is hardly a place you may stop where you will not 





something you can hear high above shop and traffic noises— __ find a number of applications, and they go right along with 
just the thing where buzzers, bells and gongs can not get your other catalog items. 
through. Don’t overlook industrial signals. We have a neat little book 


Adapted to code signaling and suitable for supplementing which explains their many uses. Send for it to-day. 
























































ENJAMIN oem 


247 W. 17th St. 
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for LightingSuccess, Say 


Benjamin 


Lighting success is built into Benjamin Pro- 
ductive Lighting Equipment. Each shape 


conforms to the most exacting 
requirement of the highest 
standard of illuminating engi- 
neering. In design and mate- 
rial every element is selected 
for the particular job the 
equipment is to do. 


Benjamin reflectors are coated 
inside and out with Crysteel 


porcelain enamel. The reflecting surface isa 
lustrous white, impervious to the action of 





heat and cold, easily cleaned and possessing 
an unusually high reflecting coefficient. 


Heavy X-type fittings give 
great rigidity and insure long 
life, free from maintenance 
costs. Socket and lamp are sup- 
ported directly by the fixture 
stem. The reflector is support- 
ed independently between 
separate flanges and washers. 





A cast brass to malleable gal- 


vanized iron connection eliminates rust and 
corrosion—the joints can not “freeze.” 





Pull-Chain Socket 


Where individual control 
of lamps is desired, this ex- 
clusively Benjaminstraight 
down inner pull socket is 
a splendid feature. The en- 
tire mechanism being in- 
side the reflector hood 
makes this pull-chain 
socket suitable for instal- 
lation in exposed locations. 














Shock-Absorbing Socket 


Wherever there is vibra- 
tion from machine oper- 
tions or traffic, the shock- 
absorbing socket adds 
greatly to the life of the 
lamp. Tests have shown a 
most remarkable increase 
in lamp life where the 
shock-absorbing socket has 
been substituted for the 
regular socket in such in- 


stallations. 


Self-Locking Socket 


To prevent theft or un- 
authorized removal of 
jf lamps. e socket locks 
automatically when the 
lamp is screwed in. The 
key, which is furnished 
only to authorized persons 
must be used to release the 
lamp. 
tae tee These exclusive Benjamin 
features will be furnished 
when specified at a slight 
increase in price. 





INSERT KEY HERE 
TO RELEASE LAMP 











For every lighting requirement 
there is some form of Benjamin 
Productive Lighting Equipment. 
It may be for installations in an 
ordinary factory location, where 
general illumination only is re- 
quired; it may be where overhead 
equipment makes lighting from the 


fg. Company 
448 Bryant St 





Send for our little 
book — “Points on 
Productive Light- 
ing for Industry.” 
Itwill heip yousell. 


BENJAM! 


side desirable. Or it may be where 
dust, dirt or moisture makes a dust 
and moisture proof equipment 
necessary, or where explosive mix- 
tures and gases indicate the instal- 
lation of gas and vapor proof fix- 
tures—for any and every kind of 
lighting, the line is complete. 
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Lake States of Indianapolis in 
New Building 


The Lake States G. E. Supply Co., 
Indianapolis, has moved from its old 
location to new quarters consisting of 
about 75,000 square feet of floor 
space for warehouse and office cover- 
ing six floors, the new address being 
from 328 to 390 W. Georgia St. 

This building was formerly occu- 
pied by the Holliday Iron & Steel 
Co. and it has been equipped and 
remodeled throughout. The company 
has installed the very latest ware- 
house service equipment such as a 
spiral chute connected with each floor 
and a house telephone system, two 
five-ton elevators with a large receiv- 
ing platform on a railroad siding and 
a private loading platform of consid- 
erable length and covered overhead 
and is using the new G. E. merchan- 
dising warehouse system, placing it in 
a position to improve its service at 
least 50 per cent to the customer with 
less operating cost to itself. Sepa- 
rate compartments in the warehouse 
for articles demanding specialization 
This building is 


have been installed. 





| Gee 
The Schimmel Banquet and Exhibit in Philadelphia 





a thoroughly fireproof building with 
an automatic sprinkler system. 

The office faces Georgia St. on the 
ground floor of the building giving 
ample daylight. The office equipment 
is entirely new consisting of all-steel 
furniture and files and the very latest 
bookkeeping and accounting machines 
available, using the Ediphone system 


throughout. 
” * * 


Schimmel Host to Three 
Hundred 


Persistent plugging, undivided at- 
tention to business with merchandise 
at a reasonable price—this was the 
formula recommended by Samuel 
Schimmel, president of the Schimmel 
Electric Supply Co., Philadelphia, 
one of the leading electrical and ra- 
dio distributors in the east, for driv- 
ing out the gloom and the depression 
which seem to have settled in certain 
industries in this country. These 
thoughts Mr. Schimmel presented at 
a dinner-meeting of the company ar- 
ranged at the Hotel Adelphia, Phila- 
delphia, Wednesday, March 21. 


Three hundred electrical and radio 


dealers from Eastern Pennsylvani.. 
Southern New Jersey and Delaware 
the territory covered by the Schimm:| 
Electric Supply Co.,—attended the 
dinner-meeting and pledged to acce! 
erate business by the method sugges: 
ed by Mr. Samuel Schimmel. 


The immediate purpose of the di: 
ner, and the exhibit preceding it i: 
the afternoon, was to introduce tl, 
“Conlon” washer and the “Ohio 
sweeper—two products handled }, 
the Schimmel company—to the active 
dealers in that section of the coun 
try. A similar dinner-meeting ar 
ranged in November by the compan, 
in the interest of the “Steinite” radio 
set proved so successful the company 
decided to repeat it. The “Steinite’ 
and the “Temple” products also canx 
in for their share of recognition. 

* * * 

Turee New men have been added 
to the city sales staff of the Illinois 
Electric Co., Chicago. They are 
W. J. McGaw, A. B. Barry, and Geo. 
B. Jackson. Mr. Barry was former 
ly with the Westinghouse Company. 
Mr. Jackson was formerly in the in 
side sales department. 
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~you can pass 
it on without 
passing up 
profits 








| pH pretty hard to sell your customers on the 
idea of more wiring devices unless you have 
the right line to back you up. 


PAULDING wiring devices have that quality 
and service that you can offer your customer as 
genuine value, and still allow you plenty of profit. 
Quick turnover, and rapid moving of your wiring No. 3600 
device stocks depend largely upon the line—and 
PAULDING is the line that has proved its pre- 


eminent position as a wiring device leader. 
No. 1444 


Get your customers to appreciate the con- 
venience of adequately wired homes—and give 


them the benefit of PAULDING economy and 
efficiency. 





JOHN I. PAULDING, Inc. 0 


NEW BEDFORD, MASS. 


SALES OFFICES 


New York Chicago Philadelphia Minneapolis @-o~o 
Seattle St. Louis Kansas City Cleveland 
Detroit Los Angeles Pittsburgh Boston 


Factory: Acushnet, Mass. 


No. 2770 
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EXTRA 





CLEMENTS: Jewel is a quality cleaner at a popular price. 
It is backed by a manufacturer with 18 years’ experience and 


by a two-year guarantee. 


DOWN to a price. 


It is built UP to a standard—not 


“Vacuum Cleaner wise” jobbers, dealers and consumers rec- 
ognize in the following specifications, FEATURES which are 
ordinarily found only in cleaners selling at upwards to 


$65.00! 


Full 4% H. P. air-cooled motor. 
Ample reserve power. Perfect 
Seal adjustment which accom- 
modates the nozzle to different 
thicknesses of rug naps, to bare 
floors, to linoleums. 

Full 14-inch aluminum nozzle 
with long points to get into 


corners and under low furniture: 


Detachable soft hair brush for 
picking up lint and ‘threads. 
Dark blue dust-proof bag with 
attractive yellow lettering. 
Guaranteed for two years. 
Tested and approved by Good 
Housekeeping, the Underwriters’ 
Laboratories and other famous 
institutes. 


CLEMENTS-Jewel is an electric cleaner which both 
you and your dealers can safely stand behind. It is 
backed by a strict jobber and dealer policy. 


A QUALITY 





CLEANER 


ATTACHMENTS 








ELELTRIL 
LLEANER 


HEAL 
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THE 


Pertect Seal 


DOUBLE ACTION 


FL@DR POLISHER 








Never before has a popular priced electric cleaner offered 
FREE—a Floor Polisher! This has always been sold at extra 
cost or reserved as the final sales argument for higher priced 
machines. 

The public is clamoring for a floor-polisher-equipped cleaner 
at a moderate price. Here is the first real opportunity ever 
offered you and your dealers to capitalize on this demand and 
to turn YOUR WAY the “lion’s share” of the profitable 
Spring Housecleaning cleaner business. 

Your dealers can sell this cleaner RIGHT FROM THEIR 
FLOORS— in volume! Be the first to offer it to them. We 
supply you with sales making literature, catalogue cuts and 
copy and your dealers with attractive advertising material 
which gets customers into their stores. 

There is a good profit for you and your dealers! Write tor 
further details about this remarkable offer! 


CLEMENTS MFG. CO. 


625 Fulton St. 
Chicago, Il. 





SY 
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Winners in Sales Contest 


During the month beginning with 
November 25 and ending with De- 
cember 25, The Amrad Corp., Med- 
ford Hillside, Mass., held a sales con- 
test for its distributors’ salesmen. 
There were three cash prizes: first 











W. J. Decker W. H. Barron 


prize, $300; second prize, $150; and 
third prize, $50. Prizes were awarded 
in accordance with the most new 
dealers sold in this period and each 
dealer was required to order a mini- 
mum of two Amrad console models or 
its equivalent in dollars and cents 
value of Amrad merchandise. 

Fifty-two Amrad distributors’ sales- 
men in all parts of the country took 
part and it was the good fortune of 
W. J. Decker, representing the Stand- 
ard Battery & Electric Co. of Water- 
loo, Ia., to win the first prize; W. H. 
Barron of R. M. Peffer, Harrisburg, 
Pa., won second prize, and J. J. Nor- 
ton of Young, Lorish & Richardson, 
Chicago, took third money. Mr. 
Decker signed up ten new dealers, 
Mr. Barron eight and Mr. Norton 
five. 


« * * 


Changes at Commercial, 
Detroit 


The Commercial Electric Supply 


Co., of Detroit, several 
changes made in the arrangement of 
its store which will tend to render 
better service to the customer and fa- 
and which also 
bringing about 
office man- 


announces 


cilitate shipments, 
add greatly 


inter-store and 


in 
smoother 
agement. 

The store proper has been changed, 
painted and otherwise rearranged so 
that space is provided for the recep- 
tion of customers. New shelves have 
been added, floors scraped and oiled 
and accommodations have been pro- 
vided for the comfort of customers 
who are waiting for orders to be filled. 

A service manager has been ap- 
pointed, H. O. Olsen, who will per- 


sonally supervise that requisite so 
necessary—service to the customer. 
His office is placed in the store where 
the trade can receive intelligent infor- 
mation and courteous treatment. 

A new switchboard has been 
stalled, providing additional trunk- 
lines. 

The radio sales department has 
merged its office with that of the 
general sales department and the 
auditing and accounting offices have 
been transferred to the building for- 
merly occupied by the radio depart- 
ment. 

Private offices have been provided 
for W. J. Jockers, vice-president and 
manager; C. G. Parmalee, 
general sales manager, and S. H. 
Woleben, general purchasing agent. 

The sales of all departments—ra- 
fixture, and carry, and 
general merchandise—will henceforth 
be placed under the supervision of 
C. G. Parmalee, general sales man- 
ager. The purchasing for all of the 
above will be taken care of by Stanley 
H. Woleben, general purchasing 
agent. 

Additional arrangements will be 
provided in the near future under the 
direction of Mr. Jockers, who plans 


in- 


general 


dio, cash 




















The fellow pictured here is Nicholas 
M. Brazy, sales manager of the People’s 
Electrical Supply Co., 36 W. Lake St., 
Chicago. This picture was taken last 
summer so don’t wonder about the straw 
lid. 





R. W. Van Valkenburgh, southwest 
district manager of Graybar at Dallas 
and J. E. Lowrey, sales manager at San 
Antonio, visiting the largest pine pok 
treating plant in the world, at Texarkana 





to make such changes as will benefit 
the service to the trade in general. 
These will be announced later. 


J. L. Faircloth of Westinghous: 
Electric & Mfg. Co., will work close], 
with the commercial salesmen on 
motors, power apparatus, ete. Ed 
Huercamp of the same company will 
devote part time to the selling of 
Westinghouse interior lighting mer- 
chandise, with lighting 
salesmen. 


commercial 
* * * 


Personnel of Commercial, 
Detroit 


The new line-up of the Commer- 
cial Electric Supply Co. of Detroit 
is as follows: F. W. Woolrich, presi- 
dent; W. K. Jockers, vice-president 
and general manager; Clarence Par- 
malee, general sales manager; S. H. 
Wolebin, general purchasing agent; 
W. F. Tschaeche, manager radio de- 
partment; O. D. Lane, manager fix- 
ture department; H. Olsen, service 


manager. 
* & # 


Mid-West Opens Branch 
The Mid-West General Elec. Sup- 
ply Co., Kansas City, Mo., has open- 
ed a branch at 922 Pennsylvania St., 
Joplin, Mo., with Robt. H. MacCoy, 
its former southeastern Kansas sales- 
man, as branch manager. 
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DURAWIRE 
Rubber-Covered Wire 
and Flexible Cords 





The Safe Armored Cable 
and Flexible 
Steel Conduit 





Mr. Jobber’s Salesman :—We’re putting over the idea of better wir- 


The heavy-duty ing materials to your trade. This means better business for you. 
Portable Cord 











DURADUCT 


7g DURABI LT. 





rr) 


The Non-Metallic 


7X0) 0) OL ON 


TUBULARM VWOVEN FABRIC COMPANY: PAVY TUCKE Tsit=i: 
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ive News | 
bout Live Ones _| 





D. S. Berent and L. C. Sarles are 
two new salesmen with The Belmont 
Corp., Minneapolis. Mr. Sarles was 
formerly with the Northland Elec. 
Supply Co., of the same city. 

Tue Mipway Exec. Supprty Co., 
New York, has two new men on its 
sales force, Fred Martens and Chas. 
Schreiber. 

Won. for 37 
associated with the Post-Glover Elec. 
Co., and the Lake States Gen’'l Elec. 
Supply Co., has been employed as 
store salesman by the F. D. 
rence Elec. Co., Cincinnati, O. 


ScHLEWINSKY, years 


Law- 


W. J. Perrine, who was with the 
Commercial Elec. Co., Bt: 
Louis, for the past 15 years, is now 
traveling southern Indiana and south- 
ern Illinois for the Varney Elec’ Sup- 
ply Co., Evansville, Ind. 


Supply 


J. J. Garrney has been transfer- 
red from the Albany branch of the 
Graybar Elec. Co., where he was ser- 
vice supervisor, to the Buffalo house, 
working in the capacity of city sales- 
man. 

GLENN Key, formerly counter sales- 
man, has been promoted to the city 
sales force of the Central States Elec. 
Co., Kansas City, Mo. 


THE GraHAM-REYNOLDs E ec. Co., 
Los Angeles, has employed Walter 
A. Munday as manager of its lamp 
department. 


I. W. Bearpsiey has taken a po- 
sition as Westinghouse specialist with 
the Wetmore-Savage Elec. Supply 


Co., Springfield, Mass. 

WeinzperG & Co., Chicago, recent- 
ly employed Ray Schaeffer as receiv- 
ing clerk and Roy Martin as _ ship- 
ping clerk. 

Warton Kirk is a new member 
of the William Davis Hawk organi- 
zation, Kingston, N. Y. He is work- 
ing in the warehouse department. 


Tue Syracuse Suppiy Co., Syra- 
cuse, N. Y., has placed H. A. Mc- 
Donough as desk salesman and price 


clerk. 


E. H. Given is now covering the 
Maine territory for the Graybar Elec. 
Co., Boston. Mr. Given’s old terri- 
tory has been turned over to L. S. 
Knowles, formerly buyer. 

L. H. Cuurcuixty has been added 
to the selling force of the Sutton 
Elec. Supply Co., Wichita, Kans. He 
is traveling northern Oklahoma and 
southern Kansas. 


Tue Tipewater Exec. Co., New 
York announces the acquisition of 
J. Wilbur Moore, formerly of the 
National Lamps Works, as a sales- 
man. 


TuHereE Are four new men behind 
the counter of The Chas. B. Scott 
Co., Scranton, Pa.—Milton M. Ev- 
ans, J. O. Albeck, L. F. Partridge, 
and W. M. Sechler. 


THe Joun E. Graysiut Co., York, 


Pa., reports the return of four of it, 
men: Joseph Cool, stock clerk, ha, 
settled down to work after his hon 
eymoon; Thos. Donohoe, radio man 
C. S. Martin, storekeeper, and Pau! 
Paxton, salesman have all reported 
for work, the former two having re 
covered from the “flu” and the latter 
from an operation. 


Puitie CuLBert is a new counte: 
man with the Lindley Elec. Suppl) 


Co., Philadelphia. 





Tue Waco Exec. Suppty Co., Wa- 
co, Tex., has taken on C. J. Randal! 
as a salesman. 


C. M. Berry is a new inside sales 
man with M. S. Hartley & Co., North 
umberland, Pa. 

Wm. IneGranam, formerly claim 
clerk for Havens Elec. Co., Albany, 
N. Y., has been placed in charge of 
store sales at the H. C. Roberts Elec. 
Supply Co., of the same city. 

Noste McCat.vum is 
Oklahoma in place of Paul Ebersole 
for the Commercial Elec. Supply Co., 
St. Louis. 


traveling 


J. D. McGavueéu is a new salesman 
employed by the Graybar Elec. Co.. 
Rochester, N. Y. 


Horace F. Rauru has been added 

































right: 





Taken at the Great Northern Elec. Appliance Co., Duluth, Minn. 


Rear, left to 
F. A. Johnson, manager; Beatrice Kimps; Violet Johnson; Margaret Patter- 
son; Ingeborg Lovstedt; John Pearson; P. W. 
left to right: 


Pearling; R. A. Wyman. Front, 


E. C. Madsen; R. A. Mettner; E. M. Rood; W. W. Raihala. 
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| Take home a box todav il 





LAMP MERCHANDISER 
—greatest value ever offered 


Attracts the attention of everyone. 
Reminds customers to purchase lamps. 


Displays a full line of lamps. Price 


Shows price and wattage at a glance. 
Invites handling of lamps. (0) 
Easily illuminated. * ences 


Holds an ample supply of lamps. delivered 
Costs you only $1.50—delivered. 


ORDER AT ONCE 







Westinghouse Lamp Company 


150 Broadway, New York 


DIVISION OFFICES LOCATED AT— ATLANTA, GA., 426 Marietta St.; BOSTON, MASS., 
10 High St. ; CHICAGO, ILL., 111 West Washington St.; NEW YORK, 133 West 41st St. ; PITTSBURGH, 
PA., Chamber of Commerce Bldg.; ST. LOUIS, MO., 411 North Seventh St.; SAN FRANCISCO, 
CALIF., 1414 Hunter-Dulin Bldg. 
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Current Breaker 





Current Breaker 
Cast Iron Box 





**4000’" Switch 





**7000"’ Switch 


Current Breaker 


Built for heavy industrial loads, where 
frequent operation is necessary or where the 
switch may be pulled in an emergency on an 
inductive load. Many industrials prefer this 
switch for all purposes. Double break, effec- 
tive are blanket, unit construction, quick 
make and break, perfectly shielded, self 
aligning blades, removable and _ insulated 
handle. 


Current Breaker with Cast Iron Box 


This switch is the Current Breaker built in 
a cast iron box. It is dust, fume, and mois- 
ture proof. Excellent for steel, flour and 


cement mills, mines, railroads, and quarries. 


4000 Line 


For light industrial loads as disconnect 
switch, and also for higher capacity entrance 
use. Removable handle with insulated ball; 


self aligning blades. 
7000 The Type ‘‘C’’ Line 


For lighting loads and for general entrance 
purposes. 


These leaders belong to the most complete 
safety switch line made. They are carried 
by Jobbers from coast to coast and eight fac- 


tory stocks are maintained in the larger cities. 


If you haven’t received our new Manual 
on Safety Switches, send for it. It is an 


education in itself. 


These pictures show T-V Safety Switches 
in actual operation under overload, which is 
the same for all, and is no greater than any 
safety switch will experience during use un- 
less it is used on lighting loads only. Note 
the difference. 





20,000 electrical contractors are receiving the above message 
during the month of April. 

It will tell them about the most complete line of safety and 
knife switches as well as panels and switchboards in the world. 

The more they know, the more you will be benefited. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


NEW YORK 
DENVER 


BOSTON 


On the Pacific Coast—C. Dent Slaughter 





BANTAM, CONN. 


CLEVELAND CHICAGO 


DETROIT 


Vo SAFETY SWITCH AIDE 


| 





| 
| 
| 
| 


PHILADELPHIA | 





This is my column 
—*Al’’ 


American industry has made tre- 
mendous progress in cost reduction in 
the last five years. The results were 


lower selling prices to the consumer. 


This caused no permanent increase 
in profit to the manufacturer and the 
jobber. Cost-cutting machinery and 
methods reduces unit costs by produc- 
ing more goods at the same expense. 

The steel industry did this and to 
sell its increased tonnage, it reduced 
its selling prices consistently over a 
period of several years. 


Apparently, there was to be no bot- 
tom to these prices but the industry 
earnings for the last quarter of 1927 
proved that there was a bottom and 
that it had been passed. 

The electrical industry parallels 
this experience exactly. 

Steel prices for the first and second 
quarters of 1928 are slightly higher 
and will show the producer a profit. 


Our own industry may be slower on 
the up but it is coming. 

Why are you, a jobber, interested 
in this? Because we, as manufac- 
turers, have expected you to mer- 
chandise this increased volume in a 
cut-price market. So it’s tough sled- 
ding making money, isn’t it? 

But this cycle of the electrical in- 
dustry is about over. Manufacturers 
will put more quality into their goods. 
Lowering prices will be checked and 
finally start upward. 

T-V Safety Switches are leading 
their section of the industry in this 
movement. New high quality indus- 
trial lines are helping our distributors 
offset cut-price market conditions. 


There will be more money for you 
in this next cycle of our industry. 


Yor“ 
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IS YOUR SWITCH LINE 
RIGHT?—asks FLEMING 


Wallace L. Fleming 


You ean’t do a good job selling any 
product unless you understand it. 

What answer does the sales mana- 
ger get when he asks his men what 
they know about switches? 

If he, himself, knows enough to 
judge, he will be surprised at their 
lack of knowledge. 

Your manufacturer is supposed to 
teach these salesmen what they need 
to know to do a good job selling 
switches. 

If, when he offers, you don’t let 
him, you are making a big mistake, 
because switches properly handled 
are one of your longest profit lines. 

Handle one line of switches; be 
sure this line is a complete one; study 
the product; give the manufacturer 
your co-operation, and if you have 
picked the right one, the coats of his 
men are off, all set to help you make 
money with switches. 


Wallace L. Fleming 


District Sales Manager for the Trum- 
bull-Vanderpoel Elec. Mfg. Co., at 


Chicago, II. 





Want to make yourself solid with the engineer of some plant 
in your territory? 

Just think of some place in a mine, quarry, steel, flour or 
cement mill, railroad shop or yard, chemical plant; well any- 
where where they want a safety switch that will not be affected 
by dust, fumes, moisture or anything, and will stand up and 
work perfectly under the toughest condition you can think of. 

Then write us about, it, and we'll put this switch to work. 
You'll be astonished, so will the engineer, and pleased too. You 
will make a customer for life at a profit. 

This is only one, of the most complete line of safety switches, 
knife switches, panels and switchboards in the world. And they 
are all as good as this T-V Current Breaker for their various 
purposes. 

T-V Cast Iron Switch (with Current Breaker internal fittings) 


is right now proving all we claim for it in— 


One of the largest Railroads. 
One of the largest Steel Mills. 


and our engineers have just been called in to solve the problem 


of large manufacturer who has gasoline fumes to contend with. 


12,000 industrial plants are receiving 
this message during the month of April. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


BOSTON CLEVELAND CHICAGO 
On the Pacific Coast—C. Dent Slaughter 


PHILADELPHIA 
DETROIT 


NEW YORK 
DENVER 


| 


The Cast Iron Current Breaker will 
add business for you in the 
industrial field! 


CEREEELULER 
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Taken at North Coast Electric Co., Seattle, Wash. 


L1ére 





DA wet t 


A 





Left to right: John T. 


Gleason, manager; R. C. Varns, National Lamp Works; Fred C. Phillips; L. S. 


(Les) Ruble, salés manager, and Sam W. Miller, range specialist. 
meet Fred Phillips ask him to tell you about his “Uncle Art.” 


If you ever 
It’s a riot. 





to the city sales staff of the Capital 
Elec. Co., Salt Lake City, Utah. 
Wm. B. Roberts replaces W. W. Sof- 
fle at the counter, the latter having 


resigned. 





Tue Barretr Exec’: Suppty Co., 
St. Louis, Mo., recently employed 
Bernal C. Payne as radio service de- 
R. W. Gish, and 


Court are two new salesman 


partment manager. 
ews 
with this company. 

Howarpv Ho.ipay has been made 
assistant sales manager of the F. D. 
Elee. Co., Cincinnati, O. 
Howard has been with the company 


Lawrence 


a long time and his promotion was 
a well merited one. 

Dan CurrAN is now with the A. 
Knoll 


nati, as outside salesman. 


Electric Supply Co., Cincin- 


Charles Worden, formerly of the 
C..& 


Rapids, Mich., is now in the sales de- 


Litscher Electric Co., Grand 


partment of the American Electrical 
Supply Co., Chicago. 
* * * 
Electrical Wholesaler in Reno 
The J. R. Bradley Co., of Reno, 


Nev., wholesale hardware jobber, has 


Changes in Personnel 


G. H. Kreatt, for the past twelve 
years connected with the Elec. Sup- 
ply & Equip. Co., as manager of their 
Scranton, Pa. branch, later as man- 
ager at Albany and the last three 
years in charge of radio sales, has 
been appointed manager of the H. C. 
Roberts Elec. Supply Co.’s Albany 
branch, succeeding J. S. Baker who 


resigned. Mr. Baker has tak, 
charge of field sales for the Bu 
mann Mfg. Co., in the eastern N. 
territory. C. H. Luman, who resi; 
ed his position as office manager 
H. C. Roberts, has been replaced 
I. H. Thompson. 


Netson & Co., Tusa, OKLA., 
cently placed T. F. Ashoff on its p., 
roll in the capacity of purchasi:, 
agent and office manager. 


Wa ter Bop e has been appoint, 
manager of the office department 
the Capitol Elec. Co., Indianapo|i,. 
Ind. 


Mr. J. A. Mayer has been a) 
pointed Oklahoma manager of Gra\ 
bar, with headquarters at Oklahoma 
City. R. W. Conrad has been a) 
pointed sales manager at Tulsa, Ok! 


Puitur J. Knox, formerly with tli 
Dalton Lighting & Fixture Co., 01 
Boston is now with the George I]. 
Wahn Co., of Boston in charge ot 
its lighting fixture department. 


J. K. Hirt was recently named 
manager of the electrical department 
of the Tampa Hardware Co., Tampa. 
Fla. 


W. R. Brown, for a number ot 
years with the Matthews Electric Su) 
ply Co., Birmingham, Ala., was r 

















The above is a reproduction of the photograph of a booth maintained by the Crown 
Electrical Supply Co., electrical jobbers of St. Louis, at an electrical and hardwa’’ 
show recently staged in that city. Among the products featured were flashlights ai! 
batteries, electric specialties, wiring devices, lamps and heating appliances. 


opened an electrical department to 
handle a complete electrical line. W. 





R. Culp is manager of the department. 
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OVER the COUNTER 


HE whole idea of the Regal Cleaner is to give 
the Jobber a solid-value machine he can catalog 
and sell as merchandise. 

Regal is that rare combination of popular price, gen- 
erous margin and unquestionable quality which gives 
satisfaction and profit to all Dealers and Jobbers who 
handle it. 

Jobbers’ salesmen do not have to be vacuum cleaner 
“experts” to move Regal. The machine looks a good 
buy. It has “eye value” as well as intrinsic value. 

You can enjoy a comfortable volume and a clean 
profit on Regal because your Dealers have a steady, 
everyday demand for a good cleaner at a fair price—a 
cleaner that doesn’t have to be high-pressured. 


REGAL FILLS THIS BILL. 
LET US GIVE YOU THE FACTS. 


The P, A. GEIER COMPANY 


540-560 East 105th Street Cleveland, Ohio. 
Manufactured in Canada by 
Continental Electric Co., Ltd. 
505-511 King Street, East, Toronto. 














THE ROYAL SPRAY ATTACHMENT. 
Paints and Sprays with the air power of the vacu- 
um cleaner. A fast-selling specialty with plenty 
of profit. Write far Jobbing proposition. 


ATTACHMENTS 
FED 
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seapaee it we gage Bao number of C-H Toggle Flush Switches are 
outlets, at only a slight increase in growi pular every 
cost, the C-H Duplex Receptacle is ome of hae ewadigg ves 
the simplest answer to the demand ability and convenience. Three- 
for more outlets. Large binding way type gives control of lights 
en Se laa from both top and bottom of stair- 
Sp «alan, or ways. ——— bg the Under- 





SELL COMPLETE CONVENIENCE 
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Bring the realtor todependon you! 


Complete wiring helps him sell, 
which adds to your profits also 


-— 


ee eee ee ee 9 





HE responsibility for getting 
every house completely wired for 
the future rests with you. The realtor, 
the architect, the builder, should and 
will come to-depend on your experi- 
ence and first-hand knowledge of 
wiring needs. You will find them anx- 
ious to have each house wired com- 
pletely for both present and future 
needs, because they know that electri- 
cal refinements appeal to the home 
owner. But, handicapped by incom- 
plete knowledge, they overlook 
“good bets” — and every omission 
cuts your profit on the job. 


For instance, nobody likes to fum- 
ble through dark closets. You don’t. 
The realtor don’t. That’s why it’s 
easy to show him that this refine- 
ment will help sell his houses. 


Thus it pays to cooperate with him. 


But don’t stop with a light in every 
closet. Suggest C-H 3-Way Switches 
in all stairways—from cellar to attic. 
Include C-H Duplex Outlets, instead 
of singles, in your bid—pointing out 
that wiring convenience is doubled 
at an insignificant extra cost. 

Since a quality job is just as im- 
portant as a complete job to the 
future of your business, use Cutler- 
Hammer Wiring Devices through- 
out. In that way, you secure C-H 
backing—the surety of long-time 
satisfaction which the C-H reputa- 
tion guarantees. 


For complete information write 
us direct. But order through your 
jobber. Most reliable distributors 
carry C-H Wiring Devices. - 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLE 


MODERN WIRING 


CH Automatic Door Switch can 
be installed in any door jamb. 


Light is turned on automatically 


when the door is opened. Especially 

convenient for lighting closets. 

Designed to fit in any type of box. 
Approved by the Underwriters. 


GS ©. ©}. D 


AMMER 


NECESSITIES 


CH Toggle Surface Switches pro- 

videthe populur toggle convenience 

for basement installation and other 

such uses. Neat and attractive in 

appearance. Approved by the Un- 
derwriters. 


-~ kh LM 
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cently elected secretary of the com- 
pany and placed on the board of di- 
rectors. 


R. E. MorGantTHuatt, sales manager 
of the Peabody Electric Co., Okla- 
homa City, Okla., recently passed 
away. Since his death some changes 
have been made in the personnel. W. 
A. DeBold is now in charge of the 
firm’s radio department. D. R. Mor- 
gan is handling Westinghouse equip- 
ment sales promotion. E. J. Schau- 


bert, formerly assistant sales manager, 
now is working on the general line 
of supplies handled by the firm. 


P. K. Marruews, formerly con- 
nected with the Amarillo office of the 
South West General Electric Supply 








Co., is now sales manager of the 
Oklahoma City branch. 


C. C. Vocer was recently appointed 
sales manager of the Shepherd Flu- 


Here are some of the boys of the Capitol Electric Co., Indianapolis, Ind., gathered 
in front of their new home at 122 S, Senate Ave. Standing left to right: KR. Robt 
Uhl; Charles Schott; “Desperate” Ambrose Tellstrom; Harold Hillman; Theo. Perci- 
field; Russell Gage, and Clifford Palmer. 
Rex Rader; George N. Loucks, and Walter A. Borton. 


The squatters are William Callender; 





harty Electric Co., Baltimore, suc- 
ceeding J. G. Petrick, Jr. 


* * * 


Jobbers Active in Associations 
Wm. Davis Hawk, of Kingston, 
N. Y., active in the organization of 
the Ulster Country Radio Dealers 
Association, has been elected secre- 
tary of the Association. AtsBert Wick, sales manager of 
— the Lindley Elec. Supply Co., Phila- 


delphia, was recently elected treasur- 


C. Roberts Elec. Supply Co., Albany, 
N. Y., has been appointed to the mer- 
chandise committee of the Albany 
Electric League. M. H. Long (Shorty 
Long), city salesman at the above 
branch, was appointed to the By Laws 
committee of the same league. 


G. H. Kreaty, manager of the H. 














Nelson & Co., electrical jobbers of Tulsa, Okla., send this photograph of the 
beautiful Indian Hills Country Club 15 miles east of Tulsa. Its directors were con- 
fronted with many problems a few of which were water, light and fuel. It was 
necessary to drill wells for water which were not satisfactory on account of methods 
of pumping necessary to use. The club finally prevailed upon the Public Service 
Company of Oklahoma to build a line to the club to furnish power for all purposes. 
Today the club is meeting the exacting needs of 500 members with an electrically 
equipped kitchen, ranges, steam tables, coffee percolators and toasters, plenty of 
electric outlets conveniently placed, motor driven pumps, vacuum cleaners, irons, 
heaters and the like. Last but not least the club constructed its own telephone 
line, an expensive item but a modern necessity for the convenience of members. 


er of the North Philadelphia Busi- 
ness Men’s B. & S. Association. 


Jacos A. Kaun, president of the 
Capital Elec. Co., Salt Lake City, has 
been elected general chairman of the 
Community Chest Drive and chairman 
of the Electric League of the Utah 
Annual Convention. 

* * * 
Prize Winners at Nesco 
Banquet 

The National Electric Supply Co 
of Washington, D. C. and Greensboro, 
N. C., recently held one of the most 
interesting and successful sales meet 
ings in the history of the organization 
This meeting started at 2:00 P. M 
and lasted until 6:45 P. M. This 
session was devoted to a departmental! 
discussion of the results of the past 
years, showing the growth of the or 
ganization since its incorporation. 
The individuals who have charge ot 
the sixteen different departments of 
the business, each gave their plans for 
the coming year and set the 1928 sales 
quotas for their respective depart 
ments. 

This meeting was closed with talks 
by E. C. Graham, president, and T. L 
Townsend, vice-president, and_ both 
officers expressed confidence in_ the 
prospects for a very successful 1925 
in the electrical field, pointing to th: 
indications that 1928 was expected t 
be a normal year and the increased 
sales budget they have set as a proo! 
of their confidence. 





a 


pecan 
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Glassware, 


—Offering not only a 
Complete Line but your 
Own Unit as Well! 


OBBERS:—Why don’t you give your salesmen a line 
of glassware to handle which will satisfy every com- 
mercial and home requirement and which has the ad- 
ditional value of including your own unit made espe- 
cially for you and sold only by you? 
















Do not overlook the sales possibilities of Cora Cased 
and Nuite Glassware in your territory. There is a vol- 
ume and profit awaiting you which is of vast importance 
to you. 














We will show your men how to build 
up this market. Our engineers are at your 
service. Our sales organization has strict 
instructions to help you and your men in 
every possible way. 










It does not take long to develop your 
own men into real lighting salesmen. Just 
write us and we will show you how easily 

ere agg it can be accomplished. 







Jobbers’ salesmen having prospects in 
their territory should send blue prints 
wherever available, or rough sketches. 
We will plan the layout and submit a 
quotation. 







— Sale oat 






Write us at once! 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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The group here represents the Resco Electric Supply Co., 





E pete 
Rockford, Ill. At the 


left is Jimmy Hare, one of Resco’s good customers. Next to him is E. Von Driska, 
Miss K. E. Carlson, the bookkeeper; Wm. Brown, city electric department, and 
R. Newman, a counterman, complete the group. 





As an expression of appreciation to 
their employees for their efforts dur- 
ing the past year, the officers of the 
company were hosts at a banquet held 
in the beautiful Hall of the Nations 
at the Washington Hotel. 

After the opening address by Mr. 
Graham he distributed the various 
cash prizes that were awarded the 
members of the organization. These 
prizes were offered for the salesman 
showing the largest percentage of in- 
crease in business, for the largest 
number of new accounts opened by a 
salesman and there were six prizes 
awarded to individuals other than 
those employed as salesmen who were 
selected by a committee as being the 
most valuable employees of the or- 
ganization, that is, the inside men that 
have been as near 100% efficient dur- 
ing the past year as was possible. 

Prize Winners.— 


Largest percentage of increase of 
business: J. William Belt, first prize ; 
Chas. T. Shropshire, second prize; W. 
H. Brewer, third prize. 

New accounts opened: B. C. Banks, 
first prize; W. A. Parks, second prize. 

Six most valuable employees: H. 
L. Allwine, government department; 
H. L. Beach, accounting department ; 
J. M. Brickerd, automobile depart- 
ment; F. E. Floyd, factory; W. C. 
Lakin, shipping department; E. L. 
Leckie, statistical department. 

* * 


Changes in Address 
The Graybar Elec. Co., Inc., Mem- 
phis, Tenn., has moved into a new 
building at 242 S. Second St. 





D. Berman & Son, of Brooklyn, 
N. Y., have gone into larger quar- 
ters at 534 E. 26th St. 


Jobber’s Sales Activities 
Terry-Durin Co., Cedar Rapids, 
Ia.—Are running a Century fan cam- 
paign. 


Jatonick AppLiaNcE Co., Dallas, 
Tex.—Two waffle irons campaigns 
are under way at this house. 

Linptey Exec. Suppty Co., Phila- 
delphia——This company is opening 
the fan season with a drive on all 
dealers. 





H. C. Roserts Exec. Suppry Co., 
Albany, N. Y.—Campaign on West- 
inghouse heating pads and waflle 
irons, tieing in with local light com- 
pany activities on similar commodi- 
ties. 


EvectricaL ENGINEERING 
Co., Scranton, Pa.—Electrical appli- 
ances are being campaigned. 


PENN. 


CommerciaL Exec. Suprry Co., 
St. Louis—This company is cam 
paigning Westinghouse electri 
streamline irons. The campaign is 
reported to be very successful so far 


Capita Exec. Co., Salt Lake City, 
Utah.—A “clean-up” Radiola cam- 
paign. enti 

INTERMOUNTAIN Exec. Co., Poca 
tello, Ida.—Are conducting washer 
campaign with very good success, 
they say. 


Barrett Exvectricat Suppty Co., 
St. Louis, Mo.—Here is another com- 
pany campaigning fans. 


An Old Name Changed 

The Pettingell-Andrews Co. of 
Boston has announced a change in 
name. It is now the General Elec- 
tric Supply Corp. 

The origin of this company dates 
back to 1886, when F. E. Pettingell 
became associated with a Mr. Arm- 
strong under the name of Pettingell 
& Armstrong. The latter remained 
less than a year in the organization 
and in 1887 the name was changed to 
Pettingell & Co. In 1890, Charles B. 
Price, brother of Frank S. Price was 
admitted and the name became Pettin- 
gell, Andrews & Price. Later in the 
same year the name was changed to 
the Pettingell-Andrews Co. 


* *& & 

Electragists to Meet in Chicago 
The Association of Electragists, In- 

ternational, will hold its 1928 conven- 

tion August 6, 7, 8, 9, and 10 at the 

Stevens Hotel, Chicago. 














Snapped at Wesco Supply Co., Springfield, Ill. 
Euler; A. L. Theobald, and K. S. D 
our friend Euler as sheik of the party. 





avy of Hot Point. 





Left to right: L. C. Arnold; W. F. 
Theobald is pointing out 
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HE WALTER BATES STEEL CORPORATION 
of Gary, Indiana— manufacturers of steel poles, 
towers, floor gratings and many other steel products 
—havea plant almost entirely electrically controlled. 


Machines are individually driven—galvanizing 
kettles electrically heated—freight shipped out over 
an electrified railroad. 


With so many operations dependent upon con- 
stant performance of the electrical circuits, the ques- 
tion of adequate and dependable Electrical Protec- 
tion was of the utmost importance. 





The interests of their company were foremost in 
their minds when they compared fuses before 
standardizing on BUSS Renewable Fuses. 





Parts and 
the Link 


That's All 


Judging Fuses 


Fuses should be judged by their performance under actual ser- a 

vice conditions where the pressure and rush of modern business 
put them to the real test. Here there is no time for extreme care 
in handling fuses or machines. Production must be maintained 
at any cost. ’ ’ Thesimple correctness of BUSS design makes 
proper renewal so quick and easy that it is but the work of a 
moment. And this same simple correctness of design guards 
against the possibility of faulty renewal with its resultant poor 
contact, charred tubes and premature blows. 


Here in a nut-shell are the strongest arguments you have. 
And, you can back your statements with the fact that the 
Walter Bates Steel Corp., a company deeply interested in the 
electrical industry, has standardized on BUSS Renewable Sen FUSE 
Fuses in the interest of maintained production and Depend- IS READY FOR 
able Electrical Protection. 


BUSSMANN MANUFACTURING COMPANY 
ST. LOUIS, MO. 
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Left to right: Bob Schaffer, R. W. Grosset, David Stout, and M. T. Nice on the 
fishing trip of the Colonial Elec. Co., Philadelphia. 





Tritle Gives Merchandising 


Pointers 

J. S. Tritle, manager of the mer- 
chandise department of the Westing- 
house Electric & Mfg. Co., made an 
address before a large gathering at 
the Electric Club, Chicago, March 22. 
A few of the thought stimulators that 
he put forth are as follows: 

In spite of all the criticism of the 
electrical industry, when you stop 
to analyze it, the merchandising job 
on electrical appliances by this in- 
dustry is a pretty good one after all. 

Public utilities should sell and push 
appliances vigorously in their terri- 
tories and be the leaders in that ef- 
fort. In the end it will benefit the 
dealers and the jobbers who supply 
the latter. 

Public utilities should promote spe- 
cialties. ‘The jobbers and dealers can 
not take hold of them until after they 
have been promoted to the commodity 
stage. 

Unemployment that we have heard 
about frequently of late he believes 
is very largely due to improved meth- 
ods and machinery in manufacture. 
Adjustment of these forces that have 
been let out thereby will come about 
naturally in due time. 

This year of 1928 he believes will 
go down in history as the great sales 
year. Campaigns of every kind and 
description may be looked for. 

* * * 


Belmont Increases Capital 

The Belmont Corp., of Minneapolis 
and St. Paul reports rapid growth 
since its incorporation last May. It 
has just signed with the Secretary of 
State an amendment to its articles 
of incorporation increasing the amount 
of its authorized capital stock from 


500 shares to 1500 shares, 1400 being 
common stock and 100 shares being 
preferred stock. 

The corporation is distributor of 
“Universal” and “Sunbeam” electric 
appliances, Robbins & Myers electric 
fans, H & H Wiring devices, Yale 
products, and other lines. George A. 
Michel is president of the corporation. 

* * * 


S. E. S. Co. Opens in Hartford 


The Service Electric Supply Co., 
of New Britain, Conn., has opened a 
Hartford office, having heased a two- 
story building at 44 Hick St. This is 
at the center of Hartford’s electrical 
wholesale district. 





This concern now represents and 
stocks the articles manufactured by: 
The V. V. Fittings Co.; Weber Elec- 
tric Mfg. Co.; Wadsworth Electric 
Mfg. Co.; The Wiremold Co.; The 
Federal Armored Cable Co.; The 
Steel City Electric Co.; and The 
Quadrangle Mfg. Co. 


There will be no change in policy 
or personnel at present, and the New 
Britain office and warehouse will be 
maintained as in the past. 


* * * 


Doubleday-Hill Sells 


“Tronrite”’ 

On February 18, the Doubleday- 
Hill Elec. Co., Washington, D. C. 
held a meeting to inaugurate the 
handling of the “Ironrite” electric 
ironer line. A dinner, given by the 
factory sales manager, was a feature 
of the program. 


+, * 9 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Electrical 
Credit Association by member manu- 
facturers and jobbers through its vari- 
ous divisions, for February, 1928, as 
compared with the same month the 
previous year. Also these figures are 
shown for the first two months’ period 
of 1927 and 1928. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
FEBRUARY 29, 1928 “ 
NUMBER OF ACCOUNTS REPORTED 




















Ne % 
Increase Increase 

February or 2 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
WOW Fem ech 6 kc bebe eee ete 318 301 — 5.35% 690 561 —18.7 % 
Middle & Southern Atlantic ...... 149 183 +22.8 % 286 3420 ++-19.6 % 
dp: ae ete © 152 121 —204 % 264 254 — 8.78% 
ae Ca rare Se 9 6 —33.3 % 34 17 —50 % 
CES 2) ees! LNA tS. 877 796 —924% 1644 1594 — 3.04% 
ci Co i Panne er rmne ae” 1505 1407 —651% 2918 2768 — 5.14% 

TOTAL AMOUNTS REPORTED 

% Jo 
Increase Increase 

February or 2 months or 
1927 1928 Decrease 1927 1928 Decrease 
a aa $ 51,216 $ 39,088 —23.6 % $113,509 $ 88,610 —21.9 % 

Middle & Southern 
NED wos G ose oe etek 20,052 27,912 +389.2 % 34,341 45,423 +32.3 % 
New England .......... 21,327 15,948 —25.2 % 31,935 30,722 — 3.80% 
PeCne THest: 2. 6okaows ec 2,664 1,187 —55.4 % 3,818 3,120 —18.2 % 
MONOER <6 gadis sce sceaes 111,024 100,558 — 943% 202,728 201,818 — .70% 
TOOT cts ackowincien 5206,283 $184,688 -—10.5 % $386,331 $369,188 — 4.44% 
AVERAGE AMOUNTS 

February 2 months 
1927 1928 1927 1928 
New Velo. ess s0s «emantkancieeateee $161 $129 $328 $319 
Middle and Southern Atlantic ............... 134 152 238 262 
Be i oo ee ae 140 131 234 242 
POCC COGKR sae... Seen: ow eee oe ae 296 197 424 872 
CD oo hac s ain Cla ae eS ee eet 127 126 247 252 
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D ay-Fan Fans sell easily when the first heat wave 
comes. Customers come to your dealers with one thought fore- 
most in mind. When they hear “The Day-Fan Fan blows more 
air ---- feel it,” they have found the thing they’re seeking. Sell 
dealers the fan they can sell because they have something big to 
talk about. Then be sure they have our wonderful Fan Window 


Display so they can sell fans right out of the window. Write 
us about it now. Don’t wait. 


THE DAY-FAN ELECTRIC CO., Dept. O. 
Dayton, Ohio 
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Subscriber No. 13 

A. F. Hamm, now with the Gray- 
bar Electric Co. of Dallas, Tex., 
was subscriber No. 13 of THe Jos- 
per’s SatesMAN. The fact that he 
was a booster for this magazine 
when it was still wet behind the 
ears, and was unfortunate enough to 
draw the unlucky number, sets him 
From the picture you can 
Next, let us 


apart. 
see what he looks like. 





A. F. Hamm 


delve into his history and see if the 
“18” set him back any. 

He went to Dallas in 1910 and 
was employed by the Western Elec- 
tric Co., October 9, 1910, worked 
one day and had a holiday, (Dallas 
Day at the Texas State Fair). That 
made him feel the world was smiling 
on him. 

Sam R. Kelly started him on his 
electrical career. His first duties 
were those of an office boy, and in a 
few days he was given a job check- 
ing orders in the warehouse to see 
that they were shipped correctly. 
Later, in 1911, he was made receiv- 
ing clerk. In 1918 a branch was 
opened in Houston and he was sent 
there to take charge of the ware- 
house, then was transferred to the 
sales department in 1914, having a 
territory out of Houston. 

After being in the army a short 
while, in the Motor Transport with 
the rank of sergeant Ist class, at the 
close of the war he spent a few 
months in Dallas. In 1919 he was 
made sales manager of the San An- 
tonio office, and was there two years, 
being then transferred back to Dallas 
as assistant supply specialist. After 
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four years he was made city salesman 
in Dallas, working contractor trade, 
which work he is still doing and 
likes it better than anything else. 

Mr. Hamm was made a Master 
Mason just before entering the war, 
in Hollond Lodge No. 1 in Houston; 
received the Scottish Rite Degrees, 
4th to 18th inclusive, before the war; 
was elected while in the service in 
Austin but did not remain there 
long enough to receive the degrees. 
He received from the 19th to 32nd 
in San Antonio Consistory and after 
coming back to Dallas transferred 
his affiliations to Dallas, Blue Lodge 
Oak Cliff No. 705, Dallas Consistory 
of the Scottish Rite and Hella Tem- 
ple Shrine. Invested with the rank 
of Knight Commander of the Court 
of Honor of the Scottish Rite, De- 
cember 10th, 1927. 

His fraternal, social and civic sta- 
tus may be summed up thus: 


Master of Oak Cliff Lodge No. 705 
A. F. & A. M.; Orator Dallas Lodge 
of Perfection, Scottish Rite; Advisor 
De Molay Order for Boys; chairman 
Membership Committee, Oak Cliff 
Lodge for Scottish Rite Bodies; mem- 
ber Membership and Sick Committee, 
Hella Temple Shrine; member Fi- 
nance Committee, High Twelve Club; 


member Oak Cliff Chapter, Royal 
Arch Masons; member Oak Cliff 
Council Royal and Select Masters; 
member Elks; member of Cedar 


Crest Country Club, Dallas Archi- 
tectural Club Associate, Dallas Elec- 





tric Club, Boy Scouts of Americ: 
Foundation Circle No. 10, and Texas 
Highway Association. 

The picture was taken just after 
receiving the investiture of K.C.C.H. 
and the red cap at the hand of Most 
Illustrious Sam P. Cochran, 33° Sov- 
ereign Grand Inspector General in 
Texas. Headed by R. W. Van Val- 
kenburgh, southwest district manager 
of Dallas Graybar, the Masons of 
the Dallas office presented him with 
a K.C.C.H. pin. 


* #2 


On Cost of Doing Business 

The Electrical Credit Association, 
Central Division, is collecting some 
valuable information regarding the 
average percentage of credit loss to 
net sales for electrical jobbers, the 
percentage of sales returns and allow- 
ances to gross sales, and the percent- 
age of total expense to net sales, all 
over a period of five years. 

The Association has heard from a 
number of jobbers to date and the 
average of their replies is summed up: 

Percentage of credit loss to net 
sales (average of nine jobbers) 
0.555%. 

Percentage of sales returns and al- 
lowances to gross sales (average of 
nine jobbers) 9%. 

Percentage of total expense to net 
sales (average of nine jobbers) 
15.87%. 

Percentage of net income to net 
sales (average of nine jobbers) 
6.05%. 





























or something. 


The boys of Graybar, Spokane, Wash., getting the low-down on the world’s series 
Left to right: Howard Bewley, Economy Fuse & Mfg. Co.; A. C. 


Tucker, credit department; C. M. Lawrence, stock clerk; J. P. Carson, manager, 


listening in; C. A. Moon and W. C. Sanders, sales department. 




























o 3° 
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ET’S get down to Brass Tacks on 
this merchandising business—face 
facts and be specific. 


Think of the number of so-called 
clever schemes you have had offered 
you to increase your business, get more 
volume and make more money — 
Plenty of them! How many have act- 
ually “panned out,” produced or proven 
profitable? Very few! Why? Simply - 
because somebody wanted to unload a 
lot of merchandise in a hurry, in a sales 
drive for volume and you were the goat. 


Nothing mutual in that, but— 


For fifty-seven years Horton has rec- 
ognized fundamentals. Horton believes 
the independent dealer is in business 
to stay—that he is a capable merchant 
who can sell goods and does—on the 
right basis. 


Horton believes in the jobber as the 
most effective and economical method 
to get goods to the dealer and serve him. 
Consequently Horton Washers and 
Ironers are sold only through the best 
and biggest jobbers in the country — 
only those qualified to give you the 
best in merchandise and service. 


There’s no exploitation in the jobber business— no 
loading up —no wild sales schemes. Just service —eco- 
nomical and plenty of it. Any article you buy from a 
jobber reaches you more quickly and more economic- 
ally than by any other method. 


That’s Brass Tacks merchandising. Upon this solid 
foundation of logical distribution, Wholesalers of 
America and Horton have joined in a virtual partner- 
ship —all working to benefit you, the dealer. 


Horton Washers and Ironers are simple, sturdy and 
moderately priced — yet with a good margin of profit. 


ORTO 
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Brass Tacks / 


The New Horton Automatic Ironer 


30-inch complete open end roll; heated 
electrically or by gas; electrically driven. 
Dependable in operation. 


The Horton No. 34 Series 


Submerged agitator type; burnished 
copper tub; new type wringer with semi- 
soft roll; doubletilt drainboard. Re- 
markably quiet. Practically service- 
proof. Powered by electricity, gasoline 
motor or power pulley. 


Surprisingly attractive in design, yet free from a lot 
of superficial talking points. A look at them confirms 
the impression of value. You can sell Hortons— you 
don’t have to have a high pressure crew to do it for 
you—and — you get all the profit. 


Why don’t you let us tell you in a personal letter 
what it means for you to handle the Horton line? We 
can really give you some surprising facts. 


Write us, please, today. 


HORTON MANUFACTURING COMPANY 
1707 Fry Street Fort Wayne, Indiana 


lroners 


Washers 






















































































GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 












60 





THE soBBER’S[J)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Jobbers In South America 
BY McKEW PARR 
HE writer recently spent several 
months in Brazil, Uruguay, the 
Argentine Republic, Chile and Peru, 
calling upon the electrical supply job- 
bers in those territories in the interest 
of a group of about 20 non-compet- 
ing American electrical manufacturers. 

While acting in the capacity of a 
manufacturer's sales representative, 
the writer, nevertheless, being also a 
jobber in the United States, was par- 
ticularly interested to observe the 
jobbing business abroad, and to com- 
pare the North American and South 
American trade and contrast one es- 
tablishment with the other. 

While there were, of course, many 
points of difference that suggested 
themselves, nevertheless, fundamen- 
tally, a jobber seems to be a jobber 
whether he talks French or Spanish, 
or German. The basic problems are 
the same and the general environment 
is similar. 

There is but little trade co-opera- 
tion among jobbers in these countries 
and it is impossible for the jobbers to 
get together and improve competitive 
conditions because, not only is this 
against the law in most of the South 
American Republics, but there is a 
human element involved which greatly 
complicates the situation, and which 
is absent in the United States and in 
Europe. 

This human complication is one 
that it is difficult to understand in 
the United States, where, no matter 
what may have been the original de- 
scent of an American, we all have 
similarly the same ideas, and think 
along the same lines without any ra- 
cial consciousness, as to the different 
European stocks from which we may 
have sprung. 

In South America, this is not so. 
Most of the public utilities, electric 
light companies, street railway com- 
panies, steam railroads, and mining 
and oil companies, as well as most of 
the banking and industrial corpora- 
tions are of diverse nationalities, their 
stocks being owned abroad, and their 
employees being still citizens of the 
countries from which they have emi- 
grated. 

Thus one jobbing house will be 
owned by a German citizen, who will 
handle German goods, and who will 
still retain a sense of German nation- 
ality, and his competitor may be an 


Italian or a Frenchman, or a Brit- 
isher, handling the lines manufactured 
in their respective countries, and be 
actuated by racial rivalry, as well as 
by trade rivalry. 

It must be clear that if a jobber 
specializes on the line manufactured 
by a German company, and is of 
German nationality himself, that he 
will not have very much in common 
in a co-operative sense, with a jobber 
who is of British nationality and who 
is pushing the line manufactured by 
a large British company that may be 
in competition with the German. In 
the same manner, a jobbing house 
owned and operated by a large Ameri- 
can electrical manufacturing company, 
will not be in a position to work very 
closely with either of the above cited 
jobbers. 

Consequently, inasmuch as, even in 
this country, where we jobbers are 
all American citizens, educated along 
American lines, and having practi- 
cally no traditions of any other na- 
tionality, even we, here, find it very 
difficult to co-operate along reason- 
able lines, it can readily be under- 
stood how much more suspicion and 
lack of understanding would exist if 
we were all citizens of different 
countries, carrying on a commercial 
war of intensity, such as characterizes 
all foreign trade. 























Here is a fellow who looks like, and és, 
a real salesman. G. W. Butler has been 
selling for the Miller-Seldon Elec. Co., 
Detroit, Mich. for seven years. 


It is quite impressive to see th. 
manner in which the Italians hay, 
been successful in the electrical busi 
ness in South America. Some of the 
large contractors are Italians and 
many of the jobbers, and there are 
several Italian lines of material thai 
are of good quality and very low 
price so that the Italian manufactur- 
ers do quite a large business. 

Everyone, however, recognizes the 
fact that American wiring materials 
are of the finest grade and of the 
best design and workmanship. They 
also, alas, are of the highest price. 
Nevertheless, a good conscientious 
salesman who works hard as a mis- 
sionary on American lines, visiting 
the architects and engineers and in- 
spection authorities, and working with 
the lighting company, can secure re- 
sults, just as he can in the United 
States. 

No finer examples of conscientious 
persistent courageous salesmanship 
are to be found anywhere, than in 
South America, on certain American 
lines that have shown great popular- 
ity with the electrical trade solely as 
the result of quality and good fighting 
salesmanship and advertising. No- 
where, is it better illustrated that 
quality and salesmanship tell the tale, 
rather than price. If American elec- 
trical manufacturers were to depend 
upon price, there would be no Ameri- 
can goods sold in South America. 
Contrary to the popular impression 
in the United States, the American 
electrical manufacturers do not sell 
their products in South America at 
any lower prices than are sold to the 
trade in the United States. 

It is also a remarkable thing that 
few of the cheaper, low grade, Ameri- 
can materials are popular in South 
America. American materials that are 
sold are of the finest and best class 
and they cost the buyer 80% or 40%, 
on the average, more than similar 
articles manufactured in Europe. It 
is not a question that the European 
articles are not usable or practical, it 
simply means that the United States 
material is very much better in qual- 
ity, the main element in the success 
of American Electrical supplies 
abroad, and by far the most impor- 
tant element in salesmanship. In cer- 
tain sections where the local salesman 
of the manufacturer was a good one. 
this manufacturers line would be sold 
in quantities. On the other hand, in 
an adjoining territory where agents 
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Did You See These 


In Inlands New 


CommonSense 


Catalog lee 
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4 Lum inaire 


























ROMANESQUE 
LUMINAIRE 


A beautiful Luminaire 
that produces the fas- 
cinating effect of soft 
illumination, yet gives 
an abundance of “down- 
light.” For Dining 


Salons, Tea Rooms, eens of 
Clubs, and the exclusive — ublic 
etc. 


Shoppe. Color is parch- 
ment with soft purple, 
and subdued red deco- 
ration. 

of the fixture 





THE NORMANDY 


A new “over-all” Deco- 
rated Unit with a friendly 
tone that creates a warm 
atmosphere—a departure 
from the coldness of ordi- 
nary glass. The decora- 
tion is light tan. 


lower half of 


Normandy 
Decoration 

The three pieces of illuminating glassware shown N No. 55 
here have been created to meet the specific require- 
ments of progressive illuminating practice. They 
are products of the manufacturers of the Famous 
“Snow- White” Glass which has been accepted by 
Illuminating Engineers the country over for its ex- 
cellent diffusing qualities and absolute uniformity 
of density and color. 

The many attractive units in the Inland Line 
provide a wide selection of Illuminating Glassware 
for every purpose. If you have not received a 
copy of the new Inland catalog, you may obtain 
one by writing for it. 


INLAND GLASS WORKS, Inc. 
CHICAGO, ILL. 
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pis TILLSONIAN 
CLEAR TOP 


The Tillsonian 
Top is a late development 
for the semi-indirect 

Offices, 
Buildings, 


Clear 


The distribution | 
light is ideal. The ° 
neck” in the upper part 
eliminates 
The 
the lumi- 

pleasing 


‘glass 


ceiling shadows. 


naire emits a 
glow that is soothing to 
the eyes. Total 
of glare makes the 
sonian Clear Top a splen- 
did light to work under. 


absence 


Till 
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Hunter Baker, store manager, Graybar 


Electric Co., Dallas, living up to his name. - 


Hunter has been able to take a little time 
away from business this fall to go out and 
shoot his turkey dinners. There are not 
many wild turkeys left even in. grand- 
oldtexas, but the picture shows if there 
are any Hunter gets ’em. It takes about 
three ordinary turkeys to give Hunter's 
large family an Xmas dinner! Cotton 
Gunther says the location was somewhat 
southwest of San Antonio, Tex., which is 
equivalent to saying “somewhere between 
New York and Chicago.” 





might be sluggish or disaffected, the 
same material would have no sale 
whatsoever. 

Moreover, the support and _ co- 
operation given to the salesman by 
the home office is extremely important. 
It is very difficult for the average 
electrical manufacturer to maintain an 
export department that can possibly 
keep in touch with the customs reg- 
ulations and varying tariffs in the 
various markets of the world. It is 
a job for a specialist, one who con- 
stantly follows the shifting conditions 
abroad, and who is constantly in 
touch, not only with the foreign sales- 
men abroad, but with the foreign sales 
managers and export managers in the 
United States. For this reason, it 
is decidedly difficult to secure the best 
results in export unless one is located 
in New York City, where one can 
keep in touch with the daily changing 
conditions in foreign fields. 

Moreover, unless the manufacturer 
is a very large one, and can afford to 
maintain a specially equipped staff, 
it is more advantageous for an Ameri- 
can electrical manufacturer to com- 
bine his export activities with those 
of other electrical manufacturers who 
are not competitive, as it is just as 
easy to sell to the same agents a com- 
plete line of materials, as it is to sell 
one specialty. It is for this reason 
that the export corporation that the 
writer represents, acts as the export 
sales manager for 20 non-competing 
manufacturers. 

There is another point of which the 


é 


writer is very much convinced and 
that is that the success of any one 
American electrical manufacturer 
helps the success of other American 
electrical manufacturers who may be 
competitive and in the same line of 
business. One realizes, when outside 
the United States that Americans 
have to work together and to co-oper- 
ate and that they are battling against 
great odds, and must help one an- 
other. 

Moreover, it is really a battle of 
American standards against other 
standards, and when an American 
manufacturer, let us say of heating 
appliances, has two or three other 
American manufacturers of heating 
appliances competing with him in the 
same foreign market, it is the writer’s 
opinion that, up to a certain point, the 
sales and advertising activities of 
each of these manufacturers help the 
other, because each one is pushing 
and exploiting not only his own par- 
ticular brand, but also the American 
design and standard. 

It therefore will be seen that a co- 
operative policy of competition on the 
part of American electrical manufac- 
turers is one that in the long run 
will be to the benefit of the entire 
industry. 

Just killing time one day in a job- 
ber’s office after the rush of the day 
was over, gossipping and chatting, the 
thought occurred to the writer that 
instead of being in Sao Paulo, or 
possibly Rosario, or Antofagasta, and 
talking Portugese or Spanish, that he 
might just as well have been, as far 
as the general atmosphere and sur- 
roundings were concerned, in Kansas 
City or Atlanta or Philadelphia, just 
talking trade gossip, which is the 
same in every jobbing house from 
Boston to San Francisco. 

For example, on wiring devices. 
All the South American jobbers com- 
plained of the close margin of profit 
obtained from stocking and selling 
wiring devices. They complained of 
the practice of the manufacturers in 
recognizing as distributors the smaller 
jobbers who make a specialty of sell- 
ing the smaller contractors. The “Old 
Line” jobbing houses that carry large 
stocks, keep on hand a complete line 
of the slow moving types, and who 
also stock various specialties and 
therefore have to have an expensive 
and well organized service and sales 
department, resulting in a fairly high 
overhead, find that on wiring devices 





Supply and Demand. Jack Korn, secre- 
tary of the Williamsburg Electric Supply 
Corp., of Brooklyn, N. Y., goes out and 


DEMANDS (jobber salesmen please 
note) that a contractor take a thousand 
feet of pipe—then the boys below get 
busy and SUPPLY the pipe. Very 
simple, only know your contractor. 





it is very difficult to compete with 
the smaller jobbers who only stock 
the staple fast moving items and whio 
get quick turnover with very littl: 
selling expense, letting low prices at- 
tract customers, instead of spending 
the money on sales solicitation. 


On the other hand, the manufac- 
turer finds that the smaller jobbers 
who cater to the smaller contractors 
are able to offer a larger volume on 
business of wiring devices than can 
be secured from the larger and more 
elaborately organized major establishi- 
ments. 


There is the same bitterness of in- 
dignation on the part of the larg: 
jobbers who may have been handling 
the manufacturer’s line for the past 
25 or 80 years and who resent tlic 
fact that newer and smaller jobbers 
are procuring wiring devices at the 
same cost as themselves. Manufac- 
turer’s salesmen in the United States 
would immediately recognize the sim- 
ilarity of this situation. 


In one large city of two million 
inhabitants, there was one jobbing 
house that sells only for cash, on the 
“cash and carry” plan and this house 
circularizes and advertises to the 
other jobbers’ customers, offering 
popular brands at prices representing 
an extremely low margin of profil. 
This supply house seeks to pick u)) 
bargains or distress lots of stapic 
goods and thus is able at times to 
offer them at prices lower than dis- 
tributors cost. This, of course, eliciis 
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Oval left—Inspector selecting material for check test which 
is run every thirty minutes to insure uniform coating. 


Above—One of the many units in the galvanizing depart 
ment. Material is moved on conveyors to the mewermen Ny room 
where it is thoroughly inspected before being packed for 
shipment. 


THE “FASSINGER PROCESS” 


of Double-Dip Hot Galvanizing—an exclusive feature of 
OLIVER POLE LINE MATERIAL 


The “Fassinger Process” of Double-Dip Hot Galvanizing developed in the 
Oliver plant at Pittsburgh by Mr. Charles Fassinger, General Superintend- 
_ ent, is the latest improvement in galvanizing methods. The outstanding 
improvements brought about by this new process are as follows: 
1 Brighter Finish ' 3 Greater Resistance to Rust 


2 Uniform Coating 4 Longer Life 
(No spelter to clutter-up threads) 


Electrical Jobbers realizing what the “Fassinger Process” means to their 
trade are taking advantage of it in their sales talks. 


Send for your copy of the condensed 
catalogue of Oliver Pole Line Material 


Oliver Iron and Steel Corporation 


SOUTH TENTH AND MURIEL STREETS 
PITTSBURGH: PA 


“OLIVER THE LINE” 
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S. W. Cooper, president, (left) and 
Don Cooper, treasurer of the United 
Electric Co., Wichita, Kas. We wished 
to show Don’s new Packard in the back- 
ground but this close-up was too good to 
miss. 





the same class of complaint from the 
regular distributors, to the manufac- 
turers representatives, that one is ac- 
customed to hear in North America. 
Incidentally, it was quite obvious that 
there always were some of the larger, 
old line distributors that were willing 
to supply to the smaller cut-price 
jobbers material on a very close mar- 
gin, thus putting them in a position 
to compete with themselves. Also, as 
with us the manufacturer’s represent- 
ative frequently seems to be blind to 
such transactions. 
Some of the 
turers, recognizing that, unless their 
line returns a fair amount of profit to 
the jobber, that they will not be able 
to devote the proper attention and 


American manufac- 


sales effort to the line, appear to have 
tried very hard to see that their goods 
are resold only at prices that are suf- 
ficiently remunerative to pay the cost 
of handling. This, abroad, as here, 
is a very thankless task, as there al- 
ways seem to be some selfish jobbers 
that are willing to ruin the market 
on a line for the sake of a slight 
temporary advantage. 

Some of the large supply houses in 
South America conduct a very high 
grade business, publishing catalogues 
and mailing monthly price lists that 
are quite well gotten up and that com- 
pare very favorably with any issued 
by supply houses in the United States. 
Some of these jobbing houses have 
excellent display rooms and specialty 
departments, in some cases even hav- 
ing electrical engineers on their staffs, 
in order to give the best service to 
the sales department and to the cus- 
tomers. As a whole, the jobbing 
houses in these territories fall more 


or less in the same category, as do 
the jobbers in the United States, ex- 
cepting that there are very few sup- 
ply houses that may be classified as 
strictly “industrial” jobbers, because 
there are not so many industrial buy- 
ers plants in those territories. 

One runs into the larger supply 
house, such as was above described, 
that not only carries appliances and 
motor driven devices, and motors and 
control apparatus, and central station 
equipment, as well as radio supplies, 
but there are also jobbers that do not 
carry radio supplies and appliances 
but simply specialize on the staple 
wiring devices and contractors sup- 
plies. There also is the familiar type 
of mill supply house that has an elec- 
trical department, and there are a few 
automotive jobbers that also carry 
electrical plumbing 
jobbers that carry electrical supplies 
and then there are the strictly radio 
jobbers, as with us, and there are 


supplies, some 


the music stores that handle radio. 
It was the writer's observation that 
the strictly radio jobbers that special- 
ize on that line seemed to be doing 
the best business on radio material. 
As with us, there was a great deal 
of radio advertising in the daily news- 
papers, of loud speakers and of elim- 
inators and batteries. There was also 
quite a bit of appliance and flat iron 


advertising done in the newspapers. 
* * * 


A Jobber Salesman’s Report 

A. B. Newton, who travels the up- 
per Michigan Peninsula for the IIli- 
nois Electric Co., Chicago, submitted 
the following report to his house. 

“Just how close the ‘Illinois Lico- 
rish Co.’ came to buying flowers; well, 
I don’t know yet. Last night our coach 
slipping along at 45 per left the 


track and headed for the tall grass 
Oh boy! Casket handles and moto: 
hearses were all I could see. Whe) 
the ‘hog’ got the dam outfit quiet the 
set up was as follows:” 

Here came a diagram in the lette: 
showing his coach diagonally across 
the two tracks and the smoker and 
baggage car next to him also off th 
track at various angles. He wrote 
further: 

“IT don’t know whether you boys 
from the Wicked City call this clos 
or not. But boy! I could just fee] 
the wind of flapping wings right in 
my face. Only had to walk three 
miles down the track, snow to the 
knees, lugging the ‘pest’ and the pa- 
jama bag.” x» « « 


Miller-Selden Secures B. & D. 
Line 

The Miller-Selden Electric Co. of 
Detroit, Mich., have been appointed 
distributors for the Black & Decker 
line of tools, grinders, drills, etc., 
for the Detroit district. 
much pleased in securing this valu- 


They are 


able connection. 
a 


American Light Opens Radio 
Service Department 

The American Light Co., Zanesville, 
O., has opened a new radio service 
department with F. H. Lee in charge. 
This department will not only service 
the sets which the company is dis- 
tributing in the 30 counties in which: 
it operates but also will service an) 
other make of set. 

Mr. Lee is well known in radio 
being a graduate of the Westinghouse 
Radio School in 1921 at which time 
he had charge of broadcasting and 
radio sales and service with two prom 
inent radio distributors. 








This is part of Ray Fields’ Enterprise Electric organization at Lincoln, Neb. D. G 


Hudson, general manager, is at the left. 


Then, in order, are: B. C. Cone, counter- 


man; F. G. Jones, salesman; Nelle Gough, stenographer; John Pabst, shipping clerk; 
Van McGrew, stock clerk, and J. H. Campbell, counterman. 
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WiremorD 


Sales Campaign 
Announced 
in the March Issue 
of The 
Jobber’s Salesman 
Is Helping Jobbers 
and Contractors 
Increase Their Business 


To the Jobber: 
If you have not received your 

WIREMOLD SALES CAMPAIGN 
portfolio write our nearest 
District Sales Manager at address 
given below. 

The Handy 

WIREMOLD 

Pee ] To the Contractor: 


for 
CONTRACTORS If the WIREMOLD SALES 
CAMPAIGN has not been ex- 


To show prospective 
customers what plained to you, your Jobbers’ 


WIREMOLD 1 
like. = Salesman will be glad to tell you 
all about it. 


THe WiremorD 


HARTFEORO,.CONN. 


District Sales Managers 


Edward Rigby Sundstrom & Forsyth E. E. Hedler H. C. Moran H. C. Biglin 
10 High Street 58 W. 15th Street 250 N. 11th Street 1112 Keystone Building 138 Marietta Street 
Boston New York Philadelphia Pittsburgh Atlanta 


M. B. Austin & Co. Jenkins & Gunther Geo. A. Gray Co. 
108-116 So. Desplaines St. Sante Fe Building 910 Howard Street 
Chicago Dallas San Francisco 
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Walter Bodle With Capitol 
Electric 

Walter Bodle, who was with the 
South Bend Electric Co., South Bend, 
Ind., for seven years, holding various 
positions and lastly sales manager, 
resigned his position to take a posi- 
tion with the Capitol Electric Co., 
Indianapolis, Ind., as assistant to its 
sales manager, W. A. Shafer, and 
will also have complete charge of 
radio sales. 

The Capitol Electric Co., has taken 
the distributorship for the “Majestic” 
line of radios manufactured by the 
Grigsby-Grunow-Hinds Co., Chicago, 
Ill., in Indiana and Eastern Illinois. 

Mr. Bodle takes the place of C. L. 
Callender, who has severed his con- 


nection with the Capitol Electric Co. 
* * ~ 


He Buys a Lot of Meat 

This is the favorite story of C. P. 
Hill, president of the Doubleday-Hill 
Electric Co., Washington, D. C. A 
banker was making a purchase in a 
The butcher was dash- 
ing madly about waiting on another 
ordered kinds 
of meat. When the heavy buyer had 
departed the butcher wiped his brow 
and said to the banker: “That's the 


butcher shop. 


man who several 














At a meeting of the stockholders of the 
Matthews Electric Supply Co., Birming- 
ham, Ala., held January 16, W. R. Brown 
was elected secretary of the Company and 
placed on the board of directors. He has 
been connected with the company for a 
number of years and this is well de- 
served recognition of his services. 


best customer I’ve got.” The banker, 
ever thinking of finance, asked cas- 
ually: “Is he prompt in paying his 
bills?” “Well, no-o-o-” answered the 
butcher, “He don’t pay me—but—he 


sure buys a lot of meat!” 
* * 


Graybar Branch at Roanoke 

The Graybar Electric Co., recently 
opened a new branch at Roanoke, Va., 
corner of Salem Ave. and Sixth St. 
W. E. James, formerly at the Nor- 
folk branch is in charge as sales man- 
ager. B. Wood, formerly at the Rich- 
mond office is service manager at 


Roanoke. eo * «@ 


Making Vacuum Cleaners 
Merchandise 
(Continued from page 9) 
ting the volume that they had so long 
wished to obtain and it is on a basis 
that is satisfactory and profitable to 

all concerned. 

Pretty much the same results have 
been experienced by the other manu- 
facturers who have come around to 
jobber distribution. 

The foregoing is not intended to 
convey the idea that a great revolu- 
tion is about to take place in the vac- 
uum cleaner business, and that in the 
next few months all manufacturers 
will be selling only through jobbers. 
Several of the largest manufacturers 
are still successfully employing plans 
that they have employed for years 
and are getting tremendous volume by 
direct sales methods. Also, a majority 
of the manufacturers in this line are 
still pursuing policies of a varied 
character, some of whom, no doubt, 
will eventually come around to a job- 
ber policy. 

What has become evident is that, 
after a perfectly natural evolution, 
business of this class, of a very con- 
siderable volume, is coming back to 
the jobber, and given a fair basis for 
operation he can handle it satisfac- 
torily. As time goes on, and with a 
well broken trail, this business should 
increase very materially. The busi- 
ness done through other channels is 
not going to hurt the jobber or the 
manufacturers who place their faith 
in him. The direct methods of sale 
have already sold the consumer on the 
vacuum cleaning idea as perhaps no 
other method could have done. More 
and more people are buying these 
machines, and with the saturation 
point far off there will be more busi- 
ness for all concerned. 








Otto R. Arnold, salesman for the Daven- 
port, Ia. branch of the Crescent Electric 
Supply Co. is sporting a brand new sedan. 
Here he is, all set to hop in and go after 
a batch of orders. It’s an Essex, we 
think he said. 


Careers of Leading Jobbers 


(Continued from page 6) 

five of them entered before 1891; 11 
in the years 1891 to 1895, inclusive; 
18 during the period of 1896-1900; 
24 during 1901-1905; 13 in 1906 
1910; nine in 1911-1915; four in 
1916-1920, and two since 1920. To 
simplify the calculation we have neg- 
lected making allowance of a few 
years for a small number of jobbers 
who have retired or died in recent 
years. Then taking a weighted aver- 
age, we find that the average length 
of service to date has been very close 
to 24 years. 

Without citing other detailed fig- 
ures derived from the analysis of 
these 92 careers, it may be of interest 
to record the general impressions one 
receives after carefully reviewing all 
of them in close succession. The first 
is that the electrical jobbing business 
in the 40 odd years of its existence 
has well established itself as an in- 
dispensable branch of the electrical 
industry. It has well repaid the in- 
dividual jobbers who have been its 
leaders and roughly in proportion to 
the service they have rendered to the 
industry. Up to the present only a 
small minority (about one-fifth) of 
these leaders have had any special 
education along electrical lines, but a 
considerable majority (about two- 
thirds) have had practical training 
with at least one of the three electri- 
cal factors: manufacturers, contrac- 
tors, central stations. From this con- 
tact these men have gained not onl; 
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The Advantages of Bryant Ripple 
Caps Make them “Superior” 


STAKED BINDING SCREWS NO.6, LENGTH 9/32 IN. 


BRYANT “RIPPLE” — AMPLE SCREW 
DESIGN er —,. CLEARANCE 


AE ANS ANE ANE ANS A AS AS SS AS SAS SAS IAS SAS SAE SANS ANS 


COMPOSITION 


i STANDARD |. MOULDED= 
BINDING SCREW i /CONTACTS IN RIVET 


EARS OR WIRE 16 IN.THICK ja sa 
LUGS ON 


TERMINALS SHOULDER 





COMBINATION ONE-PIECE BRASS 
CONTACT AND TERMINAL,CADMIUM PLATED 


No. KX 1/4 in. x 3/16 in. Elongated Cord Hole Outside diameter of composition 1 5/16 in. 
No. KT 3/8 in. x 9/32 in. Elongated Cord Hole All metal parts including screws are cadmium plated. 
No. KY 9/32 in. Round Cord Hole Bryant caps and bodies fit together perfectly. 


Bryant attachment plugs, caps and bodies are built for long service — the most economical to buy. 


THE BRYANT ELECTRIC COMPANY 
1421 STATE STREET, BRIDGEPORT, CONN. 


CHICAGO, 844:West Adams St. 


HAVANT NEw YORK, 342 Madison Avenue. 
PHILADELPHIA, Widener Bldg. SAN FRANCISCO, 149 New Montgomery St. SUPERIOR 
WIRING DEVICES WIRING RIOR | 


Manufacturers of “Superior Wiring Devices” since 1888 
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fair knowledge of technical electrical 
matters, but also of the functioning 
of these potent branches of the in- 
dustry with which the jobber has so 
much to do. This dual knowledge, 
combined further with knowledge of 
modern business principles, has been 
an invaluable asset to the most suc- 
cessful jobbers. Finally, as in every 
other line of legitimate business, these 
jobbers show that an essential ele- 
mem: in their success is an upright 
character that assures a square deal 
to patrons and employees alike, and 
a progressiveness that takes keen in- 
terest in the welfare of the industry 
and of the community as a whole. 


Brass Tacks 


(Continued From Page 12) 
two large ventilating fans. It is very 
doubtful if even a salesman of long 
experience would have made an ef- 
fort to secure the orders for all of 
these items if he had not known 
they were specified. 

Oftentimes the architect leaves the 
selection of lighting fixtures with the 
owner of the building who conse- 
quently must be approached by the 
jobber’s salesman who wishes to sell 
In fact such 
From 


his fixtures for the job. 
contact is always advisable. 
his experience and his knowledge of 
the electrical installations of similar 
buildings the salesman can frequently 
make helpful suggestions to the owner 





=. e 3s 


i Bs sl 





The United Electrical Supply Co., Salt Lake City, Utah,—“The House That Service 


Built”—presents here the people behind the service. 


Front row, left to right: 


H. E. Grimm, salesman; Glen Hermanson; H. Beck, partner; H. R. Bygel, genera! 
manager; S. Rosenfield, partner, Robt. M. Chesler, Landers, Frary & Clark, repre- 


sentative; C. F. Crutchley, salesman; W. S. Cowley, traffic department. 


Back row:— 


Coral Lyman, S. Y. Lakin, service; James Gamble. 





which the latter can pass on to his 
architect. Furthermore the owner 
will often be found more approach- 
able than the architect. This applies 
not only to the owners of commercial 
buildings, but especially to the person 
building a rather pretentious new 
home for his own occupancy. There 
are any number of conveniences which 
the architect might not include be- 
cause of their cost unless requested 








i 


Jobbers’ salesmen gathered here and there. 





Top, left to right: W. Wintheiser, 


Great Northern Electric Appliance Co., Minneapolis,: Minn.; F. S. Boyd, Peabody 
Elec. Co., Oklahoma City, Okla.; W. F. Bartlett, Graybar, New Orleans, and Ted 


Werder, Crescent Elec. Supply Co., Madison, Wis. 


Below: Charlie Hanson, Graybar, 


Minneapolis; James S. Bush, North Coast Elec. Co., Seattle, Wash.; Ben S. Gambill, 
Braid Elec. Co., Nashville, Tenn., and Lawrence Rathkey, Fobes Supply Co., Portland, 


Ore. 


to do so by the owner, such as un 
derground services to house and ga 
rage, more switches and convenienc: 
outlets, built-in heaters and_ venti 
lating fans, local telephones, panels. 
annunciators and other features. 
New real estate developments will 
also bear watching. Individual build- 
ers will be found erecting numbers of 
new houses each and doing so without 
the services of any architect. They 
either buy their plans or draw them 
themselves and therefore can _ be 
reached only by personal solicitation. 
This type of builder has increased 
so rapidly that it has been estimated 
that as many as eighty per cent of 
the new dwellings erected are buil! 
without the services of an architec! 


Airport Lighting 
(Continued From Page 7) 
seven 120-degree airport floodlights. 
one 24 inch and rotating beacon. 
The field which is T-shaped has 
head measuring 2600 by 1300 feet 
and the extension is 1200 by 900 feet 
The 24-inch beacon under it is lighted 
through a transformer on the 110 vo!! 
hangar circuit and another trans 
former operates all the field light. 
in a series by remote control. 
Jobbers’ salesmen can readily sens 
the amount of electrical 
necessary to illuminate a field of this 
size, and there is no reason why th« 





should not get a good portion of this 


business if they go after it. 


supplies 
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“Delivering the Goods” 








4 a O MAINTAIN the national reputation of Ettco 
EMEL mover Ss Products, the quality of the material itself must 
necessarily be backed by a conscientious effort to 
| Armored Cable satisfy all customers either selling or handling the 

Flexible Steel Conduit products manufactured by us. 

Non-Metallic Sheathed 
Cable As a consequence jobbers find us prompt in de- 
—— Conduit liveries, careful in routing, and behind it all they find, 
oom 














too, that intelligent interpretation of service which 
ag a is so important today. 


No stone is left unturned to maintain through this 


SOLD service and through advertising that good-will and 
THROUGH satisfaction which results so consistently in repeat 
JOBBERS business for you and for us. 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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Know Your Air 


(Continued from page 14) 
known to most electrical salesmen in 
illumination. There is no more 
reason why the mechanics of air 
should not be as simply understood 
as the laws governing illumination. 
PropeLLerR Type Fans 

We have stated the limitations and 
facts about propeller type 
fans. It will perhaps be interesting 
to discuss, briefly, something of the 
physical characteristics of this equip- 
ment. 

A good propeller fan should deliver 
a maximum amount of air, with the 
flow well distributed over the face of 
the fan, quietly, and at a minimum 
power consumption for the amount of 
air handled. There are, perhaps, 
hundreds of designs of blades for 
propeller fans, but the commercial 
types of fans are reduced to two or 
three well known designs. Some 
blades consist of a spider on the mo- 
tor shaft with six or eight paddles 
equally spaced blades forming the 
wheel. Other types of fan wheels 
consist of specially shaped blades sur- 
rounded by a rim, so shaped to create 
a well distributed flow of air over the 
face of the fan from the rear, without 
noise. Propeller fans for use where 
extremely quiet operation is essential, 
must, of necessity, be low speed. 
Higher speed fans are used more for 
industrial work where noise is not a 
problem. 

As propeller fans are usually lo- 
cated in inaccessible places making 
a frequent inspection difficult, they 
are badly neglected as a rule. The 
better designs of fans on the market 


general 


have motors equipped with either ball 
bearings or wool yarn packed, oil 
lubricated bearings, or other bearings 
which require a minimum of attention. 
As propeller fans are often used in 
places where heat and grease are 
present, several manufacturers put 
out fully enclosed motors for protec- 
tion to the motor windings. One 
manufacturer has a self cooled motor 
taking the ventilation for the motor 
from an outside source, keeping the 
motor and bearings cool independent 
of the air passing over the fan. The 
latter type is particularly well 
adapted to spray painting and other 
uses where extreme heat or foreign 
matter passing through the fan would 
injure the fan motor or evaporate the 
bearing oil even in the fully enclosed 
motors. 

Motors for ventilating fans should 
be extremely quiet. Several manu- 
facturers build motors exclusively for 
ventilation purposes, eliminating mag- 
netic noises in alternating current 
motors. In single phase, alternating 
current motors, a great source of 
trouble comes from centrifugal 
switches and other mechanical start- 
ing accessories. Several manufac- 
turers have reduced mechanical start- 
ing features of ventilating motors to 
a minimum and made them practically 
trouble proof. 

Care should be taken never to 
cover the discharge of a propeller 
type fan with a fine mesh screen as 
it restricts the air flow and overloads 
the motor. If it is desired to keep 
flies from entering the fan opening, 
the fan opening should be equipped 
with an automatic type of shutter, 














A group of salesmen who have their customers’ interests at heart—hard-working, 
thoughtful, business men. These are men of The Electric Corp., San Francisco, and 
reading from left to right around the table they are: W. B. Smith; H. D. Havey; 
W. G. Potter; D. C. Westaway; Ken Carleton; I. K. Gutfield; Grover A. Anderson, 


sales manager. 
Brown; R. T. Hooper; Bert H. Barber. 


Standing: W. P. Rosewall; W. D. Thomas; T. E. Morgan; H. W. 


closing the opening automatical]; 
when the fan is not running. 

A propeller fan should never hav: 
a duct, either to or from the fan, of 
smaller diameter than the fan open- 
ing. The reason for this can be i| 
lustrated as follows: 

Assume a 380 in. propeller fan, hay 
ing an opening of approximately 5 
sq. ft. and handling 6,000 cu. ft. of 
air per minute. The rule for deter- 
mining velocity is: air capacity di- 
vided by the square feet of opening 
through which it passes, giving the 
velocity feet per minute flow. The 
average velocity of this particular 
fan would be 6,000 cu. ft. per minute 
divided by 5 sq. ft. area or approxi- 
mately 1200 ft. per minute velocity. 
Or, if the average flow of air is 1200 
ft. per minute and the opening five 
feet, we can approximate the air flow 
by multiplying velocity in feet per 
minute times area of opening in 
square feet, giving air capacity. Ac- 
tual testing of propeller fans is done 
in concentric circles but the method 
stated here is good for approxima- 
tions. 

Assume that we attempted to re- 
strict the fan opening to-a pipe hav- 
ing 3 sq. ft. area. With the same 
formula we would attempt to speed 
the air velocity from 1200 ft. per 
minute to 2,000 ft. per minute. We 
have stated previously that propeller 
type fans have little ability to build 
up static pressure, therefore we do 
not have sufficient static pressure 
built up to accelerate the velocity of 
air and overcome the friction. If, 
on the other hand, we use a duct from 
the 30 in. fan with an area of 10 sq. 
ft., the velocity through this pipe 
would be 600 ft. per minute and the 
flow would have a lowered resistanc: 
factor. 

For example, if this 30 in. fan 
were mounted in an attic space and 
it was desired to put several registers 
in the ceiling of a room, causing the 
air to flow through the registers at 
a very quiet rate of flow, it would 
be possible to split the air capacit) 
into six registers or louvres eacl 
handling 1000 cu. ft. per minute, for 
the fan indicated. We have stated 
that the normal average flow throug) 
this fan would be 1200 ft. per minute. 
If we desired to reduce the air flow 
through the registers to one half of 
this value, the aggregate area of our 
six registers should therefore equa! 
10 sq. ft. free area. 

A great deal of trouble is caused 
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KONDU-BOX 





If there is anything that can beat a subway 
car for joint-loosening vibration, we'd like to 
know about it. 


KONDU THREADLESS FITTINGS are 
not affected by vibration—tests have proven 
that. 


Photo on left shows a type BE-4 KONDU- 
BOX in a place where formerly it was im- 
possible to keep a threaded fitting tight. You 
can imagine the bobbing, dancing, reeling mo- 
tion of a car truck, and see for yourself that a 
fitting must be vibration proof to remain 
tight in such a position. 


KONDU did just that! 





























Close-up view of 
KONDU BOXES 
on one of the units 


KONDu | 


pictured above. Each 3 : ; 
KONDU BOX must : _ REDUCER : 
withstand the pitch- BOTTOM VIEW OF A 
ing, tossing, rolling, ’ 

backward and _ for- F SUBWAY CAR 


ward motion of sub- 
way cars and remain 
tight to serve as a 
protection to the 
wires. 


A MAJOR ! | | .TYPELB 
ADVANTAGE 


IN USING ; 
KONDU Po ie 


ILLUSTRATED — ‘Ue 
EACH MONTH 4 — . 
WATCH FOR & 


THEM. 1 TYPE UB 


' 
; 
: 
4 


——) 


TYPE CB 


flag 
= 
| 





Erie Malleable Iron Company 


Kondu Division PRINCIPAL CITIES Erie, Pa. 
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he New 












9 


will fake the\. 


OO! 
M4 | 


Here is the switch that has long been 
are waited for in Commercial and Indus- 
comet ‘TT trial Lighting—a fixture switch that 
duit Box will take the destructive initial surge 

of a cold 500-watt Gas Filled Lamp 
and stay on the job year after year 
This is no laboratory experiment. It 
has been given a long field trial 
under actual working conditions, and 
we know it will stand up to any 


Save on run of conduit, from service it may meet. 
outlet box to switch; save on 


wall switch and extra labor of Industrial lighting, store lighting, the 


ion. K h itch : ; ; 
nn we oa we lighting of cafeterias, restaurants, 























lamp. 
Ideal for Fit Shallow | Let us send you a free sample 
Canopies Ceiling Pans 
| 4 
Canopies e | 
of Store Cc 
——“\_ and Office e é © 
<_>4 Fixtures « e 
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Fixture Switch 


Smash’ of even a 


v 


assembly halls, gymnasiums are going 

to the larger units. Individual con- , 7 en 

trol of units and absolutely reliable Sa. eS 1%" x he" 
: é | F The Smallest 

operation are the two big features 

most essential for good service. 

You have them both in the new 

Levolier Fixture Switch, the most ——— 


racticable and dependable of fixture 
P P Used as a 


switches. . 
No advance in price over the old for L ink Switch f or 
this super-switch. Will carry same Chain F uxtures 


k- The Levolier Link 

Switch can be used 
in any chain fixture, 
old or new, and be- 
tween any two links 
of chain. When in- 
stalled in fixtures that 


Prove to yourself that this switch have been previously 
: hung it fits in place of 


is all we claim for it ‘4 one of the chain links 
without altering the 

length of the fixture 

or necessitating re- 

wiring or splicing of 


* | 
a a ra ISO i n a fs lead wires and with- 
: out taking down the 
" . , fixture. 





catalog number and standard pac 
age quantity as the old No. 61. 
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assembled 


SPLIT KNOBS 


HOLD 
SECURELY! 


Years of continuous service all over the country 
have proved Bull Dog Split Knobs to give unfailing 
satisfaction. Made of hard, white, vitreous porce- 
lain, glazed and assembled with long resin coated 
nail, leather washer under nail head and recess in 
bottom piece, they give sure, positive protection. 


sill Dos 


Years of practical experience and the resources 
of a highly specialized organization are back of 
Illinois Bull Dog Split Knobs, Cleats and Tubes. 
Specify them on your next job. Bulletin No. 9 
gives complete information. Write for it today. 


Illinois Electric Porcelain Co. 
Macomb Illinois 


ILLINOIS 


**“SOLD THROUGH JOBBERS’’ 


nee 























and disappointments follow due to 
some builder putting in a very smal] 
duct and equipping it with a larg: 
propeller type fan, resulting in fail- 
ure to move the expected amount 0! 
air through the opening. It wil! 
probably, therefore, be worth our 
consideration to give a thought to th 
general fact that no propeller fan 
should have a restricted duct, smaller 
than the opening of the fan itself, 
and preferably somewhat larger. 


Exuavust Metuop or VENTILATION 

Perhaps the simplest method of 
ventilation is accomplished by placing 
an exhaust fan in a manner to ex- 
haust the air from a room, permitting 
a replacement of fresh air from win- 
dows, doors, and other openings. If 
a condition of heat and smoke is to 
be removed from a room, these ele- 
ments usually occupying the highest 
point in the room, it is logical that 
the ventilating fan should be placed 
at a high point, as well as the most 
remote point from the source of inlet 
as possible. If the ventilating prob- 
lem calls for removing heavy fumes 
or moisture ladened air, the heavier 
element usually lying near the floor, 
it naturally follows that the fan 
should be located at a low point. 

The ordinary method of calculating 
ventilation in free air conditions is 
to secure the cubical contents of the 
room by multiplying length by the 
width by the height. From the table 
below, we suggest a very satisfactory 
air change for various classes of busi- 
ness. When the cubical content of 
the room is known, it is divided by 
the number of changes of air desired 
for the purpose. The result can be 
handled by one fan or more. In 
many cases it is more flexible to use 
several fans, permitting the operation 
of one or more, giving either a maxi- 


mum or a minimum air change. 
Class of Buildings Air Should be 
Changed 
Restaurant and 
Hotel Kitchens Every 2 min. 
Offices and Stores, 
depending on cli- 


mate Every 5 to 10 min 
Workrooms and fac- 

tories Every 5 to 10 min 
Garages Every 5 to 10 min 
Residence Kitchens Every 2 min. 
Theatres Every 2 to 5 min. 
Halls Every 5 min. 
Laundries Every 2 to 5 min. 
Farm Barns Every 10 min. 


As stated in the previous article, 
several manufacturers supply ‘very 
complete manuals with illustrations 
of actual methods for installing pro- 
peller type ventilating fans. 
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STARTING MARCH 18th 
Hamilton Beach 


Vacuum Cleaners 


will be advertised in large space in the 


ROTOGRAVURE SECTIONS 


of a large list of Sunday Newspapers having 
a combined circulation of 


OVER FOUR MILLION 
_— 
These Seven Advertisements Feature 


Ball Bearing Motor—Powerful Suction 
Beating Brush Action—S weeping Brush Action 


Two Year Guarantee and a $239 Price Reduction 


WAS $62.50 +4, $ 50 


THEN $52.50 4 rnlioes 


Here is a quality, Motor-Driven _Jobber “Turn Over” nothing short of 
Brush Cleaner that sells for less than phenomenal. Learn about a Selling 
most machines cleaning by suction Plan that eliminates costly Door-to- 
alone. Door Selling Methods. 


Let us tell you about the Success 
that Jobbers are having with this Write for complete details of a new 


greatest of all Hamilton Beach Clean- and infinitely better Merchandising 
ers. Dealers’ reorders are making Plan, Discounts, Etc. 








HAMILTON BEACH MANUFACTURING COMPANY, Racine, Wisconsin 


Subsidiary of Scovill Mfg. Co.—assets over $33,000,000 and a record of 125 years of successful manufacturing 


Dealers Everywhere are Selling This Cleaner ‘Over 
the Counter’ Without Door-to-Door Salesmen 























76 





THE JOBBER’SJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR‘ 


Production of Electricity in 
1927 Increases 8 Per Cent 


Preliminary figures of the total an- 
nual production of electricity by pub- 
lic utility power plants in the United 
States according to the U. S. Depart- 
ment of the Interior indicate an out- 
put of 79,724,000,000 kilowatt-hours 
in 1927, an increase of 8 per cent over 
the output for 1926. “Of this quan- 
tity 37 per cent was produced by the 
use of water power, an increase of 1.6 
per over the proportion for 
1926,” says the report. “In kilowatt 
hours the electricity produced by the 
use of fuel increased about 514 per 
cent, and the electricity produced by 
water power increased about 13 per 
cent. It would have required about 
27,000,000 tons of coal to generate 
the electricity which was produced by 
the use of water power. 


cent 


“The improvement in the average | 


utilization of fuels that has been 
brought about by improvements in 
plant design and operation during the 
last few years continued in 1927. 
The operators of public utility power 
plants performed the remarkable feat 
of generating about 21% billion more 
kilowatt hours of electricity by the 
use of fuel in 1927 than in 1926 by 
the consumption of about 150,000 tons 
of fuel less than was used in 1926. 

“From 1919 to 1927 the average 
quantity of coal required to produce 
a kilowatt-hour of electricity has de- 
creased from about 3.2 to about 1.8 
pounds. This is a notable perform- 
ance, not only in the total amount of 
the reduction during the eight-year 
period—1.4 pounds, or a reduction 
nearly as great as the present average 
rate of consumption per kilowatt hour 
—but especially in the continuation 
of the improvement during recent 
years, when the limit of achievement 
in utilization of fuel under present 
conditions of generation of electricity 
has almost been reached. The re- 
duction in the average fuel rate from 
1926 to 1927 was about 0.12 pound, 
per kilowatt-hour generated. 

* * * 


Barrett Has Good Radio Season 

The Barrett Electrical Supply Co., 
St. Louis, Mo., report a successful 
radio season “coming through clean, 
whole and sound, showing a fair 
profit.” 

It is the company’s hope that the 
dealers will continue “pedalling along 
in high” until the election. 


floor) and constructed a living room, 


unique feature is that its name is not 
on the place and the dealer will get 


take his customers up ‘himself. 














Joseph Milhender is secretary and gen- 
eral manager of the Milhender Electric 
Supply Co. of Boston. 





Woodhouse Electric’s Unique 
Display 

The Woodhouse Electric Co., 238 

Court St., Norfolk, Va., has launched 

a very unusual set of display rooms. 

It took a place across the street (2nd 


dining room, kitchen, etc., with fur- 
niture and fixtures and radio. The 
the key from the city counter and 

This display apartment was opened 


April 1 and about the 28rd a booklet 
(illustrated) will be sent out. 





| cently 


Jobbers Active In Associatio: ; 

R. W. Haege of the Wesco Supp 
Co., St. Louis, has been elected | 
the directorate of the St. Louis Radi 
Trades Association. The coming ye: 
presents a lot of things to be don 
and the membership of this associa 
tion was wise in selecting a hari 
worker like Haege to help develo) 
many activities contemplated for tl. 
benefit of the trade and the listening 
public. 


Sarles with Belmont Corp. 


L. C. Sarles has joined the sales 
organization of the Belmont Corp., 
Minneapolis. He has been connected 
with the electrical industry for a 
good number of years, having spent 
several years with the Minneapolis 
General Electric Co. and also a num- 
ber of years with the Northland 
Eleetric Supply Co. 


The Belmont Corp. has also re- 
become distributor for the 
Hart & Hegeman line of wiring de 


vices. 
* 


Quarfot Adds Supply Lines 


E. A. Quarfot, Milwakee, Wis., 
who has been specializing in whole- 
saling appliances, lighting equipment 
and radio for the past seven years, 
has added a general supply line. The 
following concerns are now repre- 
sented: Hart & Hegeman; American 
Circular Loom; Noark; Kondu; Na 
tional Carbon; Rome Wire; McGill; 
George Richards; Hemco; Goodricl 


* 


| Elec. Co., and Perfeclite. 

















We are indebted to the Standard Electric Stove Co. of Toledo, O., for the abov: 
view of the place of business, and part of the organization of the Missouri Valley 


Electric Co., one of Kansas City’s progressive jobbing houses. 


Henry Esler, John 


| Todd and the bunch of hustlers are merchandisers from the word “go.” 
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Portable 
Type 
Reelite 


Live contractor-dealers 


buy Reelites because 
they’re easy to resell 


Reelite can be carried right where it’s wanted, hung 
up at the most convenient spot or (with connector- 
body substituted for lamp-socket) conveniently plugged 
onto floodlights or portable tools. 


Its spring-reel, working just like a window-shade, 
pays out only as much cord as is wanted, reels it in 
again the moment the job is completed, keeps the 
cord gently taut at all times, no slack, no kinks, no 
chafed insulation. 


Around the machine shop, and in the garage, ware- 
house, office, studio or theatre, thousands of Portable 
Reelites are daily saving their cost in time and trouble, Constant Duty Reelite 
just as their bigger brothers, the Constant Duty Reel- 

For supplying power-current to 
ites aie doing in the heavy manufacturing field where moving machinery, such as travel- 
today they are used for scores of jobs involving the es ane magnets, heey 

mulls rtaDie Nhoists an 
transmission of power-current to moving or movable pr Se ie a lip 


types and sizes, suitable for all 


machinery. cyPes 
Reelites are made in types and sizes for every con- 

ceivableuse. Webelieve you'd find our Reelite literature 

interesting. Let us send you complete information. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue, Chicago, U. S. A. 
New York—150 Varick St. | Los Angeles—340 Azusa St. 


Reelite 


REG. U. S. PAT. OFF. 


The Handy Light on a Reel 
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Try Something 





Different! 


‘‘Remember what I told you a couple 
of months ago?” interrupted a member 
of the Editorial Advisory Board — the 
same man who had brought us the news- 
paper story of a Moorish Brigand de- 
manding a radio set in the mountains— 
‘Well, I repeat it today—what the Radio 
Manufacturer needs to do right now is 
get out of the crowd and breathe!” 


2692¢94 


The revolutionary marketing tactics of a 
prominent radio manufacturer were under 
discussion. 


This man faced the season’s “dumping” 
with keen-witted opportunism—and it 
panned gold. 


When the amplified footsteps of the Price 
Fly began to racket in everyone’s ears and 
the current radio season’s curtain looked as 


if about to fall—what did he do? 

He turned his back on the big city market 
—he concentrated his selling and advertising 
efforts on towns of 25,000 population or 
less. 

Audacious? Yes. But instantly effective. 

For the response was immediate. His 
sales as a whole increased—His dealer list 
today shows hundreds of names that never 
were there before—names that don’t appear 
on the lists of other radio manufacturers. 

Increased sales. Real profit. Fresh, al- 
most exclusive outlets. ' 

Everybody's opportunity—One man’s op- 
portunism. 





“Towns of 25,000 or less’—to the aver 
age radio manufacturer that sounds rural. 
But you'll find lots of negotiable paper today 
addressed “R. F. D.”! 

The director of the U. S. Bureau of For 
eign and Domestic Commerce—Dr. Julius 
Klein—finds that American manufacturers 
are wasting $7,000,000,000 every year by 
losing sight of their most vivid markets! 
That’s real money—10% of America’s do- 
mestic commerce.—What part of that sum 
are radio manufacturers losing by ignoring 
50,000,000 people, thousands of whom have 
money to buy? 

Too many radio manufacturers are going 
to keep on rushing blindly after the crowd— 
until they are crushed. But the real money 
makers are going to break away from the 
tragic lure of beaten paths. 


You don’t have to go into the country. 
You can turn by-ways into buy-ways right 
under the eyes of uptown competition—i 
you're as smart as one jobber’s salesman we 
heard from last week. 

This man was selling talking machines, 
but the city which formed the nucleus of 
his territory happened to be the home-town 
of his largest competitor! The big stores 
eyed him in wonder. Buyers turned pity 
ingly away. Several kindly informed him 
it was territory which rightfully belonged 
to his competitor—suggesting he peddle his 
goods at distant points. Tough break i 
territory? Beyond a doubt! 
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The Editorial Advisory Board of THe JopBer’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of Grigsby - Grunow - Hinds Co; HAROLD WRAPE, 





President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, 
Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 
ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 


But the germ of a real idea bit home just 
a few blocks from his last big store. ‘The 
swinging sign of a small furniture dealer 
changed the whole course and success of his 
effort. This particular dealer was not han- 
dling talking machines at all! But today 
he is. He actually tops a list of a lot of 
brand new dealers the big hometown manu- 
facturer had overlooked! 


Be different? Why not? 


Radio manufacturers, and jobbers, and 
their salesmen have got to be different. The 
Radio industry has apparently coagulated its 
market place—But there’s still a real, rich 
market left where the competition is not so 
thick. 

Gentlemen with something to sell are 
prone to break their necks grabbing the 
license number of one limousine while dozens 
of “lizzies” roll by. Too often the limousine 
carries “unpaid debts” and one of the “liz- 
zies’’ a ranch owner! 


Millions of dollars lie off the beaten paths 
—just off. America’s rural markets are just 
around the corner in terms of time. They 
are peopled with folks of remarkably human, 
modern taste—and, more often than not, 
money—eager money. 

This money—and thousands of different 
dealers who could sell your radio sets—are 
going to go to the Man from Méissouri!— 


The man who refuses to trust surface ap- 
pearances, to rush headlong with the mob— 
the man who thinks, and dares to act, differ- 
ently. 


ba a a 


The tactics of the manufacturers who 
switched to towns of 25,000 and under, 
smack of “opportunism”—so do the means 
the young salesman used in breaking the 
“corner” on the local talking machine mar- 
ket. 

Opportunism? Yes—plus clear, audacious 
thinking and individual action. Opportun- 
ism that consists of the quick grasp of real 
opportunity. 

That kind of “opportunism” is what the 
Radio Industry needs! 

The spirit to get out of the slow-moving 
boulevard traffic and onto the highways, the 
vision to cultivate new and different outlets 
—to develop new dealers—new approaches 
to fresh prospests. The Radio Industry can 
stand a lot of it! There will still be plenty 
crying their wares in the crowded marts of 
the city! 


ba] a] be] 


The radio manufacturers and jobbers with 
the courage to go after these great unex- 
ploited markets will find that it pays to be 
different. The men with the foresight to 
step from the beaten paths and develop new 
outlets—dealers almost exclusively their own 
—will reap a new harvest of radio profit, 
hitherto overlooked in the hectic game of 
““follow-the-leader.” 
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Television on the Threshold 
of the Home 


ADIO is on the 
threshold of 
bringing televi- 


sion to the home. 
Sight 
will be as great even- 


transmission 


tually as sound broad- 


The Motion Picture Art Cannot Rest 
on Its Laurels. A Distinct Line of 
Progress Is Now Open 


By DAVID SARNOFF 


the motion picture 
studio. 

In the motion pic- 
fure art, the recogni- 
tion is not as yet gen- 
eral, as to what the 
advancing art of radio 





casting is now. 


may accomplish in the 


field of combined 





Within the last few 
weeks we have seen 
television 
from the 


radio 
emerging 


laboratory and _pre- 
paring to enter the 
home. The demon- 


stration made recently 
at Schenectady, im- 
pressive as it was, 
showed an art that is 
yet in the “earphone” 
stage of development. 
Many technical, 
broadcasting and serv- 
ice feature hurdles 








sound and sight trans- 
mission. In some 
quarters there is still 
an inclination to meas- 
ure the progress of the 
art by the size of the 
theatres which the in- 
dustry is erecting and 
the magnitude of the 
productions which 
come out of the stu- 
dios. Great progress 
has been made, it is 
true, in the technique 
of motion picture pho- 








must be leaped before 
the art will become 
firmly established in 

Neverthe- 
direction is 


the home. 
less, its 

sure and its progress 
is inevitable. The 
television 
bring to the 
home the panorama of 
life of the great world 


mission of 
is to 


The forerunner of Television was the sending 
of photographs by radio. 
tographs can be reproduced is shown by these 
pictures, the left one being the original and the 
right one the transmitted picture received 25 
miles away.—Experiments by Dr. E. F. W. 
Alexanderson, of the General Electric Co. 


How well such pho- 


tography; _neverthe- 
less, the motion pic- 
ture art cannot rest 
upon its present lau- 
rels. Of the distinct 
lines of progress now 
open, mention might 
be made of the 
synchronization of 
sound and motion on 
the screen; authentic 





outside. To a large 

extent, radio already has brought 
the opera, the concert stage, the 
theatre, to the fireside. Televi- 
sion will complete the picture by 
bringing to the home the visual 
spectacle made possible by the 
stagecraft of the opera and the 
theatre; the stirring events of 
life that must be seen as well as 
heard in order to make their due 
In the field of edu- 
television will add _ the 
force of demonstration to the ex- 
position made possible by the 
present-day status of broadcast- 
ing. Industry, it is not unlikely, 
will find in television as valuable 
a means of communication to the 
home as it has already discovered 


impression. 
cation, 


in the broadcasting of sound. 
Some of the latest achieve- 
ments of the electrical arts of 
sound reproduction hold out great 
possibilities for the motion pic- 
We have developed a com- 
plete system of synchronizing 
sound with motion pictures on the 
screen. In furtherance of plans 
for expansion in this field, we 
have secured a financial interest 
in the F. B. O. Company, a lead- 
ing and progressive institution in 
the motion picture industry. The 
development of what is popularly 
called the ‘‘talking-movie art” 
requires that the facilities of the 
electrical laboratory be closely 
combined with the technique of 


cure. 


natural coloration; 
and dimensional or stereoscopic 
projection. 

Radio had to make contact with 
the home through broadcasting, 
before it could hope to discover 
many of the secrets of wireless 
transmission which resultant re- 
search developed. Even now, it 
is generally recognized that a 
trackless field of research lies in 
the space that separates the 
transmitting station at one end 
from the receiving instruments 
at the other. Radio, as a system 
of international communications, 
could not remain indifferent to 
the progress of radio as the first 
means of mass communication to 


(Turn to page 90) 
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Kellog¢ 


f, goes ] 
backward. 


April, 1928 





ee as Nearly 25 
€ 
JUS Month 


Ridiculous 
Rumor / 


DENIED. 


The above ‘‘story’’ from a widely read business 
paper, is hereby denied, both by Mr. F. D. Pitts 
and the Kellogg Switchboard & Supply Company. 
There is no intention of using the trade name 
**Majestic’"—nor of producing a 3-tube Kellogg 
Receiver. 


Kellogg Models 


tll arouse enthusiasm but 
hey will of be 3 Tube Sets 


Rumors are flying thick and fast! The 
whole industry seems to be talking about 





opments. They will, of course, be A-C sets, 
using Kellogg A-C Tubes. They will be sets 


what Kellogg is going to do. 

The Kellogg set-up for Fall 1928 has not 
yet been announced. But to Kellogg distrib- 
utors and to the many dealers and jobbers 
interested in securing the Kellogg Franchise, 
we may say: 

Keliogg will go forward in the future as 
in the past. Never backward! New Kellogg 
models will incorporate the very latest devel- 


of unequalled tone quality, as Kellogg sets 
always have been. They will be outstanding 
in design—VALUES that will insure ready 


sales and clean profits. 


Increased production will make it possible to 
open additional territory this season. le 
therefore invite inquiries from jobbers and 
dealers interested in the distribution of high 
quality radio. 


Kellogg Switchboard & Supply Co., Dept. 53-74 Chicago 


Kellogo 


L—€ 


Radio 
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Radio Through The Camera’s Eye 











Miss Ann Hardman showing the new box 
type radio loop on the new Italian steamer 
“Saturnia” which arrived recently on its first 
trip to America. As can be seen, this type 
takes up less room than other types on ships. 
Underwood, 










A radio fan from a far off land was Miss Lili Darvas, the 
star of Max Reinhardt’s company of German players, who has 
just completed a popular season on Broadway and sailed for 
Germany. She had a Kolster installed in her dressing room 
so she could listen to American programs between appearances 
on the stage. She is the wife of Ferenc Molnar, the play- 
wright. 





Radio communication at the re- 
markable speed of 75 words per min- 
ute is being tried out by the Navy 
Department between Washington and 
San Francisco. The signals are re- 
ceived and passed through the am- 
plifier shown ‘in the background and 
then into the high speed recording 
device shown at the operator's right, 
which registers the dots and dashes 
as a wavy line on the tape. The 
operator visually transcribes the mes- 
sage on the typewriter.—Underwood 
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Majesti 


in 30 days will announce 


the greatest line of 

quality all electric radio 
receivers that years of radio 
power leadership can produce, 
at the lowest prices ever 
placed on merchandise 

of this character. 


when you see them 
when you hear them 
when you price them 


You’ll Know! 





GRIGSBY-GRUNOW-HINDS CO. 
4540 Armitage Ave. Chicago, III. 
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The Line that Measures Up-- 


--to the standard you set 
2 ~ for radio in your own home 
should be a profitable one for 

you to sell -- 














-- especially if investigation “Sold 
shows the sales and merchan- through 
Jobbers”’ 


dising policies behind the line 
to be equally right. 


Write for the facts on 
1928-29 Slagle Radio. 


Slagle Radio Company 


Fort Wayne Indiana 
Div. of United States Electric Corp. 
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ANNOUNCEMENT 














The new Balkite AC set will retail in 
the table model at a price between 
$175 and $200 without tubes. A com- 
plete line of console cabinets will be 
available. Distribution will be on a 
restricted and exclusive basis. Show- 


ing will be made at an early date. 


The regular line of Balkite Radio Power 


Units will be continued, of course 





FANITEEL 


Balkite 


IWADIO 


FANSTEEL PRODUCTS CO., Ine:, North Chicago, IIl. 
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Radio Through The Camera’s Eye 


Right—Microphone and control unit as installed in caboose. 
Below—Engineman using the equipment. 








Left—Rear of tender showing equipment 
and antenna. 


Below—Microphone and loud speaker in 
locomotive cab. 








A successful public test of the General Electric method of 
radio communication on trains was made January 26 on a 
110-car freight train running from Selkirk Yards, New York, 
to Utica over the New York Central Lines. Over the 95- 
mile trip both conductor and engineman, though separated 
by more than a mile of intervening freight cars, were in oral 
communication at will, and without any aerial interruption 
whatever, or interference “with their customary duties. Both 
these factors were taken as an indication by observers of the 
great economic value of the radio equipment in speeding up 
freight train movements because of its dependability. 

The communication is afforded by small, compact, low-power 
radio transmitters and receivers operating in the 109-130 meter 
band. At this wave-length the equipment on the train demon- 
strated that its use set up no interference with outside broad- 
casting or public radio reception, and in turn it was noted 
that other broadcasting service in no way interfered with 
the train communication. Pushing a button in the caboose 
caused a piercing whistle to issue from the powerful loud 
speaker located in the cab of the locomotive over the engine- 
man’s head to indicate that communication was desired. 
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Model 201 


Adler-Royal Table with R.C.A. 100-A Speaker. 
Height 287% inches, width 3014 inches, depth 
14 inches. For use with Radiola 17, Atwater 
Kent 37, Crosley and other standard A.C. Sets. 


“We are 


very enthusiastic over your 
Model 201 Adler-Royal Table 
Speaker, and believe it to be the 
finest proposition we have ever 
seen at the price.” 


Thus speaks the Southwestern 
General Electric Supply Co., of Dal- 
las, Texas—and other Leading Dis 
tributors. Read them. It speeds the 
sale to say “Cabinet by Adler-Royal.” 
Write or wire for details. 


DLER 


Manu/acturing Co. 


Incorporated 


Louisvit_e Kentucky 
CABINETS 
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Colorado—Hendrie & Bolthoff Supply Co., Denver. 

Connecticut—The Post & Lester Co., Hartford; Crown 
Light & Radio Co., New Haven. 

Georgia—Carter Electric Corp., Atlanta; Cooper Tire 
& Battery Co., Atlanta; Cooper Tire & Battery Co., 
Augusta. 

Illinois—Hudson-Ross Inc., Chicago; Beckley-Ralston 
Co., Chicago; Central States General Electric Supply 
Co., Chicago; Radio Distributing Co., Chicago; The 
Harry Alter Co., Chicago; Illinois Electric Co., 
Chicago. 

Indiana—Lake States General Electric Supply Co., 
Indianapolis. 

Kansas—C. W. Tanner Co., Wichita. 

Louisiana—Wesco Supply Co., New Orleans. 

Maryland—H. C. Roberts Electric Supply Co., Balti- 
more; Southern Electric Co., Baltimore. 

Massachusetts—General Electric Supply Corp., (For- 
merly Pettingell-Andrews Co.) Boston; F. D. Pitts 
Co., Boston; Union Electric Supply Co., New Bed- 
ford; M. Steinert & Sons Co., Boston; Wetmore-Sav- 
age Electric Supply Co., Boston. 

Michigan—Beckley-Ralston Co., Detroit. 

Minnesota—Northwest General Electric Supply Co., St. 
Paul; Great Northern Electric Appliance Co., St. 
Paul. 

Missouri— Mid-West 
Kansas City. 

Nebraska—McGraw Electric Co., Omaha. 

New York—Stanley & Patterson, New York City; 
Roskin Bros., Middletown; Times Appliance Co., New 
York City. 

North Carolina—Southern Electric Co., Charlotte. 

Ohio—Lake States General Electric Supply Co., Toledo; 
Lake States General Electric Supply Co., Columbus; 
The F. Bissell Co., Toledo; The Erner Electric Co., 
Cleveland. 

Oklahoma—Southwest General Electric Supply Co., 
Oklahoma City; Dodge Electric Co., Tulsa. 

Pennsylvania—H. CC. Roberts Electric Supply Co., 
Philadelphia; H. C. Roberts Electric Supply Co., 
Reading; Raymond Rosen & Co., Philadelphia; 
Pierce & Phelps, Inc., Philadelphia; Beckley-Ralston 
Co., Pittsburg. 

Rhode Island—Union Electric Supply Co., Providence. 
Texas—Southwest General Electric Supply Co., Dallas; 
Southwest General Electric Supply Co., Abilene. 

Virginia—Southern Electric Co., Richmond. 


General Electric Supply Co., 
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New Radio Products, Illustrated 





Albert Wahle Co., Inc., Metropoli- 
tan and Morgan Aves., Brooklyn, N. 
Y., has placed on the market its No. 
37 table made to accommodate the 
Atwater Kent No. 37 A. C. set and 
model “E” speaker. It has an an- 
tique brown and gold finish and is 
36 in. high. The side panels are 
ornamental, beautifully designed and 


fmished in antique gold. 

















A. H. Grebe & Co., Inc., 109 W. 
57th St., New York, has announced 
its new all-electric “Synchrophase” 
A. C. six receiver. A feature of this 
set is the “long-distance” switch. 
By means of a shunting resistance in 
one of the radio frequency stages and 
a circuit switching arrangement con- 
trolled by turning a panel toggle 
switch close or distant stations may 
be clearly brought in. 











u | GRID SUPPRESSOR | 








sn 


The International Resistance Co., 
Philadelphia, has developed low range 
resistance units of values from 250 
ohms to 3000 ohms which are of the 
metallized filament type. This grid 
suppressing unit is said to be entirely 
free of any inductive or capacitative 
effects. 








The Stewart Battery Co. 119 N. 
Peoria St., Chicago, is manufacturing 
an “All-dry” “A” eliminator kit. 
When assembled it will supply 
steady “A” current to any set using 
battery tubes. It operates from the 
light socket. It requires no charging, 
and contains neither acid nor water. 





The Belden Mfg. Co., 2300 S. Wes- 
tern Ave., Chicago, announces the ad- 
dition of an A. C. wire kit to its 
line of radio wire accessories. The 
“Colorubber” A. C. wire kit, as it is 
called, consists of a black twisted pair 
of “Colorubber” insulated hookup 
wires for the 114 volt filament circuit, 
a yellow twisted pair for the 21, volt 
filament circuit, a red twisted pair 
for circuits of five volts or more, and 
a coil of green “Colorubber” hookup 
wire. The twisted pairs have the 
precise number of turns necessary 
for the best results. Conductors are 
flexible tinned copper. A_ cotton 
serve inside the Colorubber insulation 
makes stripping for soldering easy. 














The Carter Radio Co., 300 S. Ra- 
cine Ave., Chicago, has announced two 
new tapped resistors. One, the CU- 
20, is a 20 ohm tapped resistor for the 
filament circuit of A. C. tubes. The 
other, TO-5-15, is a 15 ohm filament 
resistor for the new No. 222 shield 
grid tube. It is tapped at 5 ohms 
to provide the C bias. 








The Acme Elec. and Mfg. Co., 1444 
Hamilton Ave., Cleveland, has just 
put on the market a neat transformer 
for converting 110 volts, 50 or 60 
cycle current into the necessary low 
voltage for the new A. C. tubes, No. 
226, No. 227 and power No. 171. The 
transformer is provided with cord 
and plug for the line and short out- 
put lugs having eyelets. The filament 
leads for the converter cable or har- 
ness are to be soldered to these lugs. 
The filament voltages given out for 
the transformer are 1.5-2-5 and 5. 
There are two lugs for the “C” bias. 
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IF | CAN SELL AS 
MANY TEMPLE SPEAKERS 


y a) sly INTHE NEXT TOWN AS 
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Jobbers’ Selesmen are Certain " 
Enthusiastic over TEMPLE SPEAKERS 


Give a jobber’s salesman a product properly designed, well made, and priced 
right, and he will put it over for you. 


That is the reason the Temple Air Column Speaker is enjoying such a volume of 


sales today. 


Backed by a rigid jobber policy and exceptionally well advertised, the Temple 
Speaker has forged its way to leadership in its field. 


TEMPLE 


Air Column Speaker 


The Temple jobber’s proposition means not only increased 
volume, but increased volume on a very profitable basis. And, 
there is so much merit in Temple Speakers that a Comparator 
is sold to make any competitive test an easy matter. That's a 


whole-hearted belief in the merit of your own product, isn’t it? 
No. 13 Standard—13 inch 
The Temple Air Column Speaker 


here illustrated is giving the world 

a new appreciation of Radio. It 

is , scientifically and acoustically 

ot cofrect and _ reproduces faithfully 

9 every tone from a whisper to a 
full voiced orchestra. It will en- 


1925 So. Western Ave., CHICAGO ———— 


L-@ a2 Oe 2S I N rs aA eR DESIGN 
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It “Requires Only Heat.” 


is that the small P 
erally the start o 
on your books. 
er, they are the start of 


ing Kester Solder. 


a national consumer 
ness for you, 


will come to you all year 


APPROVED BY 


Lo Sell 


USE IT'S 
ne toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’ s easy to 
sell because it is ready for use. 


Another thing about Kester Solder 
ackages are gen- 
a dealer’s order 
And for the deal- 


little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
campaign 
which keeps moving his stock and 
automatically creates repeat busi- 


Start now at this active time and 
mgd the repeat business which 












a neat 















round. 
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RADIO ENGINEERS 





ICAGO: SOLDER COMI 


4251 Wrightwood Ave., Chicago 


ANY 












Television 
(Continued from page 80) 


the home. It was the experience 
gained in broadcasting which helped 
to turn the thoughts of radio scien- 
tists and engineers to hitherto unex- 
plained phenomena of electric wave 
propagation. 


Similarly, no division of the radio 
art or the radio industry can hold 
aloof from what our electrical labora- 
tories promise in the matter of visual 
communication. The inauguration of 
television broadcasting upon an ex- 
perimental basis will involve, it is 
foreseen, a series of problems in radio 
transmission, the solution of which 
will make for further progress 
in other fields of radio development. 


Nor can we be insensible to the 
fact that in the progress being made 
in the transmission of photographic 
images by radio, a revolutionary sys- 
tem of telegraphic communication ap- 
pears to be unfolding itself. The dot 
and dash system of electrical signal- 
ling by which letters and words are 
scrambled into signals at the trans- 
mitting end and unscrambled with let- 
ters and words at the receiving end, 
I firmly believe will be succeeded by 
a system of communication that will 
transmit instantaneously the photo- 
graphic image of a letter, a word, a 
message, or the entire page of a news- 
paper, in facsimile form. 





How all the possible combinations 
of sight and sound transmission, en- 
visaged by present-day research and 
development, will further affect the 
progress of the radio art, is still a 
problem for the imagination. 

Referring to the industrial forces 
developed by the progress of modern 
science, supplantive competition, not 
trade or market competition, is the 
really serious problem in any industry 
founded upon the modern sciences. 
The greater menace to the life of any 
industry is not in the competition for 
a share of the public dollar, but in 
the supplantive competition which 
modern science may breed in the lab- 
oratory. The ghost of industrial ob- 
solescence stalks after any industry, 
so thoroughly stabilized that it can 
only grow around the waist. The com- 
| petition which may make as well as 
|mar, depending upon the breadth of 
_view in modern industry, is the com- 
| petition between the old and the new, 
| between those who have made better 
| vebtenge which caused the world to 
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IN THE INDUSTRY 




















Insuring still greater 
profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 


This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 











Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 
—means longer life. 
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BURGESS 





BATTERI 
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A Steady Volume of Business 


on the 


-MER/TION CONDENJER 


/ 


Requires Less Space 


Self-healing 


Less Expensive Lasts Longer 








For B_ Elimina- 
tors, Construction 
of Power Packs, for 
eliminating AC 
“hum.” Prevents 
thumping and 
“motor boating.” 
For smoothing the 
plate supply current 
for amateur instru- 
ments. 


Provides very 
large capacity in 
very small space. 
Cannot be hurt by 
high voltage surges. 
Self-healing. 

Costs less than 
paper condensers. 

Completely 
sealed and unaf- 
fected by moisture. 























Hundreds of retail dealers are now 
featuring the Mershon Condenser for 
B Eliminators, Power Packs and scores 
of other uses. 







THE AMRAD Our new book de- 

CORPORATION scribing the complete 

Medford Hillside, use of the Mershon 

Mass. Condenser is yours for 

J. E. Hahn, the asking. Send for 

President tiie. fil 

Powel Crosley, Jr., your copy today. , 
Chairman of the Board dress Dept. 39. 
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KOLSTER 


CROSLEY 


Console Table No. 





Console Table No. 6J 


704 





The Latest 
in Radio 
These four Wahle 
Metal Console 
Tables offer an all- 
year’round radio 
product with a 
handsome profit. 
They sell particu- 
larly well in house 
furnishing 
and music stores. 
The four tables il- 
lustrated here are 
being advertised in 
the “Talking Ma- 
chine Journal” to 

help you sell. 





THROUGH 


| SOLD 
JOBBERS 











Wahle Console 
Tables are all made 
of metal and fin- 
ished to harmonize 
with the make of 
radio set they ac- 
commodate. Get 
the rest of the de- 
tails through your 
sales manager. 


Albert Wahle Co. 


Incorporated 


242 Sth Ave. 
New York City 


Works: 
Robt. Findlay Mfg. Co. 


Brooklyn, N. Y. 





ATWATER-KENT 
Console Table No. 37 


Console Table No. 17 
RADIOLA 























f VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. 
features will be well worth reading each 
month. 


Various other 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 

















mark a path to their door, and thos 
who have invented a product, devel 
oped a method, or found a means 
that would make rat-traps unneces 
sary. 

But there is dawning, it would 
seem, a new attitude on the part oj 
industry towards supplantive compe 
tition, whose first faint beginnings ris: 
out of the laboratory. That leading 
elements in the automotive industry; 
should interest themselves in aircrafi 
development and production is a 
splendid sign of the times. It be- 
tokens the day of a much closer re- 
lationship and sympathy between in- 
dustrial development and advanced 
scientific research. 

The new day of swiftly moving 
scientific progress and rapid technical 
achievement calls for industrial flexi. 
bility rather than rigid stabilization— 
the flexibility that makes for open- 
minded executives in control of great 
industrial enterprises, for greater cre 
ativeness in production and sales 
plans based upon the changing con- 
ditions of industry, for the constant 
improvement of commodity, equip 
ment or service in order to meet ris 
ing public standards. 

The new day of progress demands 
the adoption of industry of larger 
plans for research—research that will 
give a proper balance of industrial in- 
surance. For no industry involving 
the sciences can be called permanent: 
ly sound whose technical achievements 
are entirely at an end. 

The new day demands the eman- 
cipation of industrial research from 
too rigidly directed lines, and towards 
broader fields of investigation. For 
again it must be said that the spectr« 
of supplantive competition first takes 
shape in the laboratory. Fortunate 
the industry broad-gauged enough to 
recognize in each new scientific and 
technical development a_ beneficent 
wraith, rather than a demon of ob 
solescence whose breath means decay 
and whose touch means extinction. 

(Address before the University 
Club, Boston.) 


2.9 2 


Triangle Officials Ill 

I. Tomberg, president of the Tom- 
berg Elec. Supply Co., Wilkes Barre, 
Pa., of which the Triangle Elec. Sup- 
ply Co., at Scranton is a branch, is i! 
the hospital recovering from an opera 
tion. Ed. Proski, sales manager 0! 
the Triangle branch, is reported crit 
ically ill. 
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pence adams | EWELBOX 
t 


WITHOUT TUBES 


Take advantage of the most amazing 
offer ever made in all Radio History! 


Try this remarkable new Crosley Radio with 
Crosley new type D Musicone without cost or 
obligation. Just phone a Crosley dealer—tell 
im you want to test the new Crosley Jewelbox 


Home is really the place to buy radio! 


Home is where you can decide leisurely and 
surely. Crosley dealers are authorized to home 
demonstrate this new radio. Antenna unneces- 
sary for such demonstrations—30 feet of wire 
on the floor of the room will do nicely. 


Put the Jewelbox to any test! 


Compare it with your old set. Try it with 
any other! Learn what radio reception can be. 
Note how easy it will be to break through any 
surrounding wall of local stations—to bring in 
distant programs quickly, clearly and in fuil 
volume. Be sure you test the Jewelbox with the 
Crosley new type D Musicone that you may 
fully realize, if you own an old set or have 
not heard a Crosley, how far radio has pro- 
ressed. 

emember—you do this all in your own home— 
at no cost and no obligation to you! 


Buy Radio Reception—not Furniture! 


The agg is a radio fine enough to go into 
the finest furniture you can buy and as such 
is easily installed—but it is distinctive, decora- 
tive and desirable by itself. In Crosley radio 
you buy perfect — and radio enjoyment 


Try it in your home 
—that’s the only way 
to buy a Radio! 


Every Crosley Dealer 

is now authorized to 

give you this FREE 
trial! 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., Pres. Cincinnati, Ohio 


Licensed only for Radio Amateur, Experimental 


and Broadcast Reception. 


Montana, Wyoming, Colorado, New Mexico and 
West prices slightly higher. 


NEurac oYNf 
The Musicone finished to match the Jewelbox, $15 


The new Crosley Jewelbox is self-con- 
tained to operate from light socket. 


All in one beautiful case. Add tubes and it's 
ready to operate! It is powerful. Supplying 
180 volts to power output tube it gives full un- 
distorted volume. Other sets supplying 110 to 
135 volts result in poor quality, distortion and 
less volume. 


The new Jewelbox is acutely selective. 


The “Acuminators, an exclusive Crosley feature 
enable you to tune sharply on distant stations 
increasing signal strength and volume to a sur- 
prising degree. 


The new Crosley Jewelbox is up-to-date. 


The dial is illuminated—a modern necessary 
feature. The set is completely shielded as all 
high grade radios should be. The rich brown 
finish high-lighted with gold makes it an orna- 
ment to grace the finest room. The beauty of 
the Jewelbox will charm you. 


The price of the new Jewelbox is a 
riumph of manufacturing genius! 


Crosley engineers designed this new Crosley 
Jewelbox under explicit instructions to make 
first a perfect radio. If the production of their 
final design had been limited to a few hundred, 
only wealthy persons could have afforded them. 
But with efficient Crosley production methods, 
facilities to manufacture parts in million quan- 
tities and a faith in the enormous demand such 
values would create, this splendid radio receiver 
is priced at $95. 


Write Dept. 64 for literature. 
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PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 
New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 


West Coast Sales Representatives New England Sales Representatives 
C. R. Bach Co., 252 Fifth St., Alva D. Stein, 156 Purchase Street, 
San Francisco, Calif. Boston, Mass. 


— 


AL-1475-ALABAX 
AL-923-ALABAX Ceiling Unit AL-990-ALABAX 
Wall Bracket Wall Bracket 























Officers Meet 
The executive committee of the 
Jobbers’ Section of the Federated 
Radio Trade Association met in Chi- 
cago for a two day session at which 
many things were accomplished for 
the benefit of the wholesale trade. 


ee | Radio Wholesale Association 


The Jobbers’ Section was organ- 
ized in Milwaukee on February 15, 
1928, and is now a complete organi- 
zation working under the name of the 
Radio Wholesalers Association affii- 
ated with the Federated Radio Trade 
Association. Interest in the whole- 
salers organization has not lagged 
one bit as evidenced by the complete 
membership of the executive commit- 
tee: Thomas White of the Whole- 
sale Radio Equipment Co., Buffalo; 
Geo. Purdy of the Geo. C. Beckwith 
Co., Milwaukee; Martin Wolf of the 
Electric Appliance Co., Chicago; 
Harry Alter of the Harry Alter Co., 
Chicago; Fred Wiebe of the Brown & 
Hall Supply Co., St., Louis; J. F. 
Connell, Kruse-Connell Co., Indian- 
apolis; W. H. Roth of the Radio 
Specialty Co., of Milwaukee, and 
Harold J. Wrape, Benwood-Linze 
Co., St. Louis, being present in Chi- 
cago for this important meeting. 

Organization plans were completed 
and the Radio Wholesalers Associa- 
tion now has a complete set-up to act 
as an organization for wholesalers 
for the benefit of the radio industry 
and the individual members. 


The manufacturers’ relations com- 
mittee headed by Harry Alter re- 
ported progress being made on trade 
relations and development of a stand- 
ard purchase form which will be 
used by all members of the Radio 
Wholesalers Association upon. its 
adoption. 

The membership committee headed 
by J. F. Connell reported very keen 
interest being aroused in the whole- 
sale trade in general and expressed 
his opinion as being very optimistic 
concerning the future membership of 
this organization. Many applications 
from reputable wholesalers were sub- 
mitted for membership and approved. 


The executive committee approved 
the copy for the booklet, “The Radio 
Wholesaler Needs Organization” 
which is now being printed and is 
available for distribution. This book- 
let has been requested by interested 
wholesalers from coast to coast and 
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7 (INGHAN The Choice 

utstanding in 4 Ria és 

Performance “ . Ty D , a - 
Tw B ES | Millions 


7 Al 
~ fou can depend. 
On their performance.” 


because Cunningham Radio Tubes are ~S 
guaranteed against electrical and mechan- 
ical defects in construction. 


Radio tubes that build jobber 


and dealer confidence. 


E. T. Cunningham Inc. 


New York Chicago San Francisco 


Superior in Quality ah CUN 
iM 


Manufactured and sold under rights, patents and inventions owned and/or controlled by Radio Corporation of A 





Since 1915 STANDARD for all sets 
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Two New ABolite Products 
to Swell Your Profits 






NEW ABOLITE 


NEW ABOLITE OUTLET BOX COVER 


THREADED ADAPTER ga 







a. Tia 


Threaded adapter and outlet box cover fitted to threaded type socket 


ABOLITE OUTLET BOX COVER 


Fits any of the well-known makes of 4-inch outlet 
boxes, and has its opening so proportioned that it makes 
a WATERPROOF JOINT with the top of the socket. 
It’s a “bear” for strength, too—pressed steel throughout, 
and welded instead of riveted. 


ABOLITE THREADED ADAPTER 


An unusually substantial adapter—real A-1 ABOLITE 
Quality, of course—and threaded to fit all standard 
threaded lamp sockets. Can be supplied either separate 
or permanently attached to any ABolite Reflector Unit. 





Let All Your Customers Know 
You Stock the ABolite Line 


The ABolite Reflector Co., 


7500 Stanton Ave., © CLEVELAND, 0. 























will enjoy one of the largest circula 
tions ever achieved by a booklet o{ 
such nature. It deals concretely wit): 
the Radio Wholesalers Association 
and its accomplishments and purpose: 
giving a brief set-up of the entire 
organization and personnel. 

Harold J. Wrape, president of th: 
Federated Radio Trade Association 
reported the activities of the legis- 
lative committee during the past two 
weeks in Washington, D. C. The 
legislative committee of the Federated 
has been actively representing this 
organization on the grave legislative 
problems in Washington and_ has 
been a credit to the organization. 

The next meeting of the Executive 
Committee of the Radio Wholesalers 
Association was voted to take place in 
Chicago, April 21. 

* * * 
Dayton Radio Show 

The Dayton Radio Trade Associa- 
tion, of Dayton, Ohio, held a radio 
show at the Van Cleve Hotel, Febru- 
ary 9, 10 and 11, occupying the entir« 
second and third floors. This hotel 
was selected inasmuch as it, being a 
new hotel (having been open less than 
a month) would naturally attract 
people to visit is, especially in con- 
nection with the radio show. 

Ordinarily, radio shows are held 
in large halls. This, however, has 
several disadvantages especially in 
that it prevents the operation of the 
radio receivers. With this in mind. 
the idea of using hotel rooms was 
tried, which worked out very nicely. 
in fact, much better than was antici- 
pated, more than 20,000 people at- 
tending during the two days and thre« 
evenings that the show was open. 

Thirty-four exhibitors occupied 
over 40 rooms, displaying and demon- 
strating practically all of the various 
types of electric operated receivers. 
Real interest was shown by the public 
in the show which was especially due 
to the various sets being actually in 
operation. Surprising results were 
obtained, considering the arrangement, 
as all the antennaes were close to- 
gether and suspended down the side 
of the building. 

The various dealers can attribut« 
a number of sales already as a direc! 
result of the show and this demon- 
strates that if the various trade or- 
ganizations will plan radio shows to 
be held several times during the year. 
it will help to spread out sales more 
evenly throughout the year. 
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Phantom melody of the air is magic realism to your ear as 
you listen to the new UTAH SPEAKER. Full, rich, harmoni- 
ous, the tones come in with mystic fidelity to original values. 
The new, complete line covers all designs—prices ranging from $10 to $100 


UTAH RADIO PRODUCTS COMPANY, 1615 South Michigan Ave., Chicago 
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LOOMFLEX 


The Indestructible Flexible Conduit 


& 
oe 


Right out of the box it comes, clean and easy to 
handle; cut it to length desired and preserve balance. 
The most convenient carton on the market. 


Light in wall but tough, strong and sturdy; stands 
much abuse without injury. 


& 
all 


“Loomflex” is pliable and easily fished. If flat- 
tened by injury is readily worked back to round with 
the fingers. 


Sold Through Jobbers 


AMERICAN CIRCULAR LOOM COMPANY 


90 West St., New York. 


BOSTON PITTSBURGH ST. LOUIS 
SYRACUSE CLEVELAND DALLAS 
PHILADELPHIA BUFFALO DENVER 
BALTIMORE CHICAGO PORTLAND 
ATLANTA DETROIT LOS ANGELES 





Socket Power Definition 

A “socket power’ definition, whicl 
is expected to guide the public as wel! 
as the industry, probably with adop- 
tion by other organizations interested 
in the radio market, was agreed upon 
by a committee of the RMA engineer- 
ing division, of which H. B. Richmond 
of Cambridge, Mass., is director. The 
meeting, of about 50 radio engineers, 
was presided over by Walter C. Hol- 
land of Philadelphia, and the defini- 
tion for “socket power” and “electric” 
products was respectively: 


“ ‘Socket Powered,’ as applied to a 
receiving set, includes any set oper- 
ated from a light socket or an alter- 
nating current, a direct current, or 
with a self-charging battery compart- 
ment.” 


“The term ‘electric set’ to include 
only those sets operated from a light 
socket without the use of A or B bat- 
teries or wet cells of any description.” 


These trade standard terms are ad- 
vanced by the RMA to prevent future 
public and industrial confusion in 
connection with the new developments 
in radio. The “socket power” term 
was adopted officially in lieu of other 
suggested substitutes which have not 
met with favor from public or press. 








C. E. Harding and “Herb” Richards 
are a couple of the “indispensables” on the 
force of the Collins Electric Co., at Des 
Moines, Iowa. 





ll 
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Here’s Your Chance 


for Extra Profitand gm Service 
Jobbers’ salesmen who think, realize 4 i i a < 4 





that long-profit products build better 
business and profits for both himself 
and house. With @ Panelboards the 
time of selling is paid for by getting 
bigger orders that include staples and 
winning customers who appreciate buy- 
ing froma panelboard informed salesman. 


Are you the one in your territory to WANT 
@® Panelboard sales well enough to work 
‘ for them? Write for details and catalog. 


Arank Adam 


ELECTRIC COMPANY 
ST. LOUIS 


District Offices 

Atlanta, Ga. Denver, Colo. Philadelphia, Pa. 
Baltimore, Md. Detroit, Mich. Pittsburgh, Pa. 
Boston, Mass. Jacksonville, Fla. San Francisco, Calif. 
Buffalo, N. Y. Kansas City, Mo. Seattle, Washington 
Charlotte, N.C. Los Angeles, Calif. Tampa, Fla. 
Chicago, Ill. Memphis, Tenn. Toronto, Ontario 
Cincinnati, Ohio Minneapolis, Minn. Vancouver, B. C. 
Cleveland, Ohio New Orleans, La. Walkerville, Ontario 
Dallas, Texas New York City,N.Y. Winnipeg, Man. 

Omaha, Nebr. 
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NELBOARDS ARE THE ‘‘SIGN OF A BETTER JOB”? 
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Four live items 


one offering re 
value! Every one 
appeal. 





The newly 
developed 
motor, with 
longer life 
offers de- 
cided sales 
advantages 
on the 16 





High dollar value 
is at once apparent 
in the 9inch oscil- 
lating fan. Popular 
priced. 


Investigate these four fans—every one 


inch oscillating fan. 


4 Fans 


Dealeys can sell 


as leaders 


for this year! Every one a 
profitable item too! Every 


al_ dollar 
with sales 


The Signal Table Fan is a 
real leader—a fan dealers 
can sell. Popular priced— 
efficient—attractive—an in- 
stant attention getter. 


The Signal Cool Spot 
should be displayed by all 
dealers. It comple 
the demand for a low-priced fan. Retails 
for $5.50—but is not a cheap fan in any 
respect. 


tely meets 





of therm 


dealers can sell. Write today for jobber’s terms. 


SIGNAL ELECTRIC MFG. 
Manufacturers of Fractional H. P. Motors 


MENOMINEE, MICHIGAN 
Export Office, NEW YORK, 56 Wall St., Room 225 


Boston Denver Dallas 
New York Pittsburgh Minneapolis 
Philadelphia St. Louis San Francisco 


Atlanta Chicagu Los Angeles 





co. 


Seattle 
Toronto 
Winnipeg 
Buffalo 


SS 


YUM 














Joseph E. Sager 
(Continued From Page 16) 


the firm of James W. Poole became 
James W. Poole, Inc. 

Mr. Poole’s whole career had been 
attended by one misfortune after an- 
other so that upon his death in 1918 
“Joe” Sager, the tireless young execu- 
tive of the beginning of this story, 
acquired control of a defunct business 
with its future apparently behind 
instead of before it. Clever financing, 
hard work, and clear thinking, how- 
ever, brought the firm, now the Sager 
Electrical Supply Co., through the 
woods. As is the case with many a 
successful business man, these early 
trying days of the company undoubt- 
edly made “Joe” Sager. 

In 1920, Mr. Sager moved the busi- 
ness to 201 Congress St., where he 
paid 10 times the rent he paid at 16 
Columbia St., and was given six 
months to pass out of the picture. 
Quite to the contrary in 1921, the 
very next year, on a half million dol- 
lar business he made a net profit of 
$65,000.00 or 18 per cent after de- 
ducting his own salary and, although 
this was his best year in percentage 
of net profit the amount of his net 
earnings increased in dollars every 
year until 1927. This year showed 
the poorest net (only 5%) on a vol- 
ume four times as large as 1921 and 
20 times as large as 1918 the first 
year in the history of the Sager Elec- 
trical Supply Co. 

J. E. Sager has been called the 
father of the branch house idea in 
New England in the electrical jobbing 
trade. It was his belief that electrical 
supplies and appliances should be 
placed within easy access of the con- 
tractor, dealer and industrial buyers. 

“The impulse to open branch 
houses,” he says, “requires the ex- 
ercise of a colossal amount of plan- 
ning. There are certain cardinal prin- 
ciples which must be followed to the 
letter. First, select your manager 
carefully and train him thoroughly 
from the ground up in your main store 
so that when he takes charge of his 
own store all he has to do is follow 
his teachings with the additional use 
of a fair amount of common sense. 

“A branch store must have mer- 
chandise in quantity and kind suitable 
to the location of the store. The com- 
pleteness of the stock must always be 
maintained and available for quick 
and rapid handling. Accounts re- 
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ARROW-T win and Triplet Switches 


10 Amperes, 125 Volts— 5 Amperes, 250 Volts 




















a> 






or 


Three 
Lighting Circuits from 
SWITCHES pane One ARROW Switch 




















6896 | $0.85 |Twin (2 Single Pole Switches)................... 

6828 -95 |Twin (1 Single Pole and 1 Three Point t Switch). 

6897 1.10 |Triplet (3 Single Pole Switches). . : 

feadand Package 10, Carton 2. i An Inconspicuous, Convenient 

PLATES—BRASS and Attractive Installation. 
Struck Up (.040 inch) Rie = or Si 

6910 | $0.14 | 6910A | $0.10 |For 1 Twin Switch............. All In a Single Gang Box. 

6911 14 | 6911A 10 |For 1 Triplet Switch............ 

















Standard Package 10, Carton 2. 





PLATES—ARROLITE . - . SOLD THROUGH 
cll Br hy ~ Oh a eR JOBBERS 











Standard Package 10, Carton 2. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


ROW 


The complete line of Wiring Devices 
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MURRAY 


METER SERVICE SWITCHES 





ACCESSIBLE MAIN 
FUSES 





AND 
COMBINED WITH 
ACCESSIBLE 
BRANCH FUSES 
IN 


VARIETIES TO SUIT 
ALL REQUIREMENTS 


SEND FOR CATALOG 








EASY WIRING IS CHARACTERISTIC OF 
EVERY MURRAY SWITCH 


METROPOLITAN 
DEVICE CORPORATION | 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 











CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
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ceivable must be kept well in hand 
and cash exacted in doubtful cases, 
for too many merchants lose sight of 
the important fact that it is easy to 
sell goods but not always easy to col- 
lect their money. 

“Customers should not be permitted 
to use one’s business as a convenience, 
buying without regard to whether or 
not the merchandise they select is 
what they need, then returning it for 
credit, which often helps to bring a 
concern to an untimely end.” 

Mr. Sager’s first venture with a 
branch store was in July, 1923, when 
he opened a branch house at 71 Blake 
St., Lynn, Mass. These quarters 
soon proved to be inadequate to the 
store’s needs so a new place at 80-32 
Spring St., was acquired and in only 
six months numbers 34 and 36 of the 
same street were added. 

Meanwhile Mr. Sager desired an 
attractive show room for specialty 
merchandise so the site at 157 Frank- 
lin St., just half a block from the 
main office and warehouse was select- 
ed. This store is used as a display 
room for heating and motor driven ap- 
pliances, fixtures, lamps, radio and 
other specialties—even automobile 
tires. 

From this point on it has been one 
branch house after another until today 
there are two Sager stores in Boston 
(the main house at 201 Congress and 
the display room at 157 Franklin St.) 
and others in Lynn, Brockton, Wor- 
cester, Springfield, Quincy and Cam- 
bridge; the latter two added in Feb- 
ruary, 1928, and December, 1927 re- 
spectively. When asked about future 
additions, Mr. Sager’s indefinite reply 
was that circumstances and expedi- 


| ency alone will guide his actions. 


The Sager Electrical Supply Co., 
now has only four outside salesmen, 
where it once employed eight and for 
the territory his company serves, Mr. 
Sager is not a staunch believer in 
them. The branch house has taken 
the salesmen’s place in Sager’s plan 
of doing business. On the other hand 
his policy may be to his employees 
advantage for the man who would 
otherwise be a traveling salesman is 
a branch house manager instead and 
is thus afforded a broader opportunity 
for the development of native ability 
and initiative—as well as income. 

Through numerous branch houses 
Mr. Sager contends he obtains a 
greater share of the available business 
Each house 


in a given community. 
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ON THE TABLE me 57 & Ss oe DIRECT TO BASE PLUG 


Show it it 


Sxuow the Foursome to your retailers — Show how it eliminates the necessity of taking 
turns with electrical appliances — 








Show it in all of its standard colors—red, black, 


jade, walnut, mahogany and onyx — Show how it multiplies the conveniences of 


; electricity. 
Show how it may be connected for use on a table y 
Start your Central Station stores, electrical appli- 


or direct to a base plug — 

ance dealers and hardware mer- 
Show how it makes up for the STANDARD COLORS chants with a standard package 
lack of enough electrical out- Red, Jade, Black, Mahogany, Walnut, Onyx of twelve at least — and watch 
lets — Standard Package 12. List Price $2.00 them repeat. 


CoLtT’s PATENT FirRE ARMS Mrc. Co. 
MOLDED PRODUCTS DIVISION 


HARTFORD, ConneEcTicuT, U.S. A. @ 


NEW YORK « BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO - SAN FRANCISCO 33-0-39 
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CATERING— 


To Your Contractors’ 


Needs / 


Outlet Boxes 
Extension Rings 
and Covers 





24155 C 52-C-16 


**Star’’ Bushings— 





the original Malleable 
a | Iron Rust-Proof Rib 
¥, in. “Star” Bushing Design Bushings 
The rounded surface 
prevents abrasion of Y, in. Brass Bushing 
wires. % in. to Ll in. Design 


Squeeze Connectors 
Set Screw Connectors 
Connectors of all kinds 





**Star’’ Sectional 
Switch Boxes 





Fi ae 


Star CL 


Star CD 


HERE is no need of your contractors, or contractor-dealers which 

cannot be met in the Steel City Line. Jobbers’ salesmen find that 

the popularity of Steel City Products is increasing by leaps and bounds 

and with that popularity has come a volume of business profitable 
in itself and, what is more important, rapid in turnover. 


~ 


If you do not have catalog No. 35 write for it at once. 
y g 


Steel City Electric Co. 


PITTSBURGH, 














| to his belief in advertising. 





does a large pickup business and M: 
Sager points with some pride to the 
fact that his cash sales now exceed 
his open account sales. He is trying 
to build up the former as much as 
possible and asserts that his large 
cash business and careful watching o! 
open accounts is responsible for a sub 
stantial net profit shown at the close 
of every year. 

The Sager Electrical Supply Com 
pany, its owner tells us, is unusually 
strict in its policy of accepting re- 
turned goods and making cash refunds 
and to this policy he attributes his 
steady maintenance of profit. There 
has been some criticism, it seems, as 
to Mr. Sager’s acceptance of retail 
business but he explains that although 
he does do a substantial business at 
retail he does not meet retail condi- 
tions by making cash refunds, grant- 
ing retail charge accounts, accepting 
returned goods, installment selling, 
prepaying express, etc. 

Not in ten years, he says, has he 
made a cash refund either wholesale 
or retail. In each store a sign is 
prominently displayed: “Our Policy— 
This is a wholesale house. We will 
sell retail at retail prices as an ac- 
commodation. Kindly remember the 
retail trade is not solicited.’ So if 
a person buys at retail he has been 
duly warned and is not privileged 
to return anything he has purchased. 
Furthermore, Mr. Sager states, credits 
—that is, overcharges and returned 
goods on his wholesale business charge 
accounts—run less than one per cent. 

To do these things, he tells us, it 
is a case of fight all day long with 
himself and with the trade to prevent 
an abrogation of his inexorable policy 
in this respect, especially since his 
wholesale customers particularly, 
claim they are granted these privileges 
elsewhere. But, he says, as long as 
his business is a success and he con- 
tinues to make money by his appar- 
ently “hard-boiled” strictness he’s go- 
ing to stick to it. 

Every Sunday afternoon families of 
New England turn the dials of their 
radios, to Station WEEI from which 
emanate the strains of beautiful sym- 
phonic music played by “Sager’s Or- 
chestral Players.” Thus, at this radio 
station the period from two to three 
on Sunday afternoon is known as 
Sager’s “Hour of Hospitality.” 

The fact that these programs cost 
Mr. Sager $50,000.00 a year attests 
“Natu- 
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NATIONAL 


Which One is You? 


OME jobber’s salesmen lead their dealers and 
some follow their dealers. 


Only by leading your dealers—successfully—can you 
sell more goods to them. Because you can't sell 
them more than they sell. 


The star salesman leads by starting out each morning 
with a new business-building thought for his dealers. 
He always has a special job for today. 


What is your special job for today? Here's a sure 
way to sell more National Mazpa lamps. 
Sell every one of your dealers the idea of asking every 
customer “How are you fixed for lamps? Just as the well- 
trained waitress asks ““What will you have for dessert?” 


MAZDA is not the 
name of a product but 
the mark of a research 


These are definite suggestions which make extra sales. 
The simple question “How are you fixed for lamps?” 
will increase your dealer's National Mazpa lamp 
sales at least 20%—and yours, too. 


Make this your constructive idea for today and every 
day this trip. Lamps will well repay your extra 
effort. Lamps are big volume, constant repeat sellers. 
Lamp business is, or should and can be, one of the 
ten leaders in your house. 


Send for our free Four Star Book. It’s full of proved 
lamp selling methods for dealer and jobber's salesman 


NATIONAL LAMP WORKS 


Service. of General Electric Co. 
Nela Park, Cleveland, Ohio 


Send me your free Four Star Book of pictures and words : 
describing the four ways a dealer sells more National Mazpa : 


lamps. 
: NAME... 
i ADDRESS 
CITY. 


C 
ERAL ELECTS, 
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Youngstown 
Buckeye 
Conduit 





Made with the 
Object o: Quality 


Step by step through all 
stages of its manufacture, from 
ore to finished Youngstown- 
Buckeye Conduit, a most ex- 
acting standard is strictly main- 
The Youngstown 
Sheet and Tube Company is 


tained. 


the world’s largest manufac- 
turer of rigid steel conduit. 
The pipe used is all specially 
selected for its ductility and 
perfection of weld from the 
output of our 22 tube mills. 
All threads are carefully cut 
and protected. Diameters are 
accurate and uniform. Enamel 
used is our own formula and 
interior finish is smooth as 
glass. Youngstown-Buckeye 
Conduit is made with the ob- 
ject of quality, and to that end 
employs every modern facility 
known. In the largest installa- 
tion or the smallest, it can be 
relied upon to render worthy 
service during the entire life 
of the structure. 


The 
Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 








, rally,” he says, “my broadcasting di- 





rects a good deal of retail business 
to our doors and it is for this reason 
among others that we hang the sign 
stating our policy in each store.” 
This program is the second oldest 
commercial broadcast in New -Eng- 
land. The first program was broad- 
cast on March 12, 1925. For the 
first four weeks these Sager Broad- 
casts featured a program of dance 


| music by the “Sager Syncopators.” 


This soon gave way to a symphony 
orchestra whose broadcasts are largely 
the melodious works of Mozart, Wag- 
ner, Aubry, Murzilli and Victor Her- 
bert. As a consequence Sager’s 
“Hour of Hospitality” has come to 
be one of the most popular radio 
hours in New England. 

Mr. Sager is a Mason, a Shriner 
and member of the Scottish Rite. 
He is not a clubman nor a golfer but 
has the reputation of being Boston’s 
biggest hockey and baseball fan. He 


_hasn’t missed a minute’s play of the 


Bruins, Boston’s professional hockey 
team, in four years and broadcasts 
all of their out of town games. 
Though he never played baseball him- 
self, Mr. Sager has attended practi- 
cally every big league game in Boston 
in either league in the last 10 years. 
In spite of his being such a sport fan 
he returns to his Congress Street 


| store after every game. 


His organization, however, doesn’t 


begrudge a minute of the time he de- 


votes to attending afternoon ball 


| games for he works on an average of 


100 nights a year. 


He does not ask 
his men to do anything he would not 
do himself and is anxious to build 
loyalty which, without a doubt, he 
has done to a marked degree. 


“e ” 


Joe’ Sager has never had more 


| than one person a year leave him and 


it is his proud boast that he hasn't 
fired five people in ten years. He 
hates to fire a man so he sees to it 
that he gets the right men and builds 
loyalty to him among them. This is 
indeed remarkable in an organization 
of 100 employees, every one of whom, 
as the much advertised slogan goes, 
“Swear by not at him.” 


Mr. Sager owns 100 per cent of 


_ the stock in his company and doesn’t 


believe in employees participating in 
stock ownership. He owns the build- 
ing which houses his main office and 
warehouse, and a large building op- 
posite the South Station. Besides this 


he owns a concern in Wollasto:.. 
Mass., producing rubberized shoe clo! |, 
such as is employed in the fabricatio, 
of tennis shoes. 


He now has four children—a gir 
of 15, a boy of 14, a girl of thre: 
and a baby boy a year old. Wit! 
the rest of his family he is a member 
of the Congregational Church. 


In some respects Joseph E. Sager 
is a very unusual personality. H: 
never reads a book and never has read 
but a very few which indicates that 
his business acumen has resulted from 
experience, application and keeping 
his eyes open. The best description 
of the character of this man and his 
extraordinary strength of purpose 
lies in his parting statement to us: 
“T run my business the way I think 
it should be run regardless of how 
many enemies I make.” 





Krich Swings to Merchandise 
Lines Only 

The Krich Light and Electric Co., 
of Newark, N. J., has taken a radical 
step in the conduct of its business 
by eliminating all wiring supply lines. 
It will concentrate hereafter on the 
development of the merchandising 
business among the dealers of New 
Jersey. 

Says Max H. Krich: “We mean 
by this statement that with the great 
increase in the number of electrical 
specialties now having public accept- 
ance, and with the advent of radio 
and its great volume a dealer’s busi- 
ness if properly exploited can be 
made profitable enough for him to 
confine his activity to the merchandis- 
ing and selling of electrical special- 
ties in the same manner that the 
jeweler or the shoe dealer sells his 
merchandise.” 














W. E. Bodart, on the right, is manager 
of the electrical department at the Morley- 
Murphy Hardware Co., Green Bay, Wis 
The other man is A. J. R. Seybert, who 
sells radio in the territory. 
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Announcing the New 
Plate 


. HEY said it couldn't be done” — 
but here it is—a Duplex Recep- 
tacle Plate in mirror glass with 

center screw hole. With the addition 
of the Duplex Plate illustrated, the 
HARING line of mirror glass switch 


plates is complete. 


HARING leads the field in the 
manufacture of glass switch plates. 
HARING plates are fabricated of genu- 
ine plate glass, double silvered, beveled 
and polished. 


Salable! One appreciates instantly 
that HARING plates will never dis 
color or tarnish. They will harmonize 
perfectly with any scheme of interior 
decoration. 


Write for complete information. 


“ASK FOR THE MIRROR PLATE IN THE ORANGE AND BLUE CARTON” 


Mirror Toggle Mirror Receptacle Mirror Push Button 
Plate Plate Plate 
Single to Six Gang. Single to Six Gang. 


“SOLD THROUGH JOBBERS” 


HARING SWITCH PLATE COMPANY 


609 Washington Square Bldg. Philadelphia, Pa. 
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IN THE INDUSTRY 


MANUFACTURERS 





Cooper W. Wilkins Dead 

Cooper W. Wilkins, a man excep- 
tionally well known in the electrical 
industry and one having innumerable 
friends among the electrical jobbers, 
died at his home in Bowling Green, 
Ky., on March 16. 

Mr. Wilkins suffered a stroke while 
attending the Electrical Supply Job- 
bers Association meeting in Buffalo 
in 1924. At that time he was Chi- 
cago district manager of the National 
Carbon Co. He was 55 years of age. 


* » * 


C. W. Eaton Passes Away 

Charles W. Eaton, sales representa- 
tive for the Appleton Electric Co., 
Chicago, who made his residence at 
Cincinnati, passed away February 
22, after an illness of but a few days. 
Mr. Eaton was well liked by all who 
knew him and his death will be keenly 


felt by his many friends. 
* * # 


Dongan Absorbs Electrical 
Specialties Co. 

The latest move of one of the radio 
industry’s largest parts manufactur- 
ers, the Dongan Electric Mfg. Co., of 
Detroit, is the purchase of the busi- 
ness and equipment of the Electrical 
Specialties Co., Inc., manufacturers 
of fixed condensers. 

Dongan is one of the few parts 
manufacturers that has persisted in 
limiting its activities to the produc- 
tion of parts alone. Since the advent 
of commercial radio, Dongan has de- 
signed and built all types of trans- 
formers, chiefly for set manufactur- 
ers. Many of the recent develop- 
ments in AC transformer design orig- 
inated in the Dongan laboratory. 

C. Sam Swanson, sales manager, 
advises that C. Ringwald, former 
president of the Electrical Special- 
ties Co., Inc., joins the Dongan ranks 
as sales engineer, in charge of con- 
denser sales and engineering. Mr. 
Ringwald has had a most interesting 
career in his field dating back as far 
as 1908, when he was an engineer 
with the Robbins & Myers Co. After 





a number of years with this company, 
he continued his activities in elec- 
trical engineering as consulting en- 
gineer. In this capacity he did im- 
portant such nationally 
known companies as the Remy Elec- 
tric Co., Owen Dyneto Co., Paige- 
Detroit Co., Sur-Hit Products Corp., 
R. B. M. Manufacturing Co., and the 
Brown-Caine Co. 

Long recognized as a _ condenser 
engineer, Mr. Ringwald in 1926 or- 
ganized the Electrical Specialties Co., 
Inc., of South Bend, Ind., and it 
quickly became one of the important 
factors in the fixed condenser field. 

Dongan plans to continue, as in 
the past, its policy of serving the 
manufacturer, and will expand its en- 
gineering department and laboratories 
to keep pace with this new addition 
to the transformer business. 

Added space is being provided to 
the present Dongan plant for the in- 
stallation of the machinery and 
equipment of the Electrical Special- 
ties Co. 


work for 





N.E.M.A. Policies Division 


The spring meeting of the Policies 
Division of the National Electrica] 
Manufacturers Association was _ held 
at the Edgewater Beach Hotel, Chi 
cago, March 14 to 16. “Code ot 
Ethical’ and Sound Merchandising 
Principles” by N. A. Wolcott, chair 
man of the committee, “Terms of 
Payment” by R. J. Russell, Century 
Electric Co., “Minimum Standards of 
Performance for Electrical Products’ 
by W. S. Rugg, Westinghouse Elec 
tric & Mfg. Co., and a general dis- 
cussion of “Costs and Channels of 
Distribution” featured the program. 


eS 


Trattler Back from California 


I. G. Trattler, vice-president and 
sales manager of the Eastern Tube 
& Tool came back early in March 
from the “Land of Sunshine,” Cali- 
fornia, where he had been promoting 
the interests of Etteco—a good winter 
exercise. 




















Under the auspices of the National Electric Light Association, the first schoo! 
of electrical advertising completed a crowded and successful four day course 0! 
March 8 at the Edison Lighting Institute of the Edison Lamp Works of Genera! 


Electric Co., at Harrison, N. J. 
of the Institute. 


A model electrical city formed the prize exhibi' 
A section of a modern city, with its skyscrapers and canyon: 


was built to scale, and used to demonstrate every type of modern lighting. 
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EERLESS Fans have distinctive lines and 

quality features that appeal to dealer and 
consumer alike. During 35 years Peerless has 
been a name synonymous for breeze-makers 
that are exactly what their name indicates. 


Right now is the time to write for the Peerless 1928 
Fan program. Some jobbing territories are open. 















2} Pp BERLESS ELECTRIC COMPANY WARREN, OHIO. 















FANS-MOTORS ( 
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ESTABLISHED 18693 
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Charles Pierson Now President 
of Standard Stove 
Charles A. Pierson has been elected 
president and general manager of the 
Standard Electric Stove Co. of Tole- 
do, Ohio. 
March 26. 
with 


He assumed his duties on 
Mr. Pierson has been as- 
that 
1916, representing it at first in Mis- 


sociated company = since 


souri and Kansas. After discharge, 














Charles A. Pierson 


during the war, he went to Toledo as 


engineer and later superintendent. 
Then he became successively sales 


manager and vice-president and gen- 
eral manager. 

The Standard product is known 
throughout the country as a complete 
line of electrical cooking devices. The 
company plans expansion into a new 
plant and will add a vitreous porcelain 
its equipment. 


enameling plant to 


This will enable it to control the 
manufacture of the product entirely 
within its own plant. 


* * * 


G-G-H Increases Capital 


Offering is being made by John 
Burnham & Co., and C. L. Schmidt 
& Co., of 29,000 shares of no par 
common stock of the Grigsby-Grunow- 
Hinds Co., Chicago, the largest man- 
ufacturer in the world of electric 
power units for radio receiving sets. 


The company was organized in 
Illinois in November, 1921, with the 
paid in cash capital of $45,000. In 
May, 1927, about $800,000 was 
raised by the sale of stock to some 
close friends of the company, and 
with that exception, until the present 
financing, the growth of the company 
has been entirely from earnings. 


* * * 


Ideal Commutator Dresser Co. 


The Ideal Commutator Dresser 
Co., of Sycamore, IIl., has opened a 
New England Office at 182 Purchase 
St., Boston, Mass. Competent sales’ 
engineers will be in charge and will 
render at any time, advice on the 
maintenance of commutators and slip 
rings at no obligation to its cus- 
tomers and potential users. Along 
with this service the company will 
carry in Boston, warehouse stocks of 
its “Ideal’’ commutator resurfacers 
and other maintenance equipment, as 
well as a stock of “Ideal” wire con- 
nectors, will enable it to 
promptly fill rush requirements. 


which 


It has also appointed new sales 
representatives as follows: C. B. 


Keck, 1565 Rydalmount Rd., Cleve- 


MAN IN THE INDUSTR 


™~ 











From the land of sunny Florida comes 
this photo of Mr. and Mrs. D. Hayes Mur- 
phy of Hartford, Conn., where it seems 
that Mr. Murphy was resting from his 
arduous duties as president and general 
manager of the Wiremold Co., and _ vice- 
president of the National Electrical Manu- 
facturers Association. 





land Heights, Ohio, covering Cleve 
land territory—stock carried; F. D. 
Lawrence Electric Co., Cincinnati, 
Ohio, covering Cincinnati territory 

stock carried; O. T. Hall, 432 N. 
Calvert St., Baltimore, Md., covering 
state of Maryland, District of Colum- 
bia and the eastern part of Virginia; 
G. A. Brewer, New Haven, Conn., 
covering state of Connecticut—stock 
carried; DeMoss-Fox & Co., 320 
Beaubien St., Detroit, Mich., covering 
state of Michigan and Toledo, Ohio 














are talking about Christmas again. 


train, 100 inches long. 


with solid brass trim throughout. 


The toy train people certainly look to the future. 
The American Flyer Co. 
of Chicago heralds its new 1928 American Flyer Rainbow Line 
in the advanced “President’s Special,” a 
It is finished in a two-tone shade of 
Rolls Royce blue sprayed-on enamel, and brilliantly decorated 
It has an automatic ringing 
bell on the locomotive, that rings steadily unless shut off; power 
switch with which the current can be shut off from the locomo- 
tive, allowing the lights to remain on, when not in motion; in- 
dividual car lighting switches, located in the battery box, with 
the aid of which the lights can be turned on or off in the cars; 





Here they 


deluxe wide gauge 


solid brass decorations throughout, including individual window 
inserts, etched nameplates, showing train names, car names, (a! 
numbers and American Flyer lines; steps; journal boxes; bat 
tery boxes; air tanks; handrails; vestibule diaphragms, and 
many other little flashy frills. 
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_ All Plug Fuse Prices Have Been Reduced! 
, NOW! 
~f— Clearsite Fuses Cost No More! 


Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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TS Easier, Sell 
“EMERSON 





- vac ~~ . . . because the Emerson line is 
1 i . . 
cific Coast. complete and includes the quick 


selling Emerson Jr. Fans, retailing 
at $10.00 and $15.50. Two popular 
priced leaders that the dealer can 
push without fear of comebacks or 
grief. 
THE EMERSON ELECTRIC MFG. CO., 
iy Washington Ave., St. Louis, Mo. 


6 W. Was pagtos "Biva., Chicago. 
50 Church St. New York City. 


MERSON FANS 
ite 5 Year Guarantee 
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y) tHE ANSONIA FILECTIRICAL CO. @ 
The Ansonia 
Card Indicating Annunciator 


This annunciator is very popular and low 
priced. Furnished with any number of drops 
from 2 to 20. An ideal signal system for 
home, office or small hotel use. 


Made with the same high quality of design 
.and construction as the Ansonia Needle 
Type Annunciators. 

Easy to sell wherever an accurate moderate 
priced annunciator is required. Full descrip- 
tion and prices shown in our complete cata- 
log. Sold through jobbers only. 


Write for this 64-page catalog J 

which shows a complete line of 

Annunciators, Bells, Push but- 

tons and other electrica! house 
goods. 





THEANSONIA ELECTRICALCO, 
ANSONIA, CONN. 


ANNUNCIATORS — BELLS 
BUZZERS — PUSH BUTTONS 








ELECTRICAL IHIOUSE GOODS 




















Bob Bennett New A. C. Dayton 
Sales Manager 


Official announcement states tha: 
effective at once Bob Bennett hb: 
comes general sales manager of tlh 
A. C. Dayton Co., at Dayton, Ohio. 
manufacturers of Dayton radio set. 
and electrical equipment. Mr. Ben 
nett has taken a financial interest i), 
the Dayton company and in his posi 





Robert W. Bennett 


tion as general sales manager will b: 
in direct charge of sales, advertising. 
credits and in conjunction with Con 
rad Strassner will generally super 
vise the A. C. Dayton Co., business 

Bob Bennett is the well known and 
popular retiring president of the St 
Louis Radio Trades Association and 
also retiring director of the Federated 
Radio Trade Association. He has 
successfully conducted the R. W 
Bennett Co., manufacturers agency in 
St. Louis, for six years, during which 
time many manufacturers through his 
efforts did exceptional volume in th: 
St. Louis and Southwest territory. 

The Federated and the St. Louis 
Radio Trades Associations’ loss will 
be the R. M. A.’s gain, as Bennett 
is an untiring organization worker. 
and one who gets results. As _ vice- 
president of the St. Louis Radio 
Trades Association he was responsib| 
in influencing that Association to es 
tablish a permanent office and h« 
brought W. P. Mackle to St. Louis 
to manage it. 

His fertile brain also conceived the 
idea of re-organizing the association 
into three groups, sales agents, job- 
bers and dealers and under this plan 
more prosperity was visited on the 
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NOW available for 
your Ventilating contractors 


The 
AMERICAN BLOWER 
CORPORATION’S 
New 


ROTOGRAVURE 
MAGAZINE 



















Tells the story of proper 
ventilation and the bene- 
fits of American Blower 
Equipment. New! Attrac- 
tive! Effective! 





Write today for copies 
for yourself and your 
dealers. 


Imprinted and fur- 
nished to dealers 
free of charge. 


AMERICAN BLOWER CORP., DETROIT, MICH. 


CANADIAN SIROCCO CO., LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


(730) 


Ameri can Rlower 


66 
VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
~~ GS Manufacturers of all Types of Air- Handling QjgW Equipment ———— Since 1881 











x th Crees 
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TSEASICY Sell 
"EMERSON 


“ aera ~~ . . . because the Emerson line is 
1 er » - r 
cific Coast. complete and includes the quick 


selling Emerson Jr. Fans, retailing 
at $10.00 and $15.50. Two popular 
priced leaders that the dealer can 
push without fear of comebacks or 
grief. 


THE EMERSON ELECTRIC MFG. CO., 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Bivd., Chicago. 
60 Church St., New York City. 


MERSON FANS 
“the & Year Guarantee 























__ GY Titik ANSONTA ELECTRICAL CO, es 


The Ansonia 


Card Indicating Annunciator 


This annunciator is very popular and low 
priced. Furnished with any number of drops 
from 2 to 20. An ideal signal system for 
home, office or small hotel use. 


Made with the same high quality of design 
.and construction as the Ansonia Needle 
Type Annunciators. 

Easy to sell wherever an accurate moderate 
priced annunciator is required. Full descrip- 
tion and prices shown in our complete cata- 
log. Sold through jobbers only. 


Write for this 64-page catalog J 
which shows a complete line of 
Annunciators, Bells, Push but- 





tons and other electrical house 
goods. 
THEANSONIA ELECTRICALCO, 


ANSONIA, CONN. 


ANNUNCIATORS — BELLS 
BUZZERS — PUSH BUTTONS 








ELECTRICAL HOUSE GOODS 




















Bob Bennett New A. C. Dayton 
Sales Manager 


Official announcement states th: 
effective at once Bob Bennett b 
comes general sales manager of th. 
A. C. Dayton Co., at Dayton, Ohio. 
manufacturers of Dayton radio set. 
and electrical equipment. Mr. Ben 
nett has taken a financial interest i), 
the Dayton company and in his posi 








Robert W. Bennett 


tion as general sales manager will b« 
in direct charge of sales, advertising. 
credits and in conjunction with Con 
rad Strassner will generally super 
vise the A. C. Dayton Co., business 

Bob Bennett is the well known and 
popular retiring president of the St. 
Louis Radio Trades Association and 
also retiring director of the Federated 
Radio Trade Association. He has 
successfully conducted the R. W 
Bennett Co., manufacturers agency in 
St. Louis, for six years, during which 
time many manufacturers through his 
efforts did exceptional volume in th 
St. Louis and Southwest territory. 

The Federated and the St. Louis 
Radio Trades Associations’ loss will 
be the R. M. A.’s gain, as Bennett 
is an untiring organization worker. 
and one who gets results. As vice- 
president of the St. Louis Radio 
Trades Association he was responsibl« 
in influencing that Association to es- 
tablish a permanent office and_ he 
brought W. P. Mackle to St. Louis 
to manage it. 

His fertile brain also conceived the 
idea of re-organizing the association 
into three groups, sales agents, job- 
bers and dealers and under this plan 
more prosperity was visited on the 
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NOW available for 


your Ventilating contractors 


The 


AMERICAN BLOWER 
CORPORATION’S 


New 


ROTOGRAVURE 
MAGAZINE 












Tells the story of proper 
ventilation and the bene- 
fits of American Blower 
Equipment. New! Attrac- 
tive! Effective! 


Write today for copies 
for yourself and your 
dealers. 


Imprinted and fur- 
nished to dealers 
free of charge. 


AMERICAN BLOWER CORP., DETROIT, MICH. 


CANADIAN SIROCCO CO., LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


American Rlower 


“6 











eV enmanive, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
ne. of all Types of Air- Handling dig Equipment ————- Since 1881 
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COLUMN 











Another field we’re 
covering ... for you 





It is an enormous field— 
Sign lighting. Thousands 
of reflectors are bought 
month for this one 
purpose ! 

The above advertisement is 
one of a series on Isolux 
we're directing to this group 
of purchasers, through 
“Signs of the Times.” In 
addition to this, mailing 
pieces on Isolux are being 
sent to them continuously. 
This publicity, together with 
the better performance that 
Isolux gives, is rapidly 
making this reflector stand- 
ard sign lighting equipment 
throughout the country. 
Here’s some good business 
for you every month. Tie 
up with this Isolux adver- 
tising—talk Isolux—the re- 
sults will more than repay 
you! 


= WHEELER REFLECTOR 
COMPANY 


275 Congress St., Boston, Mass. 
NEW YORK ATLANTA CLEVELAND 


every 


AVUUUUUUAGREUELOGOUAEOUUROUUOOOGRUUEEUOOGOONOORGUEUGOOAOORONUOEUOOGGgOHsREnEEOOUOOOGORNGRETUUOUOUOOOOEEOUUUOUOGOMORREEEEUOUUOOSREAAEUTUOOUGOORGRREUOOGGSUARLASUULOGAEOUUUOUUUUUMAAATUUAHOMOGEUUOUOASAUUTUUOOOOAVUUUULEOOOVUEUETUOOOONONDUUUUOQOONOENEUTU 


Pacific Coast Representatives: H. B. Squires 
Co.—San Francisco, Los Angeles, Seattle. 
Canadian Representative: Canadian General 
Electric Co. 











St. Louis Association. This plan 
proved its justification when in Mil- 
waukee the national Federated asso- 
ciation adopted a resolution amending 
its Constitution and By-Laws to pro- 
vide the same set-up. 

* * # 


Seventeen New Salesmen for 


Wahle 


| Frederick Schwartz, general man- 


lager of the Albert Wahle Co., Inc., 


| 242 Fifth Ave., New York, announces 





_the appointment of a number of new 
salesmen who will work for and with 
jobbers, as follows: 

Carl T. Barr, headquarters in Bos- 
ton, will cover New England terri- 
tory; Frank Gannah, working out of 
Buffalo, will cover New York State; 
Jerry Schwartz, Jr., and Archie 
Goodman, will cover New York City; 
J. H. Giegenbaum, headquarters in 
Philadelphia, will cover East Penn- 
sylvania; H. W. Carrol, headquarters 
in Dallas, will cover all of Texas; 
Edw. S. Eglowstein, headquarters in 
Newark, will Northern New 
Jersey; Harry G. Fay will cover Bal- 
timore, Richmond and contingent ter- 
ritory; R. E. Escott, headquarters in 
Miami, will cover west coast of Flori- 
da; A. McIntyre, headquarters in 
Tampa, will cover East coast of 
Florida; Max Haas, headquarters in 
Cleveland, will cover Ohio; M. E. 
Hill, headquarters St. Louis; W. S. 
Reid, headquarters at Kansas City; 
A. W. Marshall, headquarters at 
Louisville; (last three named will 
cover territory generally served by 
these cities). James A. Shaw, head- 
quarters at Detroit, will cover state 
of Michigan; Messrs. Tideman and 
Blackburn, headquarters at Chicago, 


will cover Chicago territory. 
* * * 


Kendall Joins Clifton 
Organization 

E. W. Kendall has become manager 
of the tape department in charge of 
all tape sales, domestic and export, 
of the Clifton Mfg. Co., Jamaica 
Plain, Boston, Mass. This company, 
under the able management of N. 
Lincoln Greene, vice-president and 
general manager, has for some months 
past been undergoing a general re- 
organization and re-vamping of prod- 
uct and mill and wanted a good man 
to head the electrical tape depart- 
The tape department, which is 
one of handles the 
tapes and splicing compounds, and 
also does a considerable volume of 





cover 





ment. 


several, usual 




















E. W. Kendall 


business in special tapes and cloths 
sold largely to wire manufacturers. 

As nearly every one knows, Mr. 
Kendall was with Pass & Seymour 
for 10 years—four as New England 
sales manager and the last six as 
general sales manager. Before that 
he was in the Westinghouse Electric 
& Mfg. Co., sales department. Mor 
over, he has identified himself in the 
past with the constructive movements 
in the manufacturing and jobbing 
branches of the electrical industry 
and has done a large amount of as- 
sociation work. The Clifton com 
pany'’s wish to continue constructiv: 
distribution policies through electrical] 
jobbers led to its selection of a man 
of this calibre to direct the activities 


of one of its major departments. 
* * * 


Balkite Out With New 
Receiver 

Fansteel Products Company, North 
Chicago, Ill., manufacturers of “Bal 
kite’ radio power units, authorizes th 
statement that it will be on the mar 
ket at once with a complete line of 
radio sets. 

An interview with Herman J 
Doughty, director of sales, produced 
the following information: “The 
‘Balkite’ AC set will retail in the 
table model at a price between $175 
and $200 without tubes. A compre 
hensive line of console models will b: 
available. Jobber and retail distribu 
tion will be on a restricted and ex 
clusive basis. Samples will be shown 
and production will begin at an earl) 
date.” 
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Specifications 


A-C current, 110 volt, 60 cycles, 
50 watts; lubricated by grease 
cups and positive- feeding, felt 
wick oilers; Single-speed con- 
trol; Pressed steel base; Unit- 
welded, 8 spoked guard; Fully 
enclosed, ‘* Double - reduction- 
worm-gear”’ oscillating mechan- 
ism; Simple, positive control for 
straight or oscillating operation: 
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Specifications 
{continued} 


Padded, scratch-proof base; 
Wires concealed in base ; Packed 
in individual containers; Has 
cord & separable plug ; Finished 
in durable Black Duco; Can also 
be furnished with Three-Speed 
Control in assortment of Color 
Finishes—Gray, Mahogany, 
White and Green—at $17.50 


An Effective, Smooth-Running, Dependable, 
Long-Lived, A-C, 12-Inch Oscillating Fan for Only $15.00 
It Triples Your Market and Opportunities for Quick Sales and Profits 


HE remarkably low price of this Red Seal “Airster” Fan 

brings the advantages of the man-sized oscillating fan 

within the reach of thousands of new customers. It ac- 

tually triples your market and your opportunities for 
Quick Sales and Profits. It gives you a fast-selling fan that will 
be very popular with your trade. And the “Airster” carries a 
zood profit at this low price. 


With this fan you can sell all your customers who wanta full- 
sized fan but haven’t felt they could afford to spend $25 
or $30 for one; The hundreds of fairly wealthy families who 
will weleome the opportunity to get a good fan and save $10 
to $15; and the large number of “well-to-do” families who 
will buy two fans— one for the living room and 
one for the kitchen or bedroom — for the price Trade 
they would ordinarily have to pay for one. 


In “Eye Appeal,” Rugged Construction, Air- 
Stirring Efficiency, and Smooth, Dependable 
Operation—you won't find any competition for 
this Red Seal Fan at within $10 to $15 of its 
price. Its specifications are full of features that 





















you would expect to find only in fans that sell at nearly 
double its price. 


Only concentration on a few models and mass production 
enable us to build such high quality into this fan at so low a 
price. Get the details of our Money-Making Proposition on 
this Red Seal Fan and our Merchandising Plan for making 
Quick Sales and Profits. If you have already ordered your 
1928 fan requirements, this low-priced Quality Line will sup- 
plement your high-priced line and enable you to triple your 
sales & profits. Wire or write us today—or use the coupon below. 


A few territories are open for established 
and aggressive agents 


Mark 


The W-P Corporation, Electrical Division, 
Cairo, Il. 


We are interested in the profit-making opportunities of 
your Red Seal Fans. Send full details without obligation. 


Name 


Address 


City — — —— 


pesseceseusecaucacs 
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WAITING? 


—don’t wait too long! 








It’s too late when the hot sun is stream- 
ing down—and almost instantaneously 
FANS become the most sought after com- 
modity. 


A DIEHL FAN 
for Every Purpose 











Now is the time to make your 
arrangements. 

DIEHL FANS for 1928 include— 
Attractiveness of appearance 
Quietness of operation 
Efficiency of air circulation 





Dependability 


Furthermore, DIEHL FANS are profit- 
able. Make-it a point to see them at once 
then complete your arrangements. 


Send for complete sales information. 
DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING CO. 
ELIZABETHPORT, NEW JERSEY 





ATLANTA BOSTON CHICAGO CINCINNATI DALLAS 
DETROIT NEW YORK 


PHILADELPHIA ST. LOUIS | 






















meet this money maker 


oAYBRITE 


DISPLAY CASE REFLECTOR 


Pat. Nov. 14, 1922. Other Pats. Pending. 


Packed in indi- 
vidual cartons 
25-50 and 100 
watt sizes. 


Reflectors for: 
Stores, 
Banks, 
Hotels, 

Art Galleries, 

Public Buildings 


a repeater 


Your customers will come back 
time and again for these handy 
reflectors. They can be utilized in 
so many places. A year ‘round 
item. 


oAY-BRiTE 


REFLECTOR CO. 
703 S. Broadway 
St. Louis,Mo. 


Unite te Catalog 7 


















Carl D. Boyd’s New Connection 

A man, identified with the electric; 
and radio industries for the past » 
years, better known to the trade tha 
probably any other man of simila 
selling experience, has taken up se!| 
ing reins with the firm, human gras) 
peculiarly his own. 

Carl D. Boyd announces his associ 











Carl D. Boyd 


ation with the Metal Specialties 
Manufacturing Co., of Chicago, as 
general sales manager. Mr. Boyd tor 
11 years was chief sales engineer for 
the Kellogg Switchboard Supply Co.. 
Chicago. From 1916 to 1920 he was 
president of the Southern Electric 
Supply Co., Atlanta, an electrical! 
jobber. From 1920 to 1925 he was 
radio sales manager for the Frenc!: 
Battery Co., Madison, Wis. During 
the past few years Mr. Boyd’s nani 
has been more specifically identified 
with the manufacturing side of th: 
radio industry, he having also bee: 
a member of the board of directors 01 
and an officer of the Radio Manufa 
turers Association. 


The Metal Specialties Manufactur 
ing Co. manufactures several wel! 
known electrical and  automotiv: 
items,—other electrical items will 
added to its line in the near futur: 
It has a large and modern plant « 
338-352 N. Kedzie Ave., Chicago. 
having been in the manufacturins 
business for the past 26 years. 

Mr. Boyd states that in the ver: 
near future he will be contacting wit!) 
the jobbing trade throughout the en 
tire country. 
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Wherever individual light is needed —the BUSS will fit. 























Two Odd Lighting Problems Solved 


by BUSS Lights 


Problem 1: A church in Collinsville, Illinois, needed 
i pulpit light, no provision having been made for such 
i light when the building was erected. The specifications 
‘rere: The light must be handsome, yet simple and dig- 
nified; it must harmonize with its surroundings; must be 
djustable so that light might be cast upon the pulpit 
vithout shining in the eyes of minister or congregation. 

Problem 2: Zion’s Evang. Church in Addieville, Illinois, 
ought the proper lamp for its organ console. Like the 
ulpit light it must be portable and adjustable, that its 
iys might be directed only where they are needed. 

Answer: With the thought that, when individual light 
s needed—the BUSS will fit, BUSS Lights were sug- 
,ested and, ultimately adopted because it was found that 
ley offered the very best solution to the problems. 

Result: Now, the minister in one church—the organist 
1 the other—each has a light that fills his need most 
dmirably. Each has a lamp that is distinctive yet self- 
ffacing; a lamp that harmonizes perfectly in color and 
ontour with its surroundings. 


Perhaps they will suggest other 
uses to you 


These examples, of course, are extremely unusual 
adaptations of the BUSS Light. But they forcibly bring 
out one fact: that, right in your territory, no doubt there are 
numerous places where BUSS Lights offer the very best 
solution to a lighting problem. Factories, Public Build- 
ings, Hotels, Hospitals, Restaurants and like places, all 
are prospects for BUSS Light. It pays to keep BUSS 
Light in mind when calling at these places. 

Remember, a BUSS Light in an unusual place may in- 
spire its use where quantity orders for you will result. 


Hey Fellows!! 


$10.00 for your experiences 


Send us suggestions for new uses for BUSS 
Lights taken from your experiences. We will 
pay $10 for each one featured in this or othe: 
publications. 


BUSSMANN MANUFACTURING COMPANY, Jefferson at University, St. Louis, Mo. 
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No. 
1251 
Floor 
Lamp 





Still Another 
Findlay Product 


Health Ray 
Therapeutic Lamp 


HYSICIANS everywhere are recommending the use of therapeutic 

lamps for the relief of ailments involving cramps, stiffness, soreness, 
congested blood and muscles, etc., so that today a healthy demand 
exists for the SunBeam Health Ray Therapeutic Lamp. 

For jobbers and jobbers’ salesmen these lamps will -also relieve 
cramped sales, take the kinks out of dealers’ right hands, relax the 
muscles of their throats so they can say “yes” instead of “no” and 
stimulate the flow of congealed ink in their fountain pens. 

“SOLD THROUGH JOBBERS” 


Wahle products so ask your sales manager for the rest of the facts. 


ALBERT WAHLE company 


INCORPORATED 
242—5th Ave., New York City 


Works: Robert Findlay Mfg. Co., Inc., Brooklyn, N. Y. 





No. 1250—Table Lamp 


as are all other Findlay and 

















Greater Sales 


N handling the Daton “True 

Value” Appliances you are in- 
sured greater sales and profits than 
in the average household Electrical 
Appliance which you handle. 

—Why? 

Because you are offering products 
to your dealers which have behind 
them a policy of “not how cheap, 
but how good.” Carefully en- 


> FF! 


and Profits ! 


gineered, both mechanically and 
electrically, Daton Household Ap- 
pliances create satisfied users. We 
furnish porcelain in three colors. 

Considering the quality of ma- 
terials used our merchandise is very 
reasonably priced. 

We are selling through jobbers on 
a substantial policy. 
full details. 


THE OHIO STAMPING & ENGINEERING CO. 


1120 Bolander Ave., DAYTON, OHIO 





Write us for | 


Masch is Developing ‘Unilet’’ 
Sales 
Effective March 1, W. J. Masch, 
formerly of the East Ohio Gas Co 
Cleveland, has been added to th 
sales department of the Appleto 
Electric Co., Chicago, Ill., and wil! 
assist G. H. Conn of Cleveland, do 
ing missionary work on the large lin 
of Appleton “Unilets” and conduit 
fittings. * * * 


Riedel Utah Sales Head 

E. S. Riedel has been appointed 
general sales manager of the Utah Ra 
dio Products Co. according to a recent 
announcement by Henry Forster, pres 
ident of the company. The Utah 
company is nationally known as th: 
maker of the Utah line of speakers. 








E. S. Riedel 


Mr. Riedel, leaves Raytheon Mfg. 
Co., of which he was general sales 
manager, after a very successful year. 
to take his new position in Chicago. 
He radio in 
dustry, and has been a_ prominent 
executive and successful merchandiser. 


is well known in the 


In addition to his radio experience, 
Mr. Riedel was connected with the 
B. F. Goodrich Rubber Co., for sev 
eral years, in charge of national ac 
counts and manufacturers’ original 
equipment sales. Before his connection 
| with the Raytheon Co., he was vic 

president and general sales manager 
| of the Reichmann Co., makers of ra 
| dio speakers and receivers, and has 
first hand experience in the sales prob 
lems of the radio trade. 

The Utah Radio Products Co., r 
| cently greatly widened its line by th: 
| addition of several new and advanced 
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Wherever There Is Night 
There Is Need of Frink Light 
—Which Means Extra Profits 


for You 


SPOT-O-FLOD 
Automobiles, furniture, etc., can 
best be displayed under strong 
light. Frink Spot-O-Flod, low in 
first cost and extremely flexible 
of light control, can best be used 
for special effects in addition to 
the regular window illumination. 


SILVERLITE 
Making a daylight window 
into a night sign. Frink over- 
head and foot-light reflectors 
throw an even light against 
the drawn curtains causing 
the lettering in the glass to 
stand out prominently. 


MULTILITE 
Small show wiridow. In this 
Hartford Floral Shop Multi- 
lite reflectors were installed 
to give the even, easily con- 
trolled light shown. 


This Frink complete window lighting equipment 
—Silverlite, Multilite, and Spot-O-Flod——opens 
up to you a whole new field of profitable business. 
Each unit can be used separately or in combination. 
They are so inexpensive to buy and maintain and so 
flexible in possible results that you will find innu- 


fe H | ae RINK CO. ’ INC. merable places where by merely showing them you 


239-B TENTH AVENUE, NEW YORK will make a sale. Your inquiry will bring complete 
Branches in Principal Cities data. Write today. Sold by legitimate jobbers. 
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CASH IN 
on this Switch 


OBBERS and their salesmen should 
lose no time in “cashing in” on 


this new Reliance Automatic 
Time Switch. Into it has been in- 
corporated 15 new improvements 


which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con- 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 


If you do not have full informa- 
tion, write for it today. 





This shows the demount- 
able works as removed 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering. 


Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 


























At the left is Joe Colt, district sales manager of the Rutenber Electric Co., and at 


the right Joe Pettrick of Harvey Hubbell, Inc. 


Pettrick is the new Hubbell represen 


tative covering Maryland, Pittsburgh and the surrounding section, together with the 
District of Columbia. He had been associated with the jobbing business for 15. years 


and knows it from all angles. 


The two of them have just drowned a jobber off the 


end of this pier and are discussing what to do next. Colt seems a little worried over 
losing a customer but Pettrick says he knows where there are plenty more. 





speaker models. As manufacturers of 
speakers, it has acquired a Lekto- 
phone license covering cone speakers. 
It has a complete new line of speaker 
units including cone and dynamic 
speakers for all purposes as well as 


the Utah line of exponential horns. 
* * * 


Benjamin Personnel 
Benjamin Electric Mfg. Co., Chi- 


cago, Ill., announces the appointment 
g 


of G. B. Weber as manager of re 
frigerator sales. Mr. Weber, formerly 
very active in the electrical division of 
the company, has for several years, as 
assistant to the vice-president, been in 
charge of sales of the commercial 
stamping and enameling division. k 
W. Staud, advertising manager of tli 
company, will direct advertising and 
sales promotion of the refrigerator di 
vision. 








Announcement was recently made to the effect that the United States Electric Mf: 
Corp. and the Henry Hyman & Co. have been merged and in the future will be know: 
as the United States Electric Manufacturing Corp. 

Henry Hyman & Co., Inc., was established in 1908 at 77 Chambers St., New York 
About one year later the firm took over four floors at 476 Broadway, and early la: 
year took the entire seven story building shown above, at 222 W. 14th St. no. 


occupied by the United States Electric. 


Henry Hyman continues as chief execu 


| tive of the new organization, which will continue its branch office at 323 West Poll 
'St., Chicago. 
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These folks, too, 

have banished 
their 

wiring worries 
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ABOVE—Hotel Prichard, Huntington, W. 
Va. Archite&, H. C. Deitz, Cincinnati, Ohio; 
Ele&rical Contrad&or, Whitmore EleGric Co., 
Charleston, W. Va. 





AT RIGHT—Administration Building, Uni- 
versity of Louisville, Louisville, Ky. Designed 
by Allied Architedts of Louisville. The James 
Ele&ric Company was the contra@or, and 
Thebald-Jansen Ele&ric Co., the jobber. 


URDY and STAUNCH these struc- 
tures should stand to serve an 
unborn generation. But there is one 
problem the thoughtful builders have 
erased from the years. Miles of rubber- 

covered wire were required in the 
INDIANA RUBBER & INSULATED 


electrical work . . . and every inch of carpet | 
it is PARANITE. JONESBORO, INDIANA | 


: ~ : 811 Marquette Bldg. 63 Vesey Street 
For thirty-eight years PARANITE has kept faith Chicage, Illinois New York City | 
—and kept peace—with Industry. More than Weltern Representative | 
three decades of experience and experiments are 400 Hibernian Building 208 Baltimore Building 


Los Angeles Kansas City, Mo. 


(7 wrapped into every roll. 
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The Trustworthy Fuse Clip 


for immediate shipment. 


heavy special spring copper. 


Note how bases are arched 


evenly. 





Sold Thru clips on request. 
Jobbers Send for Samples 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH., U. S. A. 














HEAVILY-STOCKED standard item 
standard approved type. 30 ampere and 


60 ampere sizes ferrule types—made of 
special phosphor bronze. Larger types of 


that clips will pull down snugly and 


Special size stud holes available in 
quantity lots. Nickel or cadmium plated 





oS 








N. E. C. 


in order 

















=) 


























Quad Glass 
Enamel 


Diffuser 







fuser solves 


form reduced brightness combined with high lumen output. 
lets light upward to eliminate dark ceiling contrast. 


Quad Diffuser Unit consists of cast iron hood tapped for 
5” pipe with lamp socket and hazed glass disk, reflector of 
Armco iron Vitreous (Porcelain) Enameled all white and en- 
closing globe with lower portion enameled, upper part clear 


Write for descriptive folder, 
New Catalog and Price Sheet. 


QUADRANGLE MEG. Co. 


553 W. Monroe Street Chicago 





Sold Through Jobbers 





Increase Production 


With Better Lighting 


Quad Glass Enamel Dif- 


lighting problem and 
gives production lighting 
without glare. Low main- 
tenance cost makes this a 


er most economical unit. 

Bottom of globe is 

enameled and upper portion surrounded by reflector being clear glass 
permits free transmission of light to reflecting surfaces, resulting in uni- 
Hazed glass 





the industrial 


Cover section of 
pressed 14 gauge 
steel to fit both 
3” or 4” round or 
octagonal outlet 
boxes. Ball section 
of iron threaded to 
take %” conduit 
stem. All parts 
galvanized. 


























Racon Electric Secures 
Harold Fletcher 
Harold R. Fletcher, nationa|! 
known radio merchandising authori|; 
and pioneer, has joined the staff «; 

















A. I. Abrahams H. R. Fletcher 


the Racon Electric Co., Inc., of New 
York, as general sales manager, ac- 
cording to an announcement made by 
A. I. Abrahams, vice-president of the 
concern. The new Racon official will 
shortly leave on an extended sales trip 
throughout the country in the inter- 
ests of the special line of horns and 
loudspeakers manufactured under the 
Racon trade mark. 

Mr. Fletcher has at various times 
been associated with the Apco Manu 
facturing Co., Algonquin Electric 
Corp., and other radio interests. He 
is a prominent member of the Radio 
Manufacturers Association and is ac- 
tively identified with a number of its 
more important committees. 


* * * 


All-American To Buy 
Mohawk Plant 


Acquisition of the Mohawk Corp 
of Illinois, manufacturers of radio re 
ceiving sets, by the All-American 
Radio Corp. has been agreed on. 

Approval of an increase in the 
present capitalization from 50,000 
shares of class A to 100,000 shares, 
and from 100,000 shares of class B 
stock to 200,000 shares, is also to be 
voted. The new stock will be issued 
in acquiring the assets of the Mohawk 
company. Directors and stockholders 
of the Mohawk concern have already 
approved the merger. 

Both of the companies of the new 
consolidation are licensees of the Ra 
dio Corporation of America, Ameri- 
can Telephone and Telegraph, West 
inghouse, and the General Electric 
Co. In addition to these patents th: 
Mohawk corporation will bring to 
the All-American Radio Corp. a 
number of other valuable patents. 
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}==Reflectors 
{ Complete Line! 


distinct types of Sterling Reflectors for 
Show Window Lighting provide a wide 
selection of correctly designed units to 
meet the requirements of—and produce 
efficient lighting for—Show Windows 
of every shape and size. 














Sterling Reflectors of direct or indirect 
concentrating and distributing types 
adequately cover the needs for General 
Interior Lighting in stores, mills, fac- 
tories, garages, auditoriums, and other 
places which require efficient lighting 
facilities. 


Sterliny Flood-O-Lites, of new and im- 
proved design, constitute a range of 
highly efficient units that will prove 
most satisfactory for any interior or ex- 


terior Spot or Flood Lighting job. 
IT PAYS TO INSTALL “Sterling” 


Reflector & Illuminating Co. 


Representatives in A!! Principal Ci'ies 


1411 Jackson Blvd., Chicago, U.S.A. 


| s 
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HERE are modern methods 

in manufacturing tape just as 
there are in other products. A trip 
through our plant would readily 
reveal to you why it is possible 
for us to make the best tape on 
the market and sell it at a price 
to meet competition. 

Modern methods of manufac- 
facturing and production is the 





attractive display 


Put up in 
cartons, O. K. Friction Tape 
can be sold over the counter as 
merchandise. Get a carton on 
the counter of every dealer in 
your territory It’s profitable 
business. ‘ 

O. K. Line of Black Friction 
Tape and Splicing Compound. 


Sold Through Jobbers 


APPLETON RUBBER CO. 


Franklin, Mass. 









































‘eA Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 

Its name is “WIRE NUTS” and it is a 
Colt product. 

It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or %{ of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 








Seanee fe to the wires. The insulator covers the 

100. Get ’em bare wires. Quicker, stronger and safer, 

rom your job- than any other joint. 

von on hank. COLTS PATENT FinE Arms Mrc. Co. 
will me MOLDED PRODUCTS DIVISION 


‘& 








Hanrtrorp, Connecticut, U. S. A. 

















secret of the popularity of the | 





Amrad Increases Facilities 
The Amrad Corp. of Medford Hil! 


side, Mass., has invested some 


| $50,000 in additional machinery and 


equipment for its Mershon condenser 
department. This will enable it to 
more than double last year’s produc- 
tion. The Amrad Corp. owns the 
exclusive rights in the U. S. for the 
manufacture of these condensers. 
Some interesting claims are made for 
them on the part of the manufacturer, 
as for instance, the property of the 
condenser sealing itself automatically 
after puncture by extreme high volt- 
ages; a life of approximately 40 
years; in 100,000 only one returned 


| for electrical defects, ete. 


® «+ @ 


Lafferty Resigns 
Charles C. Lafferty has resigned 
as district sales manager of the Cleve- 
land, Buffalo and Pittsburgh territory 
for the Chicago-Jefferson Fuse & 
Electric Co. 








With the promotion of A. B. Ayers to 
the general managership of the Amrad 
Corporation, of Medford Hillside, Mass., 
it became necessary to obtain a new sales 
manager. And so there appeared one 
day, a few weeks ago, at the Amrad plant, 
a quiet and unobtrusive looking fellow 
who settled down behind the general sales 
manager's desk and proceeded to prompt- 
ly take charge of things in an extremely 
vigorous way. More than one person in 
the trade will be interested in learning 
that this man is W. H. (Bill) Lyon, an 
old timer in radio, who formerly managed 
the Boston branch office for the Indepen- 
dent Wireless Telegraph Co., maintaining 
a force of men for the purpose of han- 
dling radio service on shipping board ves- 
sels. In 1922 he went to the Federal 
Telephone & Telegraph Co. as a salesman, 
later becoming branch manager in Boston 
until 1925, when he was made a special 
representative. 
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NATIONALLY KNOWN AND ADVERTISED 





New—Im proved 


DJOMIACLITE 


A new, improved DIM-A-LITE; a new, 10-DIM-A-LITE dis- 
play card in attention-attracting red; new artistic, colorful folders 
for dealer distribution—all assure increased consumer demand, 
with quicker turnover and greater profits. 








r etails Urge your dealers to put the new 10-DIM-A-LITE display 
f card to work on their counters. Suggest that they sell DIM-A- 
LITE as a needed accessory with every bulb. Advise them to 


or 
sell a DIM-A-LITE and a 40-watt lamp whenever a customer 
¥ 5 ¢g asks for a low-watt lamp. Show them that by so doing they 
make two sales instead of one—and at the same time make satis- 
fied customers as well as greater profit for themselves! 











Makes Living Comfortable 


This attractive, new folder tells about the many uses of 
DIM-A-LITE. It shows DIM-A-LITE in nursery, bed-room, 
bath and hail—and in a truly artistic way. Customers will en- 
joy getting these folders—will like to look at them, read them, 
too. “Makes Living Comfortable” sells the DIM-A-LITE idea 
to customers—makes selling DIM-A-LITES easy for dealers. 











The new, red 10-DIM-A-LITE display DIMA-LIT 











‘ card is only $5.25. Your dealers may es sa pd 
12 P oints have new folders freeif specified on order. Py 
for Dim-a-lite For increased sales, push DIM-A-LITE, 
:. mane anne the only nationally known and advertised , &e; TE e 
2. Uses any bulb > : . % = ¢ Sy 
3. Used in every room dimming device. FIVE CHANGES OF Lig 
4. Enclosed chains 
5. Insulated chain pulls 
6. Perfect ventilation 
7. Uno shade holder thread 
d Rat ope wey aie Wirt (JOoMPANY 
9. Trouble-proof a 
10. Approved by the Under- 5221 Greene St. Philadelphia, Pa. 
writers 
11. Nationally advertised New York, N. Y. Chicago, III. San Francisco, Calif. 
12. Unconditionally guaranteed Hatheway & Co., Inc. Geo. Richards & Co. James J. Noble Company 





16-22 Hudson Street 357 W. Monroe Street 915 Bryant Street 











aes, 


be 8 


Other Wirt and DIM-A’LITE fast~selling specialties 
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Color Booth 
Demonstrates the effect of colored light- 
ing on colored cloths and pictures. 
Directional Lighting 
Demonstrates the effect of lighting ob- 
jects from different directions. 
Glare Demonstration 
Shows the effect of a glaring 
source on the human eye. 
Historical Display 
Shows the advancement of lighting from 
ancient to the modern in ten steps. 
Actual reproductions of lamps used in 
the various eras. 
Lamp Parts Panel 
Showing parts of the incandescent lamp 
at various stages of manufacture. 
New Standard Line Shade Box 
Shows various types of shades which can 
be made or purchased which are satis- 
factory for home lighting. 
Speed of Vision Machine 
Illustrates the effect of increasing the 
intensity of light on a moving object. 
Shadow Box 
Illustrates the difference between a 
small light source (which creates sharp 
shadows) and well diffused illumination 
which smothers out the shadows. 
Transparencies 
Actual photographs illuminated from 
the rear showing good and bad lighting 
in the home and factory. 


light 


(1)—Newspaper Advertising Service 

(2)—“The Romance of Power” 
An address prepared by C. M. Ripley, 
copies of which are available with a set 
of 104 slides. The cost of the slides— 
$35 per set. Speaker’s pamphlet—75c 
the copy. There is also available a 
pamphlet for general distribution, 20c 


(a)—A Uniform Cost Formula available 
without charge to all manufacturers of 
lighting equipment in the industry. 


(b)—An economical direct-mail and Sales 
Promotion Campaign for the use of a 
local dealer or electrical contractor. 

(c)—A series of 10 newspaper advertise- 
ments in mat form ready for the dealer 
to use in his local newspaper. They are 
designed to encourage refixturing busi- 
ness. To support this advertising, there 
are available in mat form 6 illustrated 
newspaper stories on refixturing. 


(d)—A complete Sales Promotion and Re- 
fixturing Campaign designed for the use 
and tie-in of the members of the A. L. 


S.E.D. Monthly Advertising Service 
An Advertising Service prepared by ex- 
perienced advertising men who have had 
long contact with the advertising prob- 
lems of the electrical industry. Issued 
monthly. Each Service contains 12 to 
15 newspaper advertising suggestions de- 
signed to tie in with industry activities, 
seasonal campaigns and important oc- 
easions. Also with each Service are sup- 
plied window or store display sugges- 
tions and two copies of an attractive 
display card in colors. With the proofs 
of the advertisements is a complete set 
of matrixes for the illustration. The 
cost of the Service is extremely reason- 
able and is by subscription. 

The Red Seal Plan 
The Red Seal Plan is operated through 


Copies of the following addresses are 
available from the Graybar’ Electric 
Company, without charge. They will be 
helpful to members of the industry in 
the preparation of addresses dealing with 
distribution problems: 
(1) “Distribution from Many 
points” 
by A. L. Salt, President, 
Electric Company 


View- 


rraybar 





INDUSTRY SERVICES 


Listing Furnished By The Society for Electrical 
Development, 420 Lexington Ave., New York 
Available From Edison Lamp Works, Harrison, N. J. 


Lectures Illustrated with Lantern Slides 
Lecture No. 8 History of the Incandes- 
cent Lamp. 35 slides. 

Lecture No. 9 Manufacture of the In- 
candescent Lamp. 24 slides. 

Lecture No. 11 Home lighting. 53 slides. 
Lecture No. 17. Lighting and Its Rela- 
tion to the Industries. 42 slides. 
Lecture No. 19 Store and Show Win- 
dow Lighting. 53 slides. 

Lecture No. 57 Theory and Characteris- 
tics of MAZDA Lamps. 24 slides. 


“MORE POWER TO YOU” Campaign for 
Building Good Will 
This book is a service campaign and is 
designed as a complete outline of the 
most logical way to promote good will 
and to inspire confidence in the Electric 
Service Company. 


Lighting Courses at Edison Lighting In- 

stitute 
Intensive courses of instruction on il- 
lumination design and sales methods are 
held periodically at the Edison Lighting 
Institute, Harrison, N. J. For informa- 
tion regarding details and _ schedules, 
write to Mr. A. D. Bell, Lighting Sec- 
tion, Edison Lamp Works of General 
Electric Company, Harrison, N. J 


Available From The National Electric Light 
Association—420 Lexington Ave. 


per copy; 100 or more, $17.50 per 100. 
(3)—Moving Picture Films 

(a)—‘“‘Back of the Button” 

(b)—*‘Yours to Command” 

These films each two reels in length are 

available on loan from the N. E. L. A., 

free of charge. 


Available From The Artistic Lighting Equipment 
Association—420 Lexington Ave. 


E. A., but also including all other ele- 
ments in the industry interested in the 
sale of lighting equipment. 

(e)—An eight page booklet with illustrated 
special cover in colors and entitled ‘‘Out- 
door Lighting—Lanterns for the Home.” 
For use in direct campaigns. 

(f)—A lithographed 5 piece window dis- 
play, furnished to ali members of the 
Association and sold to non-members in 
the industry at $1.50. 

(z)—Several mailing folders are available 
by any one in the industry at a cost of 
$5.00 per 1000. Inside pages are left 
blank for the dealer, jobber, electrical 
contractor or manufacturer to illustrate 
his own particular line. 


Available From The Society For Electrical Development, 
Inc.—420 Lexington Ave. 


local electrical leagues by license issued 
by The Society for Electrical Develop- 
ment, the national sponsor for the Plan. 

Refrigeration 
A 20-page publication in mimeographed 
form entitled ‘‘General Talk on Electric 
Refrigeration” is available for distribu- 
tion. The subject matter is written in 
simple every day language and the Talk 
will be extremely helpful as a guide to 
those addressing meetings of club women 
or especially invited guests at refrigera- 
tor shows and demonstrations. Price 
per copy, $1.00. 

Industrial Truck Handbook 
A handbook entitled ‘‘Profitable Appli- 
cation of Industrial Trucks and Tractors 
in Industry,” 96 pages and some 136 
illustrations. Price per copy—$1.00. 


Available From The Graybar Electric Co., New York, N. Y. 


(2) “The Distributor” 
—by A. L. Salt, President, Graybar 
Electric Company 

(3) “Hand to Mouth Buying” 
—by L. M. Dunn, Vice President, 
Graybar Electric Company 

(4) “Some of Our Problems as We 
See Them”’ 
—by G. E. Cullinan, Vice President, 
Graybar Electric Company 














At a meeting of the stockholders ot 
The Miller Co. held at the offices of the 
company on Thursday, March 8, Guy I 
Norton was elected a director of the com- 
pany. Mr. Norton first became engage: 
in the manufacture of lighting fixtures 
in 1898. He helped perfect the first 
“Duplex-a-lite” organization which became 
Duplex Lighting Works of General Elec- 
tric Company in 1918, In 1924 this com- 
pany was sold to The Miller Co. and a 
year later Mr. Norton was made a vice 
president of the company and placed in 
charge of “Duplex-a-lite” sales. The 
Duplex-a-lite Division of The Miller Co. 
was organized in 1926 under Mr. Norton's 
direction. 











New Lines for Midwest 

D. O. Hollie, head of the Midwest 
Distributing Co., 506 S. Canal St., 
Chicago, announces his appointment 
as distributor of two new lines. One 
is that of the Brown Mfg. Co., Evans- 
ton, Ill., whose line includes conduit 
benders, sleeve couplings, soldering 
pots, hickeys and hickey couplings 
The other is the line of the Metro- 


politan Device Corp., Brooklyn, 
N. Y., including meter service 
switches, entrance switches, meter 


test blocks and accessories. 

Mr. Hollie also announces that John 
O. Scott, brother of H. V. Scott ot 
the H. V. Scott Co., has been ap 
pointed his office manager. 

* * * 

New San Francisco Home 

of Ettco 

The Keeler, White Co. is the San 
Francisco agent for the Eastern Tul 
& Tool Co., of Brooklyn. Recent!) 


this agent moved into the New How 
ard Street Bldg., which has bee! 
much praised for its beauty and i!» 
convenience for industrial purpose> 
It is understood that the major po: 
tion of the building is occupied b: 
Keeler, White. 
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Quality is an 


UALITY is an elusive thing. Aggres- 

siveness develops it; vigilance main- 
tains it. And a constant research for 
improvements assures its permanency. 


Every development in an R & M Fan 
is fathered by quality—by practices and 
materials that induce precision, perfection 
and long wear. The service value of an 


Elusive Thing 


R & M Fan has, therefore, a sure founda- 
tion. 


Jobbers will find in the 1928 line that 
the needs of fan users are filled just as 
satisfactorily as they have been in almost 
a generation of service. And behind the 
entire structure of R & M Merchandise 
is the unconditional guarantee backing our 
products and backing your efforts. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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wit; 


The Standard 
of the 
Industry 





Hemingray Glass In- 
sulators may truly be said 
to be the “Standard of 
the Industry.” 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. And, 
a Hemingray Insulator 
can be found on practi- 
cally every line in the 
country. 


For all low and medi- 
um voltage lines ranging 
from 2500 volts to 15,- 
000 volts sell Hemingray 
Insulators. 








Sell 
Them 
Hemingray 














Here is Harry T. Doolittle man- 
ager of the Chicago office of Trum- 
bull-Vanderpoel who is working in 
| that territory in conjunction with 
Wallace L. Fleming, district manager. 








| Craven Represents Mohawk 
Conduit 


The Craven Electric Sales Co. of 


80 Bank St., Philadelphia, has re-| 


_cently been appointed representative 








‘of the Mohawk Conduit Co., Inc., of 
|Cohoes, N. Y. This company manu- | 
'factures the “Indian White” and “In- | 
pone Black” brands of rigid conduit. | 


* * * 


New Steinite Distributors 
| The Steinite Laboratories Co., Chi-| 
|cago, announces the appointment of 
| the I. J. Cooper Rubber Co., as an 
| exclusive distributor. This company 
| will cover the Central Ohio and In- 


| diana territory, with offices located at 
'Columbus and Dayton, Ohio, and In- 
dianapolis, Ind. 

The company also announces the 
addition of another jobber to its list, 
the Dunham-Carrigan-Hayden Co., 


| San Francisco, exclusive jobber in the 





Northern California territory. 
* * 


| Hess and Bristol Now 
| With Slagle 

Paul K. Romey, vice-president of 
the Slagle Radio Company division of 
the United States Electric Corp., an- 
nounces the following additions to, the 
sales organization. 

Jack (J. B.) Hess, who has been 
contacting the jobbing trade in mid- 
west territory almost since the begin- 
ning of radio, is now in the saddle, 
with spurs all sharpened up and shin- 
ing. Look out for him. 

Harold E. Bristol, who has pre- 
| viously served in a similar capacity, 
|has taken over the reins on Slagle 
| advertising and sales promotion. 

















These guards are profit- 
able items with the jobber 
we'l protected. Keep an 
eye open for lamp guard 
sales. Flexco and Flexco- 
Tok guards are sold every 
day the year round and 
make satisfied customers. 


Flexible Steel Lacing Co. 
4698 Lexington St. 
Chicago, tl. 





















































keg. U. S. Pat. Off. 


' WIRE CONNECTORS 


Have A Reputation 
For High Class Work 





SAFER 
QUICKER 
CLEANER 
BETTER 


FILLING A LONG-FELT WANT 
Jobbers and jobbers’ salesmen know 
that the SRK Union Solderless Wire 
Connector fills a long-felt want. It is 
the most compact, largest-capacity 
connector on the market, made of 
Aluminum Copper Alloy, which is very 
strong, conductive and light in weight. 
Will connect wires up to 3 No. 10 
or equivalent (solid, stranded or mixed 
combinations). 

No twisting of wires. 

Clamping Pressure uniform on_ all 
wires. Eliminates paste, torch or sol- 
der. 

Send for samples and prices. 


JIFFY WIRE CONNECTOR CO. 
Hackensack, N. J. 
Eastern Sales Agents: 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 
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/ reasons 

















1- Romex is lighter 


and freight 
charges are lower 


Romex is easier 
to handle 


Romex ties up 
less money in 
stock 


Romex Stock 


takes up less room | 


Romex is more 
quickly installed 


Romex gives the 
purchaser a safer 
job 

Romex gives 


more profit per 
sale 


If you want more 
reasons write for 
the latest booklet 
on Romex. 

ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 


Rome, N. Y. 











ROME WIRE 





FROM WIRE BAR TO FINISHED COPPER WIRE) 
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if poor gigantic floodlight is but 
one of the Kliegl lighting spe- 
cialties that is a profitable item for 
Electrical Jobbers—a condensed 
catalog, prepared especially for the 
electrical trade, lists hundreds of 
other money-making possibilities, 
including: 
Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 





wet for a re » Color Mediums 
our ectrica rade 
Catalog Stage Cable 


Sundry Supplies 


KLIEGL BROS 


Universat ELectric STAGE LIGHTING CO.,tnc. 


32! West 50th Street 
NEW YORK, N.Y. 





ov 








New Electrical Products 








No. 6279 Heater Switch with No. 782 Expulsion Type Surface 
Handle and Cover Removed. Switch with Cover Removed. 


In the March issue an error in illustration was made on the new Bryant 
heater switch No. 6279. It is shown on the left. This switch has reversible ro- 
tation with indicating handle and nickel silver angle cover with raised polished 
indications on japanned black background. It is a solid base switch. This 
switch is single pole, series parallel, three-heat—operating high, medium, low 
and off, and is rated at 20 amp., 125 volts, 10 amp., 250 volts. On the right is 
shown the No. 782 expulsion surface switch, It is built especially for inductive 
loads, for controlling three phase A. C. motors up to and including two H.P. 
It is reversible, triple pole, with a rating of 20 amp., 250 volts, 10 amp., 
600 volts. 








<KRUSE> 


PATENTED 





Switch Box Supporting Strips 
with Lath Holders 
A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 


Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 
Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 
WRITE 
For Prices and Literature 


MID-WEST METAL PRODUCTS CO. 


MUNCIE, IND. 











The Crosley Radio 
Corp., Cincinnati, O., 
has placed on_ the 
market the “Icyball” 
a home refrigerator. 
The unit consists of 
two large balls with a 
peculiarly bent tube 
connecting them. One 
of them is heated, the 
other is set inside the 
box, keeping it cold. 








The “Icyball” does 
not require electricity, 
simply requiring heat 
from coal or gas to 
heat the one ball. The 
company also fur- 
nishes cabinets. 








F | a 


On the left is shown the Hubbard dead-end tongue. By using it almost any 
type of the strain insulator devices as well as the metal capped insulators 
equipped with either a hook, clevis or eye can be fastened to a wood cross arm. 
On the left is the new Peirce secondary rack; it has a sturdy presteel back and 
strong Peirce “Electroweld presteel points. Although light in weight it has 
a safety factor of ample strength beyond the normal mechanical strength of 
the standard insulators assembled on it. 
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No-Fuse 
‘Tumbler 


Switches 
for 
Light or 
A ee Small 
—= —= Motor 
Control 











No. 2361 


OBBERS’ Salesmen will find in the _ to and including two horse-power. 

J “Circle T” No-Fuse Tumbler The two pole Tumbler Switches both 
Switches a line on which prospects _ flush and surface type may now be used 
exist in every industrial plant. on 600 volt A. C. circuits, being rated at 

The No. 3221 flush type tumbler 3 amperes or 34 H. P. at that voltage. 
switch is particularly adaptable to fac- § This new rating has just been approved 
tory lighting circuits. by the Underwriters. 

The No. 2221 has big sales possibil- You are urged to go after the busi- 
ities on machines using fractional horse- _ ness available to you on these switches. 
power motors. Small industrial plants in particular 

The No. 2361 (surface type) three should be combed by both you and your 
pole will take care of larger motors up _—_ contractor-dealers. 


Sold Through the Jobber” 
The Trumbull Electric Mtg. Company 


PLAINVILLE, CONN. 


New York Chicago 
Boston Philadelphia Atlanta San Francisco ) 
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Serving the Industry 
for 30 Years! 


FOR over 30 years we have 
been serving the electrical in- 
dustry on its requirements for “Lo- 
ricated” and “Galvaduct” conduit. 

“Loricated” is the Pioneer 
Enameled Conduit, while “Galva- 
duct” is the oldest brand of Gal- 
vanized Conduit. 


“Sold Through Jobbers” 


Years Ahead! 


The glass top on ROYAL 
CRYSTAL PLUG FUSES guar- 
antees visibilit y—eliminates 
guess work. Strongly made and 
safe because shock proof. 














Approved by the Under- 
writers’ Laboratories and Asso- 
ciated Factory Mutual Fire 
Insurance Companies. 


Packed in Handy Five packs 
as well as Fifty pack display 
cartons. 


ROYAL ELECTRIC CO. 


Chelsea Station Boston, Mass. 




















New Electrical Products 








The Trumbull Elec. Mfg. 
Co., Plainville, Conn., has 
brought out a new line of 
polyphase switches which are 
built in sizes ranging from 60 
to 400 amperes with test con- 
nections and 60 to 600 
amperes without test connec- 
tions. These can be furnished 
with fuses sealable or acces- 








The Ivanhoe Division of the Miller 
Co, Cleveland, O., has just brought 
out a line of high mounting units. 
They are designed for use in outdoor 
areas of all kinds and for use indoors 
when a large area must be lighted 
and the units necessarily mounted 25 
feet or more above the floor. Lamps 
from 300 to 1500 watts can be used 
with this equipment which concen- 
trates and re-directs the light to the 
working plane with minimum loss and 
high efficiency. 











sible. With this latter type, 
which is illustrated, fuses are 
accessible only when switch 
is in “off” position. The 
switch is of slate, base con- 
struction. 
on 

+ A 

_ wo - 








An approved galvanized hickey 
having a range of adjustability of 
between three and five inches over- 
all, and supplied with a_ switch 
bracket which supports any of the 
better known makes of canopy 
switches used for individual control, 
is being supplied by the F. W. 
Wakefield Brass Co., of Vermilion, 
O., with its new line of “Red Spot” 
commercial lighting hangers. It is 
stated by the manufacturer that 
this new fitting greatly facilitates 
the work and reduces the time re- 
quired in hanging fixtures by per- 
mitting quick adjustments and 
insuring neat, close seating of the 
canopy against the plaster. 














The Wirt Co., Philadelphia, has 
just put on the market a new “Dim- 
a-lite” socket. It fits any socket, 
uses any bulb, has enclosed chains 
and insulated chain pulls. It also in- 
cludes a shade holder thread so it can 
be used under any shade. 








The Beaver Machine & Tool Co., 
Inc., Newark, N. J., has just placed 
on the market a new and much im- 
proved double socket as illustrated. 
This device is encased in a handsome 
brown casing marked genuine bake- 
lite. The design is small and of 
pleasing lines, and the facets give it 
a distinctive appearance. The in- 
terior construction is sturdy and 
strong. They are packed 10 to a 
counter display carton. 
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Molded Unit a Molded Unit 
Duplex Flush : Single Flush 
Receptacle No. 4002 Receptacle No. 4001 





Single Receptacle 
Adapter 
Cat. No. 4011 


N° time ot the year is more opportune to “cash-in’’ on 


the sales of Reynolite Receptacles than in the Spring. 


New houses are being built, old houses are being re- 
modeled, changes are being made everywhere and as a con- 
sequence the opportunity is created for you to impress on 
your dealers the necessity for stocking up on Reynolite 
Receptacles. 

Point out to them that they may be installed in the 
finest homes with the fullest assurance that they will har- 
monize with their surroundings. And, they are so priced as 
to be practical for the more conservative homes as well. 


Pioneer Manufacturers of Bakelite Flush Plates 


Sold Through Jobbers 


REYNO|ITE 


TRADE MARK REG. U.S. PAT. OFF 


REYNOLDS SPRING COMPANY 


JACKSON, MICHIGAN 
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New Electrical Products 








Another new wall lighting unit with convenience outlet has just been added 
to the “Alabax” line of porcelain brackets and receptacles manufactured by 
Pass & Seymour, Inc., Syracuse, N. Y. This unit, when equipped with pull 
chain and porcelain tassel, is known as AL 923; keyless, it is number AL 924. 
The hexagonal shape of the base is a feature which makes it possible to install 
this bracket in places where brackets with circular bases would be awkward. 
It fits all types of outlet boxes, flush or otherwise. 























_ SPECIAL WASHERS 


| No Charge for Dies 
Prompt Delivery 


HERE’S real profit for 
you in Special Washers 
— if they're C. W. P. 


The C. D. Wood Electric Co., 565 
Broadway, New York, has placed on 
the market a new keyless fixture sock- 
et. It is a mechanically assembled 
affair, with the inner screw shell se- 
cured to the porcelain base by means 
of heavy tubular rivets, eliminating 
all cementing and the possibility that 
the shell will come loose when sub- 














NO DIE-COSTS 


We've been mak- 
ing special washers 
so many years that 
we have dies to fit 








a every 
PRICE PROMPT DELIVERY 
RIGHT No delay—for the 
TOO same reason. 
Send 
Us Your 
Inquiries 





v 


‘The Cleveland t 
Products Co. 


| W.58th St. & DenisonAve. CLEVELAND,0O. 


The Albert Wahle Co., Metropoli- 
tan and Morgan Aves., Brooklyn, 
N. Y., is manufacturing the “Jewel” 
floor lamp illustrated above. It is so 
designed as to throw light into all 
four corners of a living room. By 
removing the “lid” above the lamp on 
the top of the shade illumination is 
secured by wall and ceiling reflection. 





jected to the heat of a strong lamp. 
A porcelain grip which is part of the 
base permits tightening of the socket 
in the fixture by hand without the 
use of a special wrench. The socket 
is equipped with standard lengths of 
lead wires. 


























A 


Pass & Seymour, Inc., Syracuse, N. Y., has just introduced a new line of 
intermediate base brass shell sockets, candle sockets as well as an adapter. This 
new line includes sockets with pull chain as well as keyless. Reading from 
left to right, they are: No. 6198 candle socket, keyless; No. 6090 pull chain 
socket, 4% in. cap; No. 6421 brass shell key socket, 1% in. cap; No. 6001 adapter 
for converting medium base to intermediate; No. 6482 keyless brass shell socket, 
1% in. cap, and No. 6215 base candle socket with pull chain. 
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IT SELLS EASILY — 
— Sells profitably 










OU will(find that this 
cleanet, made and guar- - 
anteed by General Electric’ 
and priced: at $35, will sell 
quickly—sell profitably. 











ts t 

: . tant por Jeanet 
many impor <ctric Cleanet, 

a tenures of the General Elec 

jusive 

dealer sho" 






At is our firm belief that there 
"~~ is greater yalue in this clean- 
_ et, at the price, than has ever 
been offered to the Ameri- 


Kien > U7 can housewife. 


This fact facilitates sales. And 
the thingwhichclinchesthem 
isthe public’s faith in the Gen- 
eral Electric name and their 
confidence in any General 
| Electric product. 








This is one of a series of advertisements 


appearing in Good Housekeeping 


GENERAL @ ELECTRIC 
Vacuum Cleaner 





MERCHANDISE DEPARTMENT - GENERAL ELECTRIC COMPANY - BRIDGEPORT, CONNECTICUT 
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Sell the Original 


INCE 1873 we have been filling 

the demand for Yager’s Solder- 
ing Iluxes, Salts and Paste—the 
Original, Non-Acid, Non-Corro- 
sive Flux. 





We sell through jobbers with a 
margin of profit reserved for you 
which makes it attractive to han- 
dle the line. 

List these products in vour cata- 
log. 

Send at once for complete in- 
formation. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 




















PHILADELPHIA 





he choice of discrim 
inating Philadelphians 
and particular travelers. 


Jamous for its 


Centrally Located 
®ROAD,at WALNUT 


JM. Rosinson, Manager 





NEW WILLARD 
Washington oC 











New Electrical Products 








The McGill Mfg. Co., Valparaiso, 
Ind., has announced an improvement 
in the “Levolier”, Cat. No. 61 fixture 
switch for industrial lighting, store 
lighting and the lighting of restau- 
rants, assembly halls and gymnasiums. 
In addition to this its use sayes on 
run of conduit—from outlet box to 
switch; saves on wall switch and 
labor of installation. Actual size is 
1% in. x % in. All of the current 
carrying parts are of heavier section; 
the make and break is so designed 
that arcing effect is minimized. 








J. B. Timberlake & Sons, Inc., 
Jackson, Mich., are marketing a line 
of electric Christmas wreaths. They 
are a surprisingly close imitation to 
the real holly and the glossy green 
artificial leaves and red artificial 
holly berries combined with red 
Mazda electric bulbs, make an at- 
tractive combination. 














WALES 





The Leviton Mfg. Co., 226 
Newell St., Brooklyn, N. Y., has 
announced its new No. 9815 ceil- 
ing pole receptacle. It can be 
used as a wall bracket or ceiling 
fixture and may be had with or 
without glass. 











The Specialty Mfg. Co., Cleveland, 
O., is manufacturing a “Perfect bal- 
ance” even-trim lead center brush 
for scratch brushing, cleaning and 
rough polishing. 








The Electric Steam Heater Co., 460 
E. 167th St., New York, is manufac- 
turing an electric steam heating unit 
for the generating of steam heat. It 
can be readily attached to any size 
or make of radiator, and is said to 
be inexpensive to operate. 











The Arrow Electric Co., Hartford, Conn., has announced the following new 


products. Left to right: 


MH Midget cap with contacts for receptacles 8340 


and 8341; the No. 8340 recessed male receptacle with plate and screws; No. 8342 
terminal cover for all midget receptacles; No. JV flush motor plug cap; No. 
JM motor plug cap; No. 8282 cord connector body, and the No. 8283 armored 


cord connector body. 
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The Error 
Cost the Consumer 


Fifty Dollars 


~ 


And all because the Dealer had not been 
Educated Properly by the Jobber’s Salesman 


norance of a dealer handling our product had cost him 


2 geanongig wrote us, not so long ago, that the ig- 
$50. And, the facts are most deplorable. 


After discussing with the dealer the problem of soldering 
a radio set, he was sold a box of “Kester Metal Mender.” 
Now this “Mender™ necessarily contains chlorides for it is de- 
signed for general soldering and for use on old as well as 
new metals, and, as a consequence, the radio transformers were 
shorted and the consumer put to the expense of $50 to replace 
them. In his letter he adds: 


“I went back to the dealer and explained this to him and 
showed him the little printed enclosure that came with the 
package, on the second page of which reference is made to 
the necessity of using a special radio solder. In other words, 
the exact wording reads: 


“Warning! For general metal mending use Kester 
Metal Mender. For radio, use Kester Radio Solder 
only.” 

“The dealer tells me that this is all bunk, and there is no 
difference between the two, and that he knows the metal 
mender is just as efficient in the use of radio soldering as 
what you term Kester Radio Solder.” 


Now here is a dealer selling our material over the counter 
and not quite knowing “what it is all about.” Our instructions 
are “bunk” despite the fact it would have been infinitely 
easier for him to have taken from his shelf the Kester Radio 
Solder instead of bull-headedly arguing the point. 


Just whose fault is it?—That is the question. A manufac- 
turer such as the Chicago Solder Co., doing business through 
jobbers, obviously does not have personal dealer contact. He 
places the success of his merchandising plans in the hands of 
the jobber’s salesman. 


The responsibility, therefore, for educating the dealer rests 
squarely on the shoulders of the jobber’s salesman. His is 
the duty of not only selling the product itself but also educat- 
ing the dealer thoroughly on the functions of the products 
he is merchandising—their limitations and their possibilities. 


We ask every jobber's salesman to grasp the significance of 
this experience. We relate it here to impress upon you the 
importance of educating your dealers. When you accomplish 
that, you accomplish your complete duty in representing the 
Chicago Solder Co. and the house by whom you are employed. 


Chicago Solder Company 


4251 Wrightwood Ave. 


APPROVED BY 





Chicago 


RADIO ENGINEERS 
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QUALITY PRODUCTS 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
are rapidly becoming 
These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 
M-26 is equip 
for drop cor 





eee 


—— aenieenemianeetine 


d with knock-out 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 
— for both $ inch and 4 inch outlet 
Ox, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 











fF \\ TRANSFORMERS of MERIT for FIFTEEN YEARS }).’ 














Colton Manor ff} 


*Pdlantic Citys 
Newest Hotel Nchieve ment 








Bailey of Philadelphia Goes 
With Sears 
William L. Bailey, formerly sales- 
man for the Franklin Electric Supply 
Co., Philadelphia, started March 1 








W. L. Bailey 


as assistant to Harry G. Anschuetz, 
Philadelphia district manager of 
| Henry D. Sears, and will devote his 
time to selling the Weber idea 
throughout the territory which he al- 
ready knows very well through his 
previous connection. 
* * * 


J. W. Swartz Made District 


Manager 
J. W. Swartz has been appointd 
district sales manager of the Apex 
Electrical Distributing Co., Cleveland. 
Mr. Swartz has his headquarters at 
3516 Balsam St., Indianapolis. 
* * * 


Soule Now With Pacent 


George Soule, formerly traffic sig- 
nal engineer for the Cincinnati of- 
fice territory of .the Crouse-Hinds 
Co., has resigned to become assistant 
sales manager of the Pacent Electric 
Co. of New York. 


* * 





| 
'E. O. Johnstone, Pacific Coast 
Distributor 

E. O. Johnstone, district sales man- 
| ager for the American Chain Co., 
|Ine., at 425 Second St., San Fran- 
cisco, Calif., has been appointed Pa- 
cific Coast distributor of Ford chain 
| hoists to the industrial trade. 

* * #* 


| Frank Burns Promoted by 

| Cunningham 

| Announcement has been made by 

| E. T. Cunningham, Inc., that Frank 

| Burns has been promoted to the po- 

| sition of general sales manager, tak- 

| ing the place vacated by Major Frost 

| when he became vice-president of 
Federal-Brandis, Inc., as reported in 
the March issue. 




















HOLYOKE WIRES 


Holyoke Products are: 


Single, twisted and 
multiple conductors an- 
nunciator wire. 

Weatherproof single 
and twisted Annunciator 
wire. 

Damp proof office wire, 
single or multiple con- 
ductor. 

Triplex or Thermostat, 
three conductor cable 
put up 1000 ft. to coil. 

Radio Hook Up and 
connecting wire. 





SPOOLS 
Immediate delivery from New York and Chicago warehouse 


The Holyoke Co., Inc. 


621 Broadway, New 


York, N. Y. 
Randolph St., Chicago, Ill. 





30 E. 














CROSS ARMS 
seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 
in carload lots only, for ship- 


ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 














Wrigley Toggle Bolts 


‘Wrigley 
For Quality”’ 


¢ DEC.3,190i 






Made of heavier 


=z 

= 55 gauge steel. 

= S < Can be put through 
hs = 3 smaller holes than 
” = s the ordinary toggle 
2 Er _sibolt. 

= 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, IIl. 

















Subscribers 


You can’t afford to miss a sin- 
gle issue. Give us your new 
address if you have moved. 


OS 
FA 


Be a Booster 
Tell your friends about 
TheJobber’s Salesman 


















































April, 1928 THE JOBBER’SMA)SALESMAN 139 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Groves Represents Chase- 
Shawmut ‘“‘The Most Striking 
| 
| 
} 


















Announcement has been made to the 





effect that Frank Groves has been ap- and Beautiful This is the un- 
pointed Philadelphia representative : failing cnet of 
for the Chase-Shawmut Co. of New- | Lamp I’ve Seeyeae We om 


eyes on a “Jewel” 
Lamp or Fixture. 
Their beauty, com- 
bined with an en- 
tirely new principle 
of lighting, makes 
them a real work of 
art in lighting, the 
effect of which is 
truly indescribable. 


buryport, — Ever Seen’”’ 


* * 


Heavily Insured 

Powel Crosley, Jr., has applied 
for life insurance in the sum of 
$1,000,000, payable to the Crosley 
Radio Corp., of which he is president 
and principal owner. 

The policies have been placed with 
7 a number of the leading insurance 
‘ companies of the country through 
William M. Dunbar, Cincinnati. 

Relatively few men in the United SOLD 


States carry insurance policies of | | THROUGH 


$1,000,000 ' 
ve ey ‘| JOBBERS 


Boehler in New Location 

R. C. (Dick) Boehler, represent- 
ative in the New York Territory for 
Robinson Products, Inc., of Philadel- 
phia and the Sunlight Lamp Co. of 
Newton Falls, Ohio, is now located at 
55 West 42nd St., New York. 


























The third member 
of the “Jewel” line is 
a floor lamp. All three 
are made to be “SOLD 
THROUGH JOB- 
BERS.” The volume 
being done by jobbers 
everywhere is certain 
proof that the extrav- 
agant statements made 
about their beauty is 
not exaggeration. 


ALBERT WAHLE CO. 


INCORPORATED 


242 Fifth Ave. New York, N. Y. 
Works: ROBERT FINDLAY MFG. CO. Inc., Brooklyn, N.Y. 


MULTI 






































Cover Sockets 


(Formerly made by Harter Mfg. Co.) 





H. Curtiss Abbott, of Chicago, national- 
ly known in the fields of radio and music, 
has accepted the position of general sales 





manager for The Crosley Radio Corp. One of a wide variety of practical electrical wiring 
Mr. Abbott, a Yale graduate, has had devices. Liked by the Trade. Send for Catalog. 


imany years of experience in the radio 
business. For a number of years he was 
assistant to the owners of the Lyon and Sold Through Jobbers 
Healy Co., Inc., one of the foremost music 
concerns of the country and as sales 
manager of the Kellogg Switchboard and 
Supply Co., Chicago, for the past two 
years became widely known in the radio 
istration el. y Multi Electrical Mfg. Co. 
Vith the Crosley Radio Corporation, . 
‘ir. Abbott has a cuehing organization of 210 No. Ogden Ave. Chicago 
(66 distributors and more than 18,000 
lealers, representing every commmunity in 
he United States. 
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SINCE 1895 

















MORE NEW 
OUTLET BOX 
DEVICES 


WEBER 
OUTLET 
BOX 
SWITCHES 


5 Amp. 125 V. 
3 Amp. 250 V. 





Rating 


Approved by Under- 
writers’ Laboratories, 
February 24, 1928 





Cat. 
No. 
2646 S. P., 314 inch 
2647 S.P.,4 inch 
2648 3-Pt., 31/4 inch 
2649 3-Pt.,4 inch 





A line of “dependable” 
toggle switches perma- 
nently attached to iron 
box covers. Binding 
screw terminals are ex- 
posed in the rear, as in 
sign receptacles. Covers 
may be black, galvanized 
or brass lacquer. 


Sold through Weber 
distributors. 
Send for Sample 





HENRY D. SEARS 


General Sales Agent 
860 BOYLSTON STREET 
Boston MassacHuUSETTS 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











A clean, strong malleable casting, heav- 
ily galvanized. Sharp projections on the 
flange bite into the box when the locknut 
is tightened, making a positive ground. 
Re-enforced where the clamping screw 
goes through, so threads never strip. 
Full clean threads for the locknut. 


The BODY 





Eight sides — four flat, and four with 
projections. Run up the locknut with 
the fingers, place the point of a screw- 
driver behind one of the projections, and 
a blow of the hand locks it tight. The 
flat sides also permit the use of wrench 


or pliers when desired. 


The LOCKNUT 








The fillister head is extra thick and will 
stand lots of abuse. It has an over-size 
slot which easily takes the heavy blade 
of the electrician’s screw-driver. Clean 
threads clear to the head give maximum 
clamping range. 


The SCREW 








Roach-Appleton Manufacturing Company 


3440 North Kimball Avenue - CHICAGO 45 Murray Street - NEW YORK 
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Reputation is the Guarantee 





mediate Wagner Service. 


Wagner Guarantee 


To make a guarantee is one thing. 
To be able to back it to the fullest 
extent is another. There are twenty- 
four Wagner Service Stations, | a 
located at central points throughout 
the country, and completely equip- 
ped with fan parts to provide im- 


40 years successfully serving the electric motor 
industry has earned Wagner a splendid reputa- 
tion. This reputation, in turn, places upon Wagner 
a definite responsibility. This responsibility 
is the assurance behind the Wagner guarantee. 





LONG STRONG 
BREEZE 
MOTORS TRANSFORMERS FANS 
Single-phase, Polyphase and Power, Distribution and Desk, Wall and 
Fynn-Weichsel Motors Instrument Ceiling types 


FAIR ano COOLER 








CONTINUED 
COOL 


FAIR WEATHER 








6237-4 








WAGNER ELECTRIC CORPORATION — 


6400 











sr 


Plymouth Avenue, St. Louis, U.S. A. 
































NEWCOMBE-HAWLEY 


Announces Two New Console Reproducers 
for Atwater-Kent All-Electric Receivers 


“THE TONE IS THE TEST” 


Model AK 8-61 
for the Atwater-Kent 
Model 38 Receiver 


The Newcombe - Hawley Model 
AK 8-61 Console Reproducer 
converts the Atwater-Kent Model 
38 All Electric Receiver into acom- 
pact console with the Newcombe- 
Hawley 86-inch tone chamber. 
This console reproducer is provided 
with a panel for the Atwater-Kent 
Model 38 All-Electric Receiver. 


A special panel converts this model 
into a model S61 Reproducer for 
the Steinite Receiver, if desired. 


Thesetwo compact New- 
combe- Hawley repro- 
ducers are very popular 
with Atwater-Kent 
dealers, because they 
meet the demand for 
consoles equipped with 
high-grade reproducers. 


The cabinet work is 
excellent, and the designs 
harmonize with all dec- 
orative schemes. 


Dealers everywhere are 
enthusiastic about these 
up-to-date consoles, and 
thereisprofitablebusiness 
for every jobber who 
handles the Newcombe- 
Hawley line. 








Model AK 7-62 
for the Atwater-Kent 
Model 37 Receiver 


The Newcombe- Hawley Model 
AK 17-62 Console Reproducer 
converts the Atwater-Kent Model 
37 All Electric Receiver into a very 
compact unit, since this console is 
21 inches wide, 15 inches deep, 
and 44 inches high. It is equipped 
with a Newcombe-Hawley 72-inch 
tone chamber. 


A special panel converts this 
model into a model C62 receiver 
for the Crosley 704 AC Band Box. 


Write for Literature and Prices, Today! 


NEWCOMBE-HAWLEY, Inc. 


205 North First Ave. 


ST. CHARLES, ILL. 
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Model “G” 


BEE-VAC 


(Purple bag) 


Consumer’s price 


$7,950 


Attachments 
$5.00 


The Bee-Vac Line for 1928, embracing three great 
electric cleaner values, has left competition so far be- 
hind that comparisons are impossible. 


There is now a Bee-Vac for every purpose and 
pocketbook. At a consumer's price of only $29.50 for 
example, you can offer a Bee-Vac of unsurpassed per- 
formance and dependability. Or should your dealers 
want the last word in electric cleaner beauty and con- 
venience, you can offer the De Luxe Ball-Bearing Bee- 
Vac at $39.75 list. And finally, the Bee-Vac Junior 
Brush at $19.50 list meets the needs of countless house- 
wives and autoists for ‘‘odd job’’ cleaning. 


Of particular interest to your trade is the De Luxe 
Ball-Bearing Bee-Vac. Endowed with a larger, more 
powerful motor, which is ball bearing equipped 
throughout, it produces suction power that is far be- 
yond the usual. New floating brush increases brush 


The BEE 


An Electric Cleaner 


Gre at 
ric cleaner 


DeLuxe 
Ball-Bearing 


BEE-VAC 


(Maroon bag) 
Consumer’s 
price 


$3979 


Attachments, includ- : 
ing flocs polisherend F = BEE-VAC Junior 
Brush 


Endorsed by housekeepers and auto- 
ists for “odd job’’ cleaning. 


Consumer’s price $ 1 g°° 


efficiency, giving contact with the carpet at all times. 
And the new four-position nozzle adjusts for any 
thickness of rug. 


With the broadening of the Bee-Vac Line, its profit 
opportunities for the salesman become more .remark- 
able than ever before. The Bee-Vac Line is a good line 
to emphasize. Bee-Vac makes good with dealers and 
insures a nice repeat business for you. Put a “‘dog ear’ 
on the Bee-Vac sheet in your price book so you can 
find it quickly. 

BEE-VAC policy of wholesale distribution insures a 
positive profit for Jobbers, Representatives and Dealers. 


Birtman Electric Company 
Dept. G315 
4140 Fullerton Avenue, Chicago 


VAC Line 


for Every Pocketbook 








